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►  EXCLUSIVE 


►  HIGH-SPEED  SERVICES 


AT&T  studies  new  services 

Surveys  users  on  need  for  four  advanced  digital  offerings. 


BY  BOB  WALLACE 

Senior  Editor 


BASKING  RIDGE,  N.J.  —  AT&T  is  surveying 
select  customers  to  gauge  demand  for  four  new 
digital  transmission  services,  including  two  high- 
capacity  switched  digital  services,  and  T-l  and 
Dataphone  Digital  Services  (DDS)  that  provide 
greater  capacity  and  compatibility  with  European 
standards. 

The  survey,  a  copy  of  which  Network  World  ob¬ 
tained  last  week,  describes  in  detail  four  proposed 
services:  Accunet  Switched  64  Restricted,  Accunet 
Switched  384,  Accunet  T1.5  with  Clear  Channel 
Capability  and  64KBPS  Dataphone  Digital  Service 
with  Clear  Channel  Capability. 

AT&T  acknowledged  the  survey,  entitled  “New 
Digital  Data  Transmission  Services:  Service  De- 

See  page  47 


AT&T  re 
based  on 


In-band  signaling 
56K  bit/sec 


readies  new  digital  services 
common  channel  signaling 


Out-of-band  signaling 
64K  blt/sec 


AT&T  is  evaluating  demand  for  four  digital  services  that  use  common 
channel  signaling  (CCS).  With  CCS,  call-signal  data  used  to  establish 
and  maintain  circuits  Is  removed  from  traffic-bearing  channels  and 
carried  separately.  This  allows  adjacent  channels  that  are  otherwise 
restricted  to  56K  blt/sec  to  support  clear  channel  64K  bit/sec. 
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SPECIAL  SECTION:  IBM 


IBM’s  Hancock: 
candid  commander 

As  president  of  IBM's  Communication  Products  Di¬ 
vision  ( CPD ),  Ellen  Hancock  is  awash  every  day  in  a 
sea  of  high  technology  —  and  she  appears  to  love  every 
minute  of  it.  More  so  than  many  computer  industry  ex¬ 
ecutives,  Hancock  displays  a  genuine  fascination  with 
the  inner  workings  of  the  technologies  she  manages. 

Hancock,  44,  took  over  CPD's  reins  from  Terry  Lau- 
tenbach,  who  became  group  executive  of  the  company's 
information  systems  and  communications  group. 

Where  Lautenbach's  style  is  staccato,  Hancock's  is 
legato.  Her  insightful  comments  are  accented  with 

Continued  on  page  35 


►  ARTIFICIAL  INTELLIGENCE 

Expert  system 
monitors  nets 

PC  tool  eases  management. 

BY  MARY  LINEHAN 

Staff  Writer 


MELBOURNE,  Fla.  —  As  part  of  an  overall  plan 
to  automate  and  simplify  network  management, 
Harris  Corp.  has  developed  a  personal  computer- 
based  expert  system  that  helps  nontechnical  staff¬ 
ers  troubleshoot  the  company’s  IBM  Systems  Net¬ 
work  Architecture  network. 

Harris,  a  manufacturer  of  communications, 
data  processing  and  electronics  equipment  based 

See  page  46 


AT&T  T-l 
discount 
plan  bows 

Accunet  T1.5  users 
can  earn  cost  cuts. 

BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  Re¬ 
sponding  to  increased  competition 
in  the  T-l  market,  AT&T  said  last 
week  it  will  offer  volume  discounts 
to  users  of  its  Accunet  T1.5  ser¬ 
vices. 

Customers  that  agree  to  spend 
between  $50,000  and  $2  million 
monthly  on  T-l  service  over  a  span 
of  one  to  five  years  qualify  for 
price  cuts  under  AT&T’s  discount 
plan,  which  was  filed  Aug.  31  with 
the  Federal  Communications  Com¬ 
mission. 

Discounts  vary  depending  on  us¬ 
age  and  length  of  commitment,  ac¬ 
cording  to  Victoria  Wright,  Ac¬ 
cunet  product  marketing  manager. 
A  customer  that  commits  to  $2  mil¬ 
lion  worth  of  T-l  service  per 
month  over  a  five-year  period  will 
earn  the  largest  discount,  she  said. 

Accunet  T1.5  is  a  point-to-point 
dedicated  digital  service  that  oper¬ 
ates  at  1.544M  bit/sec.  Users  can 
multiplex  the  T-l  line  into  24  64K 
bit/sec  or  48  32K  bit/sec  channels 
to  support  voice,  data  and  video 
communications. 

AT&T  is  currently  the  only  ma¬ 
jor  T-l  provider  not  offering  a  vol¬ 
ume  discount  plan,  and  the  compa¬ 
ny  acknowledged  in  its  FCC  filing 

See  page  47 
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►  HYBRID  NETWORKS 

GE  officials  speak 
out  on  AT&T  deal 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


FAIRFIELD,  Conn.  —  After  months  of  secrecy,  General 
Electric  Co.’s  top  networking  officials  last  week  for  the 
first  time  revealed  details  of  the  $300  million  network 
contract  the  company  awarded  to  AT&T  in  March. 

Stanley  Welland,  manager  of  corporate  telecommunica¬ 
tions,  told  Network  World  that  economic  and  technologi¬ 
cal  considerations  prompted  GE  to  embrace  the  AT&T- 
proposed  hybrid  Electronic  Tandem  Network/Software- 
Defined  Network  (ETN/SDN).  “The  hybrid  architecture 
will  give  us  greater  functionality  and  will  be  more  cost- 
effective  than  a  pure  ETN  or  SDN,”  he  said. 

GE  officials  declined  to  discuss  the  General  Electric 

See  page  6 
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►  CONTRACTS 

MCI  sells 
United  on 
virtual  net 

IBM  support  aided 
marketing  effort. 

BY  MICHAEL  FAHEY 

Senior  writer 


CHICAGO  —  United  Airlines, 
Inc.  has  selected  MCI  Communica¬ 
tions  Corp.’s  VNET  virtual  net¬ 
work  service  to  carry  the  airline’s 
internal  voice  traffic.  MCI  last 
week  described  the  contract  award 
as  “the  first  major  success  to  result 
from  cooperative  marketing  efforts 
on  the  part  of  MCI  and  IBM.” 

Neither  MCI  nor  United  Airlines 
would  provide  terms  of  the  con¬ 
tract,  except  to  say  that  the  agree¬ 
ment  was  reached  in  June  and  that 
VNET  will  be  used  to  support  more 
than  100  United  Airline  locations. 

IBM  and  MCI  officials  declined 
to  provide  details  of  the  coopera¬ 
tive  marketing  effort.  But  accord¬ 
ing  to  Dave  Nevers,  a  senior  tele¬ 
communications  engineer  at  United 
Airlines  and  a  member  of  the  selec¬ 
tion  committee  for  the  VNET  con¬ 
tract,  IBM,  one  of  United  Airlines’ 
largest  hardware  vendors,  submit¬ 
ted  a  document  to  the  airline  cit¬ 
ing  its  ability  and  willingness  to 
support  the  MCI  virtual  network 
offering. 

AT&T  and  US  Sprint  Communi¬ 
cations  Co.  were  also  being  consid¬ 
ered  as  virtual  network  providers, 
Nevers  said. 

An  IBM  spokesman  said  that,  in 
general,  the  company’s  policy  in 


dealing  with  end  users  is  to  treat 
MCI  as  it  would  any  long-distance 
carrier.  “MCI  is  just  another  ven¬ 
dor,”  he  said.  IBM  acquired  a  17% 
share  of  MCI  in  1986,  making  it  the 
carrier’s  largest  stockholder. 

Nevers  said  that  when  the  re¬ 
quest  for  proposal  for  the  virtual 
net  service  was  first  issued  a  year 
ago,  it  included  Westin  Hotel  Co. 
and  The  Hertz  Corp.,  owned  by  the 
Allegis  Corp.  conglomerate,  which 
also  owns  United  Airlines.  Allegis 
has  since  announced  plans  to  di¬ 
vest  itself  of  the  hotel  chain  and 
car  rental  giant,  he  said. 

Nevers  said  he  did  not  know 
what  effect  the  divestment  plan 
would  have  on  the  overall  virtual 
network  contract. 

The  original  plan  to  use  VNET  to 
support  100  United  Airlines  loca¬ 
tions  is  already  under  way  and 
slated  for  completion  in  October, 
he  said. 

The  locations  to  be  supported 
were  formerly  served  by  AT&T’s 
Enhanced  Private  Switched  Com¬ 
munications  Service  (EPSCS)  and 
services  from  Satellite  Business 
Systems,  which  was  acquired  by 
MCI  in  1986. 

When  evaluating  the  carriers’ 
virtual  network  services,  United 
Airlines’  selection  committee  de¬ 
veloped  a  checklist  of  250  criteria 
to  aid  the  process.  “We  assigned 

See  page  4 1 


Network  World  wants  to  make 
its  news  coverage  even  better, 
and  for  that  we  ask  your  help.  If 
you  know  of  an  interesting 
event  that  just  occurred  or  is 
about  to  occur,  please  call.  We’d 
also  like  to  know  how  you  opti¬ 
mize  your  networks.  Call  Editor 
Bruce  Hoard  toll  free  at  (800) 
343-6474. 
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^  AT&T  COMPUTERS 

AT&T  unveils  computers, 
networking  enhancements 


BY  JOSH  GONZE 

Staff  Writer 


PARSIPPANY,  N.J.  —  AT&T  in¬ 
troduced  a  microcomputer  and  a 
high-end  minicomputer  laden  with 
network  potential  at  a  press  con¬ 
ference  here  last  week  that  was 
also  used  to  release  a  torrent  of  en¬ 
hancements  to  existing  communi¬ 
cations  products. 

AT&T  renewed  its  commitment 
to  the  computer  industry  with  the 
announcement  of  the  3B4000  mini¬ 
computer  and  6386  Workgroup 
System  microcomputer,  and  fol¬ 
lowed  that  with  the  introduction 
of  enhancements  to  the  AT&T  Star- 
lan,  Information  System  Network 
(ISN)  and  the  company’s  electronic 
messaging  service,  AT&T  Mail. 

The  3B4000  is  a  departmental 
computer  capable  of  processing  up 
to  43. 4M  instructions  per  second 


and  supporting  up  to  300  users 
when  fully  configured.  Positioned 
at  the  high  end  of  the  3B  product 
line,  the  machine  features  a  modu¬ 
lar,  multiprocessor  architecture 
and  has  a  list  price  beginning  at 
$187,000. 

Networking  interfaces  provided 
for  the  3B4000  include  an  X.25  in¬ 
terface,  an  LU  6.2  facility,  an  in¬ 
terface  for  the  Transmission  Con¬ 
trol  Protocol/Internet  Protocol, 
and  emulation  of  IBM  3270  termi¬ 
nals  and  3770  remote  job  entry 
(RJE)  workstations.  The  X.25  in¬ 
terface  software  allows  the 
3B4000  to  connect  to  public  pack¬ 
et-switched  networks  such  as  Te¬ 
lenet  or  to  link  directly  to  other 
computers  through  dial-up  or  dedi¬ 
cated  telecommunications  circuits. 

The  LU  6.2  facility  is  a  software 
development  tool  for  putting  IBM’s 

See  page  42 


►  PC  EXPO 


Novell  unwraps  server 


Reveals  low-end  NetWare  versions. 


BY  MARY  PETROSKY 

west  Coast  Correspondent 


NEW  YORK  —  In  a  series  of  an¬ 
nouncements  at  PC  Expo  here  last 
week,  Novell,  Inc.  unveiled  an  Intel 
Corp.  80386-based  local  network 
server  and  low-end  versions  of  its 
NetWare  network  operating  sys¬ 
tem  designed  for  small  local  nets. 
The  company  also  entered  into  an 
alliance  with  Excelan,  Inc.  that 
widens  the  Transmission  Control 
Protocol/Internet  Protocol  offer¬ 
ings  for  Novell  networks. 

Novell’s  newest  server,  the 
NetWare  386A,  boasts  twice  the 
speed  of  its  80286-based  286A 
server.  Both  servers  were  devel¬ 
oped  by  Santa  Clara  Systems,  Inc., 
a  wholly  owned  subsidiary  of  No¬ 
vell.  The  386 A’s  1M  byte  of  memo¬ 
ry  is  expandable  to  4M  bytes  and 
can  support  up  to  2G  bytes  of  disk 
storage.  The  server  also  includes 
two  32-bit  expansion  slots,  five  16- 
bit  slots  and  one  eight-bit  slot. 

The  server  supports  IBM  Person¬ 
al  Computers,  XTs,  ATs  and  com¬ 
patibles  and  the  full  IBM  Personal 
System/2  line.  It  can  be  used  with 
Advanced  NetWare  286  and  SFT 
NetWare  Levels  I  and  II. 


The  server  is  available  now  with 
1M  byte  of  memory,  a  1.2M-byte 
floppy  disk  drive  and  a  42M-byte 
fixed  disk  drive  for  $6,295.  A  ver¬ 
sion  with  an  80M-byte  fixed  drive 
is  $6,995. 

Novell  expects  to  release  a  ver¬ 
sion  of  NetWare  that  takes  advan¬ 
tage  of  the  sophisticated  features 
of  the  80386  processor  in  the  sec¬ 
ond  half  of  1988,  said  Craig  Bur¬ 
ton,  Novell’s  vice-president  of  cor¬ 
porate  marketing  and 

development. 

Following  through  on  its  prom¬ 
ise  to  provide  versions  of  NetWare 
designed  for  different  user  needs 
(“New  NetWare  revealed,”  NW, 
Aug.  10),  Novell  introduced  two 
low-end  versions  of  its  operating 
system.  Entry  Level  Solution  (ELS) 
NetWare  286  Level  I,  Version  2.0a, 
supports  up  to  four  users;  and  ELS 
NetWare  286  Level  II,  Version  2.1, 
supports  up  to  eight  users. 

ELS  Level  I  is  priced  at  $595  and 
works  with  three  types  of  adapters 
—  Ethernet,  Arcnet  and  the  IBM 
PC  Network  card  for  the  Micro 
Channel  Bus  —  but  has  no  inter¬ 
networking  capabilities.  The  Level 
II  software,  priced  at  $1,395,  sup- 

See  page  42 


Clarification:  The  Aug.  17  ar¬ 
ticle  “Consolidation  at  work  in 
LAN  mart”  stated  that  in  1986, 
Ungermann-Bass,  Inc.  had  reve¬ 
nue  of  $98.7  million  and  Novell, 
Inc.  had  revenue' of  $93.8  mil¬ 
lion.  The  figures  supplied  to  Net¬ 
work  World  represented  income 
derived  from  local-area  net¬ 
works.  They  did  not  include  rev¬ 
enues  from  consulting,  network 


design  and  network  installation. 

Correction:  The  story  “Ether¬ 
net  vendors  explore  twisted 
pair”  in  our  Aug.  17  issue  erro¬ 
neously  stated  that  SynOptics 
Communications,  Inc.’s  original 
Lattisnet  product  violated  Fed¬ 
eral  Communications  Commis¬ 
sion  regulations  on  radiation. 
We  regret  the  error. 
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►  IBM,  ERICSSON 

Firms  probe  integration 


BY  BOB  WALLACE 

Senior  Editor 


STOCKHOLM,  Sweden  —  IBM 
and  Ericsson  said  last  week  they 
will  jointly  explore  how  IBM  pro¬ 
cessors  and  data  management  soft¬ 
ware  can  be  integrated  with  Erics¬ 
son’s  AXE  central  office  switches 
to  support  advanced  voice  and 
data  services. 

Ericsson  officials  said  the  object 
of  the  agreement  is  to  develop 
technology  supporting  a  so-called 
intelligent  network.  The  nonexclu¬ 
sive  pact  covers  “architecture-def¬ 
inition  activities  involving  IBM 
systems  and  Ericsson  switches, 
connectivity  tests  between  IBM 
equipment  and  Ericsson’s  AXE  dig¬ 
ital  central  office  switch  using 
standard  interfaces  and  product 
opportunity  evaluation.” 

John  Meurling,  vice-president  of 
strategic  planning  for  Ericsson 
Telecommunications’  public  tele¬ 
communications  group,  said  IBM 
products  would  serve  as  Signal 
Control  Points  (SCP)  and  as  the 
Signal  Transfer  Points  (STP)  in  an 
out-of-band  signaling  subnetwork. 

Out-of-band  signaling  would  be 
used  to  establish  calls  across  a 
public  telecommunications  net 
without  tying  up  valuable  trans¬ 


►  LOCAL  NET  AUTOMATION 

FBI  installs 
$133m  PC 
network 

BY  PAULA  MUSICH 

Senior  Editor 


WASHINGTON,  D.C.  —  As  part 
of  a  $133  million  automation  proj¬ 
ect,  the  Federal  Bureau  of  Investi¬ 
gation  is  installing  personal  com¬ 
puter  networks  at  remote  sites  that 
will  be  linked  via  gateways  to 
mainframes  at  regional  data  pro¬ 
cessing  centers. 

The  Intelligent  Workstation 
(IWS)  project  calls  for  the  installa¬ 
tion  of  more  than  8,000  worksta¬ 
tions,  700  personal  computer  net¬ 
works  and  640  gateways  at  agency 
sites.  Hardware  in  the  project  will 
conform  to  the  Department  of  De¬ 
fense’s  Transient  Electromagnetic 
Pulse  Emanations  Standard  (TEM¬ 
PEST)  security  standards,  and 
data  transmitted  over  the  network 
will  be  encrypted. 

McLean,  Va.-based  systems  inte¬ 
grator  Iverson  Technology  Corp. 
was  awarded  the  IWS  contract  in 
July  after  a  competitive  bidding 
process.  Iverson  won  out  over  Un¬ 
isys  Corp.  and  Centel  Corp. 

Most  of  the  local  network  instal¬ 
lations  are  being  handled  through 
a  subproject  known  as  the  Field  Of¬ 
fice  Information  Management  Sys¬ 
tem  (FOIMS),  which  falls  under  the 
IWS  umbrella,  according  to  FOIMS 

See  page  5 


mission  facilities.  It  enables  carri¬ 
ers  to  offer  users  enhanced  ser¬ 
vices  such  as  virtual  networking 
and  advanced  800  services. 

Meurling  said  IBM  software 
would  serve  as  an  SCP  data  base 
containing  all  necessary  customer 
routing  and  service  information. 
The  STP  passes  call  establishment 
and  breakdown  information  from 
central  office  to  central  office 
across  the  long-distance  network. 

Meurling  said  the  first  order  of 
business  for  the  two  companies  is 
to  define  an  interface  that  links 
the  STP  to  the  AXE  central  office 


switch.  “BELLCORE  already  has  a 
specification  for  the  STP-to-switch 
interface,”  he  noted.  “In  all  proba¬ 
bility,  we  will  be  talking  to  BELL¬ 
CORE  and  using  their  current 
specification  as  a  model.  Once  we 
have  defined  the  protocol  that 
meets  this  requirement,  each  com¬ 
pany  will  then  design  the  software 
needed  to  create  that  interface.” 

The  top  Ericsson  strategist  said 
that  once  the  software  writing  ef¬ 
fort  is  completed,  the  new  inter¬ 
face  will  be  rigorously  tested  to  en¬ 
sure  it  provides  interoperability 
between  the  IBM  hardware  and  the 
Ericsson  central  office  switch. 

An  Ericsson  spokesman  said  any 
“intelligent  network  products” 
that  emerge  from  the  joint  effort 
would  be  sold  separately,  but  each 


vendor  would  guarantee  that  the 
systems  will  interoperate.  Neither 
vendor  would  say  when  products 
will  be  available. 

The  spokesman  said  intelligent 
network  systems  would  likely  first 
be  marketed  to  Post,  Telegraph 
and  Telephone  administrations  and 
other  telephone  companies  outside 
the  U.S. 

In  a  prepared  statement,  IBM 
said  it  is  “discussing  its  approach 
to  intelligent  networks  with  sever¬ 
al  switch  manufacturers,  tele¬ 
phone  companies  and  PTTs  on  a 
worldwide  basis.”  The  statement 
hinted  that  these  talks  could  lead 
to  agreements  in  such  areas  as  con¬ 
nectivity  testing,  protocol  defini¬ 
tion  and  standardization,  and 
product  opportunity  research. □ 


Fewthings  are  as  resourceful 
as  our  T1  network  service. 


AT&Tcomes 
through  with 
end-to-end 
management 
forTlusers. 


If  yourTl  network  isn’t  completely 
resourceful,  it’s  not  much  of  a 
resource. 

Which  is  why  we’ve  built  an  AT&T 
ACCUNET®  T1.5  Network  Service  that 

has  every¬ 
thing  you 
need  to  run 
your  net¬ 
work  effi¬ 
ciently 
You  see, 

AT&T olfers  you  end-to-end  manage¬ 
ment— the  products,  the  services,  and 
the  lines  you  need  to  have  ultimate 
control  over  your  network. 

With  our  new  AT&T  DATAPHONE®  II 
ACCULINK™  745  Multiplexer,  you’re 
able  to  perform  a  variety  of  tasks  that 
you  never  could  before. 

You’ll  have  the  flexibility  to  easily 
reconfigure  your  network  for  greater 
capacity  and  throughput.  You’ll  be  able 
to  send  information  at  different  rates 

©1987  AT&T 


of  speed.  You’ll  even  be  able  to  accom¬ 
modate  voice,  data  and  video. 

Our  new  ACCULINK  745  also  affords 
you  greater  cost  efficiencies.  Because, 
as  your  business  expands,  you  won’t 
need  to  totally  upgrade  your  network— 
you  can  buy  what  you  need,  when  you 
need  it.  So,  as  you  grow,  you  can  add 
up  to  16  ACCUNET  T1.5  service  lines. 
And  as  future  technology  increases  net¬ 
work  intelligence,  your  software-driven 
multiplexer  can  keep  pace  with  it. 

In  short,  the  ACCULINK  745  Multi¬ 
plexer  is  a  handy  business  tool.  Com¬ 
bine  it  with  our  end-to-end  ACCUNET 
T1.5  network  capabilities  and  you’ve 
got  a  system  that’s  ready  for  anything. 

To  find  out  more,  call  your  AT&T 
account  executive,  or  for  the  number 
of  our  office  nearest  you,  call 
1  800  247-1212. 

From  equipment  to  networking, 
from  computers  to  communications, 
AT&T  is  the  right  choice. 


AT&T 

The  right  choice. 


PAGE  4 


NETWORK  WORLD 


J  SEPTEMBER  7,  1987 


DECworld  network  links 
hotels,  ocean  liners 

Temporary  net  uses  microwave ,  fiber. 


►  CONFERENCE  PREVIEW 


BY  MARY  LINEHAN 

Staff  Writer 


BOSTON  —  Digital  Equipment 
Corp.  will  kick  off  DECworld  ’87,  a 
conference  extravaganza  beginning 
here  this  week,  by  cutting  over  a 
network  supporting  seven  Boston 
hotels,  the  World  Trade  Center 
here  and  two  ocean  liners. 

The  theme  of  this  year’s  confer¬ 
ence,  which  will  be  held  from  Sept. 
8  to  18,  is  “The  Network  at  Work.” 
DEC  President  Ken  Olsen  will  open 
the  show  by  linking  the  show  net¬ 
work  to  the  company’s  worldwide 
net,  Easynet,  which  supports 
roughly  15,000  computer  systems 
and  70,000  users  in  39  different 
countries. 

According  to  Bob  Carty,  market¬ 
ing  manager  for  DEC’s  network 
and  marketing  group,  Easynet  is 
the  largest  nondefense  global  data 
network  in  the  world. 

The  Ethernet  network,  which 
will  encompass  300  systems  and 
approximately  1,000  terminals, 
will  bridge  the  Trade  Center  with 
smaller  networks  at  the  Marriott 
Copley,  Sheraton  Boston,  Westin, 
Park  Plaza,  Lafayette,  Hilton  and 
Marriott  Long  Wharf  Hotels,  via 
microwave,  and  with  the  Queen 
Elizabeth  II  and  Starship  Oceanic, 
via  fiber. 

“The  important  thing  is  that  the 


network  we  set  up  will  implement 
all  of  the  major  networking  tech¬ 
nologies  —  baseband,  broadband, 
fiber,  microwave  and  satellite  — 
and  all  of  that  technology  will  be 
transparent  to  the  end  user,” 
Carty  said. 

The  network  will  support  pri¬ 
marily  DEC  equipment,  but  IBM 
Personal  Computers,  IBM  3725 
front-end  processors,  a  Vitalink 
Communications  Corp.  satellite 


“The  important  thing  is 
that  the  network  we  set  up 
will  implement  all  of  the 
major  networking 
technologies,  and  all  of  that 
technology  will  be 
transparent  to  the  end 
user,”  DEC’s  Carty  said. 


dish  and  network  bridge  products, 
and  Wang  Laboratories,  Inc.  VS 
minicomputers  will  also  be  incor¬ 
porated. 

“This  network  is  very  similar  to 
what  a  large,  multilocation,  multi¬ 
national  company  would  have  in 
place.  It  is  a  good  demonstration  of 
Digital’s  networking  capabilites,” 
Carty  said. 

“Demonstrations  will  be  broken 
into  vertical  industries  —  whole¬ 
sale,  retail,  government,  military, 


financial  and  manufacturing  — 
and  the  individual  applications  in 
each  specific  market  will  be  tied 
together  by  this  enterprisewide 
network,”  he  continued. 

The  wide-area  network  is  al¬ 
ready  in  place,  so  setting  up  for  the 
conference  only  required  pulling 
the  pieces  of  the  local-area  net¬ 
work  together.  The  networks  in 
the  Trade  Center  and  the  hotels 
were  set  up  over  the  last  few 
weeks,  Carty  said,  but  the  Starship 
Oceanic  arrived  Sept.  6  and  the 
Queen  Elizabeth  II  is  scheduled  to 
arrive  the  day  before  the  confer¬ 
ence  opens. 

The  ships  have  been  chartered 
for  the  entire  conference  to  pro¬ 
vide  accommodations  for  DEC  cus¬ 
tomers,  consultants  and  media  rep¬ 
resentatives  attending  the 
conference,  as  well  as  for  addition¬ 
al  space  for  seminars  and  classes. 

The  Queen  Elizabeth  II  is  a  quar¬ 
ter  of  a  mile  long,  15  stories  high 
and  has  960  cabins;  the  Starship 
Oceanic  has  560  cabins. 

Despite  the  luxurious  accommo¬ 
dations,  DEC  spokesman  Bob  Ku- 
charavy  maintains  that  “this  is  not 
playtime.”  Kucharavy  said  that 
each  executive  in  attendance  will 
take  part  in  a  two-  or  three-day 
program  of  seminars,  symposia 
and  demonstrations  geared  for  his 
or  her  company’s  needs. 

Kucharavy  said  that  this  year’s 
DECworld  is  a  merger  of  DEC’s  an¬ 
nual  DECworld  conference  in  the 
U.S.  and  of  DECville,  which  was 
held  in  Europe  last  year.  In  past 
years,  the  DECworld  and  DECville 
conferences  have  lasted  a  week. 

DEC  estimated  that  attendance 
at  the  international  conference 
would  near  40, 000. □ 


►  HOUSE  CLEANING 

US  Sprint  to  sell  microwave  net 


BY  PAM  POWERS 

Senior  Editor 


KANSAS  CITY,  Mo.  —  US  Sprint 
Communications  Co.  said  last  week 
that  it  is  nearing  completion  of  its 
fiber  network  and  will  sell  off  its 
older  microwave  and  satellite 
equipment  in  which  the  company 
has  invested  roughly  $1  billion. 

US  Sprint  also  moved  to  assuage 
user  worries  over  billing  problems, 
issuing  a  promise  to  its  five  million 
customers  that,  as  of  the  end  of  the 
month,  all  bills  will  be  current  and 
will  reflect  credits  for  recent  pay¬ 
ments  and  misdialed  calls. 

Up  for  sale  are  56  switches  with 
digital  and  analog  telephone  com¬ 
ponents,  more  than  400  microwave 
towers,  seven  satellite  earth  sta¬ 
tions  and  9,670  miles  of  analog  and 
digital  transmission  routes.  “We’re 
able  to  sell  what  is  essentially  the 
old  GTE  Sprint  [Communications 
Co.]  network  because  we  have  most 
of  our  fiber  network  in  place  now,” 
explained  US  Sprint  spokesman 
Mike  Furtney. 

US  Sprint  is  nearing  completion 
of  a  nationwide  fiber  network  that, 
all  told,  will  have  cost  the  compa¬ 
ny  $3  billion.  Currently,  over  70% 
of  the  carrier’s  traffic  runs  over 


that  network,  and  Furtney  said  by 
year-end  1987  that  figure  will  rise 
to  90%. 

“The  fact  that  we’ve  put  the  old 
network  up  for  sale  demonstrates 
we  weren’t  kidding  when  we  said 
we’d  have  the  fiber  net  completed 
by  the  end  of  this  year,”  he  noted. 

Potential  buyers 

Furtney  said  potential  buyers 
for  the  old  equipment  include  oth¬ 
er  transmission  companies,  long¬ 
distance  resellers,  independent  lo¬ 
cal  telephone  companies,  state  and 
federal  agencies,  utilities  and  large 
corporations. 

He  acknowledged  that  much  of 
the  equipment  “has  been  around 
for  a  while”  and  may  not  fetch  as 
much  as  $1  billion. 

Robert  Self,  president  of  the 
New  York-based  consulting  firm 
Market  Dynamics,  Inc.,  questioned 
whether  US  Sprint  could  sell  all 
the  equipment,  which  includes 
some  outdated  analog  gear,  but  he 
said  the  carrier  will  probably  prof¬ 
it  from  the  deal,  no  matter  what 
the  final  price.  “That  equipment 
costs  US  Sprint  nothing  now  in 
out-of-pocket  expenses,”  Self  said. 
“They’ve  already  paid  for  it,  so 
whatever  they  get  will  just  maxi¬ 


mize  revenue  for  them.” 

Separately,  US  Sprint  committed 
to  issuing  timely  and  accurate  bills 
with  the  help  of  an  improved  bill¬ 
ing  system.  Billing  problems  have 
plagued  the  carrier  since  it  started 
operations  as  a  joint  venture  be¬ 
tween  United  Telecommunications, 
Inc.  and  GTE  Sprint  in  July  1986. 
In  its  most  recent  quarter,  US 
Sprint  took  a  one-time  $76  million 
charge  against  earnings  for  uncol¬ 
lectible  bills. 

In  a  letter  sent  to  all  business 
and  residential  customers,  US 
Sprint  President  Robert  H.  Sne- 
daker  said  that  by  Sept.  30,  the 
carrier  “should  be  sending  state¬ 
ments  on  time,”  and  that  “forth¬ 
coming  statements”  will  reflect 
customer  payments  made  within 
the  last  30  days  and  credits  for 
calls  incorrectly  dialed. 

“While  the  vast  majority  of  our 
customers  have  been  receiving  bills 
on  time,”  Snedaker  acknowledged 
in  the  letter,  “some  [customers] 
have  experienced  delays.” 

Furtney  said  the  company  has 
taken  a  number  of  steps  to  combat 
billing  problems,  including  install¬ 
ing  new  software  and  hardware 
and  hiring  additional  personnel  to 

See  page  47 
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►  ON-LINE  NETWORK  MANAGEMENT 

Tandem  melds  net  control  tools 

Unified  scheme  provides  single  point  for  network  control. 


BY  JOSH  GONZE 

Staff  Waiter 


CUPERTINO,  Calif.  —  Tandem 
Computers,  Inc.  is  expected  tomor¬ 
row  to  announce  four  software 
packages  designed  to  help  users 
centrally  manage  networks  of  Tan¬ 
dem  transaction  processors. 

The  products,  to  be  unveiled  as 
part  of  Tandem’s  new  Distributed 
Systems  Management  (DSM)  line, 
provide  a  single  view  of  a  distrib¬ 
uted,  on-line  network.  The  new 
packages  include  an  operations 
console  facility  that  allows  a  user 
to  monitor  and  control  a  network 
from  one  terminal,  a  monitor  that 
reports  on  random  network  events 
such  as  hardware  failures,  a  pro¬ 
gramming  interface  that  allows  de¬ 
velopers  to  tie  applications  into 
the  DSM  architecture  and  a  distrib¬ 
uted  naming  service. 


“This  is  centrally  driven  direc¬ 
tion,  so  you  can  control  and  drive 
your  distributed  network  from  one 
place  much  better  than  you  could 
before,”  said  Jack  Gates,  national 
director  for  Electronic  Funds 
Transfer  and  Point  of  Sale  network 
consulting  at  Peat  Marwick  Main  & 
Co.  in  Dallas. 

The  net  management  products 
will  ship  in  December,  as  will  Tan¬ 
dem’s  recently  announced  low-end 
processors,  the  NonStop  EXT10 
and  EXT25.  Tandem  expects  the 
relatively  low  cost  of  those  proces¬ 
sors,  announced  in  August  1986,  to 
fuel  an  increase  in  the  number  of 
nodes  on  Tandem  networks.  The 
company  reasons  that  users  will 
demand  centralized  network  man¬ 
agement  to  avoid  a  rise  in  network 
management  costs. 

The  console  software,  dubbed 
Viewpoint,  is  the  jewel  in  the  DMS 


FBI  installs 
$133m  PC  net 

continued  from  page  3 
Project  Manager  Paul  Ballesteros. 
FOIMS  is  designed  to  automate 
many  investigative  and  adminis¬ 
trative  tasks  for  FBI  field  agents. 

Under  FOIMS,  the  FBI  will  set 
up  Fox  Research,  Inc.  10-Net  per¬ 
sonal  computer  nets  linking  IBM 
Personal  Computer  ATs  and  Intel 
Corp.  80386-based  workstations  at 
most  of  its  59  field  offices  and 
many  of  its  400  satellite  offices. 
The  size  of  each  local  net  will  vary 
depending  on  the  number  of  work¬ 
ers  in  an  office,  said  Dennis  Wil¬ 
liams,  a  supervisory  special  agent 
responsible  for  distributing  and 
configuring  the  workstations. 

One  pilot  installation  at  FBI 
headquarters  here  is  supporting  16 
workstations,  and  another  in  the 
Alexandria,  Va.,  field  office  is  sup¬ 
porting  nine  workstations.  Fox  Re¬ 
search  estimates  that  a  single  net¬ 
work  can  support  between  40  and 
50  workstations,  Williams  said. 

Information  Technologies,  Inc.’s 
LinkUp  3270  Gateway  will  be  in¬ 
stalled  on  each  network  to  provide 
access  to  IBM  or  IBM-compatible 
mainframes  housed  in  at  least  four 
regional  DP  centers.  The  regional 
data  centers  will  be  linked  together 
in  an  IBM  Systems  Network  Archi¬ 
tecture  network. 

The  gateway,  which  includes  a 
3270  SNA/Synchronous  Data  Link 
Control  adapter  and  software,  sup¬ 
ports  up  to  32  concurrent  host  ses¬ 
sions.  The  adapter  and  software 
are  installed  in  a  nondedicated  net¬ 
work  workstation,  which  emulates 
an  IBM  3274  cluster  controller.  The 
gateways  are  linked  to  IBM  3725 
or  equivalent  front-end  processors 
at  the  field  offices  and  regional  DP 
centers  that  feed  traffic  to  the 
hosts,  according  to  Williams.  Net¬ 
work  workstations  accessing  the 
gateway  emulate  IBM  3278  termi¬ 


nals  and  can  perform  file  trans¬ 
fers. 

“FOIMS  will  provide  automation 
support  to  field  offices  via  a  dis¬ 
tributed  information  processing  ar¬ 
chitecture,”  Ballesteros  said. 

Applications  that  will  be  run  lo¬ 
cally  on  the  10-Net  local  networks 
will  include  word  processing,  data 
base  management  systems,  spread¬ 
sheets,  image  processing,  graphics 
and  electronic  mail,  Williams  said. 

Fox  networking  software,  which 
provides  users  with  shared  access 
to  files,  supports  E-mail  functions, 
network  management,  a  print 
spooler,  file  sharing,  remote  3270 
access  and  bridging  to  other  re¬ 
mote  local  networks. 

Field  offices  will  have  access  to 
a  set  of  host  applications  devel¬ 
oped  by  the  FBI’s  Systems  Devel¬ 
opment  Department  that  monitor 
time  and  attendance  as  well  as  case 
management  for  tracking  the  in¬ 
vestigative  work  of  field  agents, 
Williams  said. 

Systems  Development,  a  part  of 
the  FBI’s  Technical  Services  Divi¬ 
sion,  is  using  Software  AG  of 
North  America,  Inc.’s  Adabas 
DBMS  to  develop  the  host  applica¬ 
tions. 

The  FOIMS  project  began  in 
1978,  when  field  agents  “had  little 
or  no  access  to  on-line  systems  and 
little  or  no  local  processing,”  Bal¬ 
lesteros  said.  “Because  investiga¬ 
tive  work  must  be  documented,  we 
had  an  overabundance  of  manual 
files.  The  support  staff  used  index 
cards  to  keep  track  of  individuals. 
To  go  back  and  find  out  if  we  had 
anything  on  John  Smith  in  a  given 
office  was  a  problem.  Finding  in¬ 
formation  on  John  Smith  in  a  dif¬ 
ferent  field  office  was  an  even  big¬ 
ger  problem.” 

Although  a  contract  for  the  proj¬ 
ect  was  awarded  in  1982,  a  protest 
was  lodged  that  eventually  led  to 
the  FBI’s  decision  to  start  the  bid¬ 
ding  process  all  over  again. □ 


crown.  Viewpoint  consists  of  soft¬ 
ware  residing  at  both  the  central 
site  and  at  each  remote  site.  The 
central-site  software  collects  man¬ 
agement  data  sent  by  network 
monitoring  packages  and  inte¬ 
grates  that  data  so  it  can  be  ac¬ 
cessed  from  either  a  Tandem  termi¬ 
nal  or  a  personal  computer  em¬ 
ulating  a  Tandem  terminal. 

Viewpoint  modules  residing  on 
remote  systems  gather  and  route 
performance  data  collected  by 
Measure,  an  existing  Tandem  pro¬ 
gram  that  gathers  statistics  on  net¬ 
work  and  processor  performance 
on  a  sampling  basis.  Viewpoint 
also  gleans  data  from  Tandem’s  ex¬ 
isting  Network  Statistics  System, 
which  reports  on  processors  and 
lines  in  a  Tandem  network. 

Previously,  every  time  a  Tan¬ 
dem  network  operator  wanted  to 
access  information  from  different 
management  systems,  it  was  neces¬ 
sary  to  log  on  to  each  system. 

In  addition  to  Viewpoint,  Tan¬ 
dem  will  introduce  the  Event  Man¬ 
agement  System  (EMS),  software 
that  runs  on  each  remote  system  in 
a  Tandem  network  to  collect  infor¬ 
mation  on  specific  events,  such  as 
a  hardware  malfunction.  The  EMS 


program  will  also  route  the  collect¬ 
ed  information  to  Viewpoint. 

Tandem  will  also  publish  format 
and  protocol  specifications  to  al¬ 
low  other  application  developers  to 
write  software  that  works  in  the 
DSM  environment.  The  Subsystem 
Programmatic  Interface  (SPI),  a  set 
of  standard  formats  and  protocols 
for  management  information  ex¬ 
change,  is  mainly  a  set  of  program¬ 
ming  tools  for  writing  event  man¬ 
agement  programs  inside  applica¬ 
tion  software.  The  SPI-based 
application  management  programs 
will  send  their  data  to  EMS,  which 
will  transmit  the  data  to  View¬ 
point. 

The  company  also  announced  a 
Distributed  Name  Service  (DNS) 
providing  a  single  data  source  con¬ 
taining  the  multiple  names  used  by 
network  and  system  components. 

Tandem  is  taking  a  conciliatory 
stance  toward  IBM’s  NetView.  “We 
recognize  that  one  of  our  major 
marketing  scenarios  is  Tandem  be¬ 
ing  managed  from  NetView,”  said 
Roger  Mathews,  network  software 
product  manager  at  Tandem.  Tan¬ 
dem  already  has  a  NetView  inter¬ 
face  for  its  communications  access 
software,  he  said,  but  lacks  a  us¬ 
able  gateway  based  on  that  inter¬ 
face.  “The  next  thing  that  we  need, 
software-wise,  is  a  package  that 
uses  our  SNA  management  inter¬ 
face  to  do  pass-through  of  events 
from  Tandem  to  the  NetView  sys¬ 
tem.”  □ 


OUTRAGEOUS 
OFFEM 


A  FREE 


We  wouldn’t  make  this  outrageous 
offer  if  we  thought  we’d  have  to  make 
good  on  it.  That’s  how  reliable  Fujitsu 
modems  are. 

But  if  the  outrageous  should  happen 
and  your  Fujitsu  modem  fails  during  the 
first  year,  we’ll  give  you  another 
modem.  For  free.  And  we’ll  fix 
the  first  one.  Also  for  free. 

The  L-series  comes  with 
speeds  of  2400,  4800,  9600, 

14,400  and  19,200  bps.  They’re 
front-panel  programmable  and 
completely  self-diagnostic.  Our  economical 
EZ  series  is  easily  convertible  from  stand-alone  to 
rack  card.  This  limited  offer  is  only  open  to  new  purchases  of  our 
L  and  EZ  modems  from  an  authorized  Fujitsu  America  distributor 
and  is  subject  to  the  terms  of  our  modem  insurance  policy. 

For  the  name  of  a  distributor  near  you,  call  800-422 
in  California,  408-434-0460. 


The  most  outrageous 
guarantee  in  the 
modem  market — 
Fujitsu  modem 
insurance. 
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►  ACQUISITION  PROPOSAL 

MCI  offers  $160  million  for 
GE  worldwide  telex  division 

MCI/GLOBCOM  merger  to  hold  40%  of  market. 


BY  PAM  POWERS 

Senior  Editor 


WASHINGTON,  D.C.  — 
MCI  Communications  Corp. 
last  week  announced  its  in¬ 
tent  to  pay  $160  million  for 
RCA  Global  Communica¬ 
tions,  Inc.  (GLOBCOM),  a 
division  of  General  Electric 
Co.  that  reportedly  holds 
22%  of  the  international 
telex  market. 

Under  terms  of  the  pro¬ 
posed  acquisition,  subject 
to  regulatory  approval, 
MCI  would  merge  GLOB- 
COM’s  international  record 
carrier  operations  with 
MCI  International,  which 
sells  voice,  data  and  telex 
services  in  international 
markets. 

Forty  percent  of  the  mart 

According  to  MCI 
spokeswoman  Kathleen 
Keegan,  the  merged  opera¬ 
tions  would,  at  the  outset, 
hold  40%  or  more  of  the  in¬ 
ternational  telex  market. 

Keegan  said  MCI  and  GE 
expect  to  finalize  plans  by 


Sept.  30,  at  which  time  MCI 
will  submit  its  intentions  to 
the  Federal  Communica¬ 
tions  Commission  and  the 
Department  of  Justice  for 
regulatory  approval. 

MCI  intends  to  complete 
the  acquisition  by  the  end 
of  the  year,  according  to 
Keegan. 

GE  will  not  release  earn¬ 
ings  figures  for  GLOBCOM, 
which  markets  private 
leased  lines  and  high-speed 
data  transmission  services, 
in  addition  to  telex  and 
voice  services. 

But  analysts  said  the  di¬ 
vision  operates  at  a  profit 
and  is  about  the  size  of 
MCI’s  international  divi¬ 
sion,  created  when  MCI 
bought  Western  Union  In¬ 
ternational’s  telex  opera¬ 
tions  in  1982. 

Less  than  enthused 

Nonetheless,  John  Ma¬ 
lone,  president  of  Eastern 
Management  Group  in  Par- 
sippany,  N.J.,  noted  that, 
“GE  has  been  less  than  en¬ 
thused  with  the  GLOBCOM 


property  for  some  time 
now. 

“They  are  probably  fa¬ 
vorably  inclined  to  selling 
it  off,”  he  said. 

Victor  Krueger,  a  vice- 
president  with  San  Jose, 
Calif.-based  Dataquest, 
Inc.,  estimated  that  the  ac- 


►  NCR  COMTEN 


BY  PAM  POWERS 

Senior  Editor 


ST.  PAUL,  Minn.  —  NCR 
Comten,  Inc.  said  last  week 
it  will  discontinue  sales  of 
modems  and  private  X.25 
packet-switching  equip¬ 
ment  in  order  to  focus  its 
resources  on  the  IBM-com¬ 
patible  front-end  processor 
market. 

Company  spokeswoman 
Michelle  Wolff  declined  to 
say  whether  the  two  prod- 


quisition  will  make  MCI  the 
largest  player  in  the  inter¬ 
national  telex  business. 
“Globcom  presents  an  at¬ 
tractive  market  proposition 
for  MCI,”  he  said. 

But  there  is  some  ques¬ 
tion  about  the  viability  of 
the  telex  market. 

Malone  noted  that  com¬ 
peting  technologies  such  as 
facsimile  and  computer- 
based  message  systems 
pose  a  threat  to  telex,  as 
they  are  a  “more  efficient 
media  for  the  business  pop¬ 
ulation.” 

Still,  about  100  million 
telex  messages  are  trans- 


uct  lines,  which  include 
four  modems,  X.25  switch¬ 
es  and  network  manage¬ 
ment  systems  for  private 
packet  networks,  have 
been  profitable  for  the 
company. 

She  also  would  not  say 
how  many  customers 
would  be  affected. 

Discontinued  modems 

NCR  Comten’s  modem 
line  included  4.8K  bit/sec 
modems  for  switched  and 


mitted  annually,  he  said, 
and  MCI  will  gain  a  large 
customer  base  through 
GLOBCOM. 

Combined  efficiency 

“MCI  and  GLOBCOM  will 
be  able  to  combine  their  op¬ 
erations  and  reduce  staff  to 
create  efficiency,”  Malone 
said. 

“GLOBCOM  could  prove 
to  be  a  cash  cow,”  he  con¬ 
tinued.  “This  could  be  a 
highly  profitable  venture 
for  them.  It  looks  good  to 
me,  and  I  imagine  Wall 
Street  will  find  favor  with 
it  as  well.”  □ 


leased  lines,  and  9.6K  bit/ 
sec  and  14. 4K  bit/sec  pri¬ 
vate-line  modems. 

Wolff  said  the  company 
will  honor  the  five-year 
warranties  that  come  with 
those  modems  and,  beyond 
that,  will  provide  on-site 
maintenance  and  repair  for 
those  modems  on  a  contract 
basis. 

Arrangements  for  sup¬ 
porting  customers  with 
packet-switching  gear  are 
See  page  4 1 


NCR  ends  two  product  lines 

Discontinues  X.25  switching  and  modem  series. 


GE  speaks  on  AT&T  deal 

continued  from  page  1 


Telecommunications  Net¬ 
work  (GETN)  contract  be¬ 
fore  the  Federal  Communi¬ 
cations  Commission 

approved  a  controversial 
tariff  AT&T  filed  for 
GETN.  The  FCC  approved 
the  tariff  on  Aug.  19  only 
after  AT&T  agreed  to  make 
GETN-type  private  net¬ 
work  services  available  to 
the  public. 

GETN  will  use  a  combi¬ 
nation  of  AT&T-owned  cen¬ 
tral  office  switching  facili¬ 
ties  and  GE-owned  central 
office  switches  configured 
in  tandem  to  provide  inte¬ 
grated  voice  and  data  com¬ 


munications  to  100,000  end 
users  in  700  locations 
around  the  U.S, 

This  all-digital  network 
will  allow  GE  to  aggregate 
its  voice  and  data  traffic 
and  realize  economies  of 
scale,  Welland  said.  GETN 
will  also  permit  the  dynam¬ 
ic  allocation  of  bandwidth 
to  suit  the  company’s 
changing  communications 
needs. 

Under  the  AT&T  con¬ 
tract,  GETN  will  utilize  a 
variety  of  private-line  and 
public-switched  telecom¬ 
munications  services  such 
as  Megacom,  Megacom  800, 


SDN,  WATS  and  Accunet 
T1.5.  Some  30  T-l  lines  will 
comprise  the  net  backbone. 

AT&T  rolled  out  a  new 
bandwidth  management 
feature  for  this  contract 
called  Digital  Tandem 
Switching  Service,  which 
will  route  GE  traffic  from 
interoffice  T-l  trunks  to 
the  appropriate  AT&T  ser¬ 
vices. 

“GETN  gives  us  a  single 
point  of  contact  for  net¬ 
work  management,  im¬ 
proved  disaster  recovery 
and  the  opportunity  to  in¬ 
tegrate  new  technologies 
such  as  Integrated  Services 
Digital  Network  when  they 
become  available,”  Welland 
said.  The  GETN  network 
control  center  will  be  locat¬ 
ed  in  Princeton,  N.J. 

While  GE  will  not  be  able 
to  reconfigure  the  network 
without  the  assistance  of 
AT&T,  “we  will  be  able  to 
study  our  traffic  patterns 
and  reroute  traffic  in  a 
way  that  wasn’t  possible 
with  the  old  system.  If  we 
need  to  change  our  mix  of 
services,  we  will  have  to 
work  through  AT&T,”  Wel¬ 
land  said. 

The  AT&T  contract  is 
only  a  part  of  the  GETN 
project,  which  was  under¬ 
taken  more  than  a  year 
ago,  Welland  said.  The  first 
phase  of  GETN  involved 
the  consolidation  of  GE’s 


and  RCA  Corp.’s  networks 
shortly  after  GE  acquired 
RCA  in  June  1986. 

The  AT&T  contract  will 
tie  RCA’s  Digital  Switch 
Corp.  DEX  400  electronic 
tandem  switches,  which 
will  work  with  AT&T  4ESS 
central  office  switches  to 
route  all  GETN  traffic. 

The  combined  network 
will  support  GE’s  250  mil¬ 
lion  minutes  of  traffic  per 
year  and  a  universal  dial¬ 
ing  plan.  AT&T  SDN  ser¬ 
vice  will  handle  the  net’s 
overflow  traffic.  SDN  is  a 
public-switched  service 
that  provides  many  of  the 
same  features  as  a  private 
net. 

Vintage  1964  net  replaced 

GETN  replaces  GE’s  vin¬ 
tage  1964  Dial-Corn  net¬ 
work,  which  relied  on  Bell 
operating  company  1ESS 
tandem-switching  facilities 
and  Centrex  service  for  an¬ 
alog  voice  transmission. 
GETN  far  surpasses  the  old 
network  by  integrating 
voice  and  data  in  an  all-dig¬ 
ital  network,  Welland  said. 

“The  old  Dial-Corn  net¬ 
work  was  far  too  costly 
and  technologically  obso¬ 
lete,”  said  Welland,  who 
declined  to  reveal  the  cost 
of  operating  the  older  net¬ 
work  or  the  anticipated 
cost  savings  with  GETN. 

GE  has  a  multitude  of  lo¬ 


cal-  and  wide-area  data  net¬ 
works  that  will  make  in¬ 
creasing  use  of  GETN.  “We 
have  30  to  40  data  net¬ 
works  within  various  divi¬ 
sions,  and  we  hope  to  ag¬ 
gregate  some,  if  not  all,  of 
that  traffic  on  GETN  for 
the  maximum  utilization  of 
our  transport  facilities,” 
Welland  said.  “We  expect 
our  data  traffic  to  increase 
between  10%  and  30%  over 
the  next  five  years.” 

“We’re  a  heavy  IBM/ 
SNA  shop.  We  also  have  a 
lot  of  Honeywell  equip¬ 
ment,”  he  said.  “Our  objec¬ 
tive  is  to  make  the  GETN 
protocol  and  application  in¬ 
dependent.  The  telecom¬ 
munications  department 
will  be  a  bandwidth  suppli¬ 
er.”  The  network  intelli¬ 
gence  that  will  facilitate 
this  protocol  transparency 
will  be  developed  by  GE’s 
MIS  department. 

Joaquin  Gonzalez,  vice- 
president  of  Enterprise 
Network  Strategies  at 
Gartner  Group,  Inc.  in 
Stamford,  Conn.,  described 
GETN  as  “an  unusual  net¬ 
work  in  that  it  relies  heavi¬ 
ly  on  central  office-based 
switching,  rather  than  cus¬ 
tomer-controlled  switching. 

Future  uses  of  GETN  are 
expected  to  include  tele¬ 
marketing,  video  telecon¬ 
ferencing  and  electronic 
mail.D 


APL 


THE  DIRECT  ALTERNATIVE 


Private  Lines 

between  50  cities  at 
an  APL  price. 

•  DSO 

•  VF 
T1 


American  Private  Line  Services,  Inc. 

140  Gould  Street,  Needham,  MA  02194 
(617)  455-9000  or  1-800-624-9203 


Cut  your  line  costs  in  half 
with  Fujitsu's  19.2  Kbps  modem, 


ruji  i  ou 


MODEM  INSURANCE 


Now  there's  an  easy 
way  to  increase  your  through-  f 
put  without  increasing  your 
line  costs. 

With  Fujitsu's  new  two- 
channel,  stand-alone  modem,  you  can 
send  twice  the  information  of  a  9600  bps 
modem  without  adding  additional  lines.  This 
can  save  you  up  to  $1500  per  month  for  each  leased 
line  used  for  coast-to-coast  communications. 

Fujitsu's  19.2  Kbps  modem  is  Trellis-coded  and 
available  with  an  optional  six-channel  TDM  that  supports 
up  to  eight  channels  of  data,  with  speeds  ranging  from 
2.4  to  19.2  Kbps. 

Advanced  diagnostics  allow  the  user  to  monitor 
the  phone  line  to  ensure  that  critical  standards  such  as 


S/N  ratio,  receive  level 
and  phase  jitter  are  maintained. 
The  19.2  Kbps  modem  is 
covered  by  the  most  outrageous 
guarantee  in  the  modem  business: 
Fujitsu  Modem  Insurance. 

If  your  modem  fails  during  the  first  year, 
we'll  give  you  another  modem.  For  free. 

And  we'll  fix  the  first  one.  Also  for  free.* 

Now  you  can  cut  line  costs  and 
increase  throughput  with  the  surprisingly 
affordable  Fujitsu  19.2  Kbps  modem. 

For  the  name  of  a 
Fujitsu  distributor  near  you, 
call  800-422-4878; 
in  California,  408-434-0460. 


'This  limited  offer  for  Fujitsu  Modem  Insurance  is  only 
open  to  new  purchases  of  19.2  Kbps  modems  from 
an  authorized  Fujitsu  America  distributor  and  is  subject 
to  the  terms  of  our  Modem  Insurance  Policy. 
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“CLEO  has  helped  us  establish 
our  reputation  as  a  leading  supplier 
of  microcomputer  software  for 
automotive  EDI.” 


T.C.Annis,  CEO 
Supply  Tech,  Inc. 
Southfield,  Michigan 


m 


CLEO  has  been  providing  solutions 
to  remote  site  communication  problems 
for  years. 

EDI  (Electronic  Data  Interchange)  has 
revolutionized  remote  site  communication 
by  virtually  eliminating  much  of  the  paper¬ 
work  such  as  Purchase  Orders,  Acknowl¬ 
edgements,  RFQ’s,  Invoices,  Bills  of  Lading, 
etc.  Plus,  with  EDI,  all  suppliers  in  a  network 
utilize  a  common  format  standard  (ANSI 
X.12),  where  information  can  be  sent  and 
received  as  frequently  as  required. 

CLEO  hardware  interfaces  and  modems 


CLEO  software  products  allow  micro¬ 
computers  to  communicate  with  mini¬ 
computers  and  mainframes,  and  to  emulate 
their  workstations.  Since  1981,  CLEO  has 
provided  remote  communications  between 
micros  and  mainframes  for  the  automotive, 
insurance,  medical  and  banking  industries. 
Today  over  44,000  CLEO  users  worldwide 
are  running  on  all  major  brands  of  micro¬ 
processors.  The  greatest  number  of  these 
users  run  CLEO  software  on  IBM  Personal 
Computers  and  NETBIOS  LANs. 


are  used  by  leading  software  houses  who 
support  ANSI  X.12  Electronic  Data  Inter¬ 
change. 

Remote  Sites  Communication 

Whatever  your  industry,  your  remote 
computers  need  to  share  information 
with  your  mainframe.  Or,  they  need  to 
exchange  data  with  other  remotes.  In 
either  case,  you  need  a  total  solution  at 
the  remote  sites.  You  need  software, 
hardware  interfaces  and  modems 
that  all  work  together  smoothly. 

You  need  CLEO! 


Complete 

Software/Hardware  Package 

Every  CLEO  package  contains  all  the 
software  and  hardware  accessories  needed 
at  the  remote  site.  Your  selected  CLEO  SNA 
or  BSC  software  is  packaged  with  1)  an 
internal  modem  card  for  dial-up  appli¬ 
cations,  or  2)  an  interface  card  and  cable  for 
use  with  your  existing  modem.  There’s  no 
waiting  for  non-CLEO  add-ons.  And,  you 
get  prompt,  single-source  service. 


Package  prices 
range  from  $795. 00  for 
most  stand-alone  packages,  up 
to  $2 ,995 .00  for  the  3 2 -user  SNA  gateway. 

Call  us  today  to  discuss  your  application. 


CLEO  Software 

1639  North  Alpine  Rd. 

Rockford,  IL  61107 
Telex  703639 

Headquarters: 

USA:  1-800/233-2536 

Illinois:  1-800/422-2536 
International:  815/397-8110 

Sales  and  Distribution: 

Benelux,  Scandinavia:  31  (71)  899202 
Canada,  East:  800/361-3185 
Canada,  West:  800/361-1210 
Canada,  Montreal:  514/737-3631 
Colombia,  S.A.:  12875492 
Denmark:  451  628300 
Italy:  (0331)  634  562 
Mexico  City:  203-0444 


CLEO  and  3780Plus  are  registered  trademarks  of  CLEO  Software. 
IBM  is  a  registered  trademark  of  International  Business 
Machines  Corporation. 
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AT&T  appoints  Marx  to  executive  VP  post 

AT&T  appointed  William  B.  Marx  Jr.  to  the  post  of  executive  vice-president  of  market¬ 
ing  and  customer  operations  for  the  Network  Systems  Division.  Formerly  a  group  vice- 
president  for  the  Data  Systems  Division,  Marx  replaces  Paul  M.  Villiere,  who  is  retiring. 
Richard  A.  McGinn,  vice-president  of  strategy  for  the  Data  Systems  Division,  will  assume 
Marx’s  product  management  responsibilities. 


Data  Switch  CEO 
talks  acquisition 

Gilbertson  discusses  changes  six 
months  after  T-Bar /Data  Switch  union. 


►  CONSOLIDATION  CONCERNS 


BY  PAM  POWERS 

Senior  Editor 


The  recent  rash  of  mergers  and 
acquisitions  in  the  communications 
industry  has  brought  to  the  fore 
some  concerns  about  the  effects  of 
consolidation  on  both  the  compa¬ 
nies  involved  and  their  customer 
bases. 

While  it  is  often  true  that  com¬ 
bining  two  companies  can  create 
economic  efficiencies  and  greater 
market  penetration,  the  merger 
process  involves  difficult  internal 
changes  that  can  make  or  break 
the  new  company. 

Data  Switch  Corp.’s  acquisition 
of  rival  T-Bar,  Inc.  six  months  ago 
provides  a  typical  example  of  one 
company’s  efforts  to  incorporate 
the  operations  of  another  in  a 
smooth  and  cost-effective  manner. 

Data  Switch  is  a  Shelton,  Conn.- 
based  vendor  of  channel  switches, 
channel  extenders,  matrix  switch¬ 
es,  network  control  systems  and 
performance  measurement  sys¬ 
tems. 

President  and  Chief  Executive 
Officer  Robert  Gilbertson  said  the 


company  had  plans  to  acquire  an¬ 
other  vendor  “because  we  felt  we 
had  a  superior  concept,  but  we 
didn’t  have  the  customer  base,  the 
distribution  channels  or  the  size  to 
fund  the  research  necessary  to 
make  that  concept  work.”  Data 


Robert  Gilbertson 


Switch  netted  $3  million  on  sales 
of  $42  million  in  1986. 

Gilbertson  said  that  T-Bar, 
which  markets  a  similar  line  of 
products,  was  on  Data  Switch’s  list 
of  five  potential  acquisition  candi¬ 
dates  when  it  received  a  hostile 
takeover  bid  by  John  Beall  &  Com¬ 
pany,  Inc.  Because  T-Bar  had  no 
defense  against  that  offer,  Gilbert¬ 
son  said,  the  company  was  eager  to 
negotiate  with  a  white  knight  such 
as  Data  Switch. 

Gilbertson  said  the  two  compa¬ 
nies’  customers  were  surprisingly 
unconcerned  about  the  merger 
plans.  “We  braced  ourselves  for  a 
number  of  calls  and  actually  made 
several  ourselves  as  soon  as  the 
deal  was  final.  All  they  said  was  it 
sounded  like  they  might  get  better 
service  and  we  would  probably 
have  more  money  to  spend  on  re¬ 
search  and  development.  They 
were  happy  about  it.” 

Data  Switch  planned  to  merge 
with  T-Bar  and  begin  operating  as 
a  single  entity  as  quickly  as  possi¬ 
ble.  Even  before  Data  Switch  had 
fully  acquired  T-Bar’s  stock,  the 
companies  had  set  up  nine  task 
forces  to  determine  how  to  merge 
various  departments  such  as  sales, 
service,  manufacturing  and  MIS. 
Within  seven  days,  Gilbertson  said, 
the  sales  and  marketing  forces 
were  merged  into  one  unit. 

But  Gilbertson  admitted  the 
plan  was  optimistic.  “It  takes  time 
for  everyone  to  learn  the  products 
and  systems  belonging  to  the  other 
company.” 

Morale  problems,  to  be  expected 

See  page  12 
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PAM  POWERS 

US  Sprint  cleanup  shows  spunk 


When  Robert  H.  Snedaker 
took  the  helm  of  US 
Sprint  Communications  Co.  two 
months  ago,  his  self-proclaimed 
crusade  was  to  rid  the  carrier 
of  its  back  room  problems,  and 
thus  far,  he  has  progressed 
nicely  along  that  track. 

A  few  weeks  ago,  the  compa¬ 
ny  started  the  unpleasant  pro¬ 
cess  of  informing  former  GTE 
Sprint  Communications  Corp. 
users  they  could  claim  refunds 
for  unanswered  calls  for  which 
they  were  erroneously  billed. 
While  that  could  deflate  its 
profits  by  more  than  $13  mil¬ 
lion,  US  Sprint  seems  deter¬ 
mined  to  deal  with  its  past  mis¬ 
takes.  By  offering  free  service, 
the  carrier  hopes  to  turn  dis¬ 
gruntled  former  users  into  new, 
pleasantly  surprised  users.  US 


Sprint  found  the  best  way  to 
swallow  a  bitter  pill. 

Now  the  company  has  cor¬ 
nered  an  alleged  group  of 
thieves  who  have  made  a  $20 
million  business,  at  US  Sprint’s 
expense,  out  of  selling  unautho¬ 
rized  long-distance  codes.  In  the 
first  quarter,  US  Sprint’s  profits 
were  sapped  by  about  $19  mil¬ 
lion  from  toll  fraud.  Calling 
these  alleged  offenders  to  task 
is,  therefore,  no  small  victory. 

However,  it  might  be  a  vic¬ 
tory  more  in  principle  than  in 
practice. 

As  US  Sprint  acknowledged, 
there’s  a  good  chance  big-time 
abusers  such  as  these  just  don’t 
have  $20  million  to  turn  back 
over  to  US  Sprint.  And  the  car¬ 
rier’s  cost  of  tracking  down  and 
prosecuting  abusers  will  proba¬ 


bly  offset  some  of  the  losses  re¬ 
couped  as  well. 

But  the  fact  that  such  a  large 
and  seemingly  professional  ring 
of  code  abusers  could  be 
brought  to  justice  should  itself 
make  a  dent  in  the  practice. 

And  any  users  who  have  unwit¬ 
tingly  purchased  codes  through 
such  operations  are  now  certain 
to  question  their  sources.  A  US 
Sprint  spokesman  indicated  that 
the  company  has  several  more 
raids  up  its  sleeve  in  its  heated 
effort  to  slash  the  staggering 
costs  of  toll  fraud. 

While  sources  tell  us  US 
Sprint’s  billing  problems  are  far 
from  being  solved,  the  company 
last  week  made  a  public  commit¬ 
ment  to  churn  out  accurate  and 
timely  bills.  Under  Snedaker,  US 
Sprint  has  spunk.  □ 


►  NETWORK  SCANDAL 

Net  fraud 
case  ends 
in  mistrial 

San  Diego's  Telink 
trial  cut  short. 

BY  MARY  LINEHAN 

Staff  VWiter 


SAN  DIEGO  —  A  federal  judge 
declared  a  mistrial  last  month  in 
the  Telink,  Inc.  scandal  case, 
which  stemmed  from  allegations  of 
fraud  in  the  awarding  of  a  $24  mil¬ 
lion  contract  to  replace  this  coun¬ 
ty’s  communications  network. 

U.S.  District  Judge  Earl  B.  Gil¬ 
liam’s  declaration,  which  came  17 
weeks  into  the  trial,  was  based  on 
a  June  24  interpretation  of  the  fed¬ 
eral  mail  fraud  statute  by  the  Su¬ 
preme  Court. 

The  Supreme  Court’s  rendering 
reversed  nearly  a  decade  of  lower 
court  rulings  that  allowed  the  mail 
fraud  statute  to  be  broadly  inter¬ 
preted  in  the  prosecution  of  public 
corruption  cases. 

In  the  7-2  decision,  which  was 
later  applied  to  the  Telink  case,  the 
court  said  that  mail  fraud  may  not 
be  used  to  prosecute  defendants 
for  “defrauding  citizens  of  their  in¬ 
tangible  rights  to  honest  and  faith¬ 
ful  services  of  governmental  em¬ 
ployees  and  agents  of 
governmental  agencies”  and  limit¬ 
ed  the  statute  to  cases  in  which 
money  or  property  are  lost. 

“The  indictment  alleged  mail 
fraud,  wire  fraud  and  racketeer¬ 
ing,”  said  Lantz  Lewis,  assistant 
U.S.  attorney  and  prosecutor  in  the 
Telink  case. 

“The  trial  under  way  focused  on 
the  charges  of  mail  fraud  only.  The 
remaining  charges  were  set  aside 
by  the  judge  for  future  determina¬ 
tion,”  Lewis  said. 

The  prosecution  alleges  that  the 
contract  for  the  county  wide  micro- 
wave  telephone  system  was 
steered  to  Anaheim,  Calif.-based 
Telink  by  former  County  Commu¬ 
nications  Director  Abraham  Stein. 
Stein  allegedly  provided  prosti¬ 
tutes  to  Hilario  Gonzales,  former 
director  of  the  county  General  Ser¬ 
vices  Administration,  who  in  turn 
used  his  influence  to  help  win  the 
contract  for  Telink. 

Other  defendants  in  the  trial  are 
James  Linder,  Telink  marketing  di¬ 
rector;  Donald  Woodaman,  presi¬ 
dent  of  Telecommunications  De¬ 
sign  Corp.,  a  consulting  company 
on  the  contract;  and  Robert 
Schreiber,  a  vice-president  of  Tele- 

See  page  12 
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communications  tools  for  business 
wherever  Meridian*  business  services 
are  offered  by  your  local  phone  company. 


“Smart”  phones  that 
help  you  work  more  efficiently.  Data 
connections  that  improve  your  infor¬ 
mation  management.  Communications 
that  position  your  business  for  a  future 
where  sharing  voice,  data,  text  and 
image  is  as  easy  as  using  a  phone. 
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Hot  topics 
coming  your  way 
this  summer 
in  Network  World. 


September  21:  T-l  SERVICES 

T- 1  service  is  still  a  hot  topic  amoung  managers  who 
have  high-volume  transmission  needs,  but  whether 
users  are  getting  the  most  bandwidth  for  their  buck 
is  still  unanswered. 
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September  28:  OPEN  SYSTEMS  —  IBM/ 
TCA  SHOW  ISSUE 

Just  how  open  are  IBM’s  open  systems?  Network 
World  takes  a  hard  look  at  Big  Blue.  And  September 
28  is  also  our  TCA  Show  issue  —  with  bonus 
distribution  and  detailed  coverage  of  the  show. 


October  5:  GATEWAYS  AND  BRIDGES 

Both  users  and  suppliers  will  learn  which  gateways 
and  bridges  connect  with  which  vendor  networking 
environments  in  LANs,  WANs  and  MANs.  Plus, 
Network  World  wraps  up  the  TCA  show. 


MMmm. 

Tlfe 


iiiglfiil 


October  12:  OPEN  SYSTEMS  — 
TANDEM/CMA  SHOW  PREVIEW/ 
TELECOM  ’87  GENEVA  PREVIEW 

Network  World’s  series  on  open  systems  continues 
with  a  study  of  Tandem.  And  the  upcoming  CMA 
Show  is  previewed.  Plus,  Network  World  readers  get 
a  preview  of  Telecom  ’87  Geneva  where  the  new 
X.400  standard  for  open  systems  will  be 
demonstrated. 


October  19:  CMA  SHOW  ISSUE/ 
SOFTWARE  CONNECTION 

1987’s  CMA  Show  gets  full  coverage  in  Network 
World,  including  new  products  and  new  technol¬ 
ogies.  And,  attendee  or  not,  it’s  a  must  for  all 
communications  and  networking  managers. 
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Every  week  Network  World  reports  on  important  and  timely 
issues  from  a  networking  perspective  —  a  unique  perspective 
that  voice  and  data  communications  users  need.  That’s  why 
more  than  65,000  communications/networking  buying  deci¬ 
sion  makers  rely  on  Network  World  for  the  news  and 
information  that  makes  a  difference  to  them. 

For  information  on  advertising  call  Ron  Mastro,  National 
Advertising  Director  at  (617)  879-0700. 
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Data  Switch 
CEO  talks 

continued  from  page  9 
from  any  merger  or  acquisition, 
hampered  progress,  too.  Gilbertson 
said  the  company  laid  off  only  a 
small  portion  of  the  combined  staff 
—  some  30  people  from  T-Bar  who 
worked  the  second  and  third 
shifts. 

But  T-Bar’s  president  and  chair¬ 
man  both  retired. 

“Obviously,  there’s  redundancy 
at  that  executive  level,”  said  Gil¬ 
bertson.  He  added  that  the  new 
company  is  composed  of  an  equal 
number  of  T-Bar  and  Data  Switch 
managers. 

But  employees  still  felt  uncer¬ 
tain  about  their  positions.  To  com¬ 
bat  that,  Gilbertson  said  he  held 
three  or  four  breakfasts  a  week 
during  which  employees  could 
learn  about  company  plans.  Gil¬ 
bertson  also  separately  inter¬ 
viewed  T-Bar’s  top  75  people  “to 
listen  to  how  they  would  do  things 
and  make  clear  that  the  merger 
process  is  a  team  effort.” 

By  April,  Data  Switch  had  shed 
150  to  200  employees  through  at¬ 
trition.  “We  have  zero  unemploy¬ 
ment  in  Connecticut,  so  when  we 
told  people  they  would  have  to 
work  20  miles  away,  many  left  and 
went  elsewhere,  which  worked  out 
well.  We  identified  and  held  onto 


Gilbertson  separately 
interviewed  T-Bar’s  top  75 
people  “to  listen  to  how 
they  would  do  things  and 
make  clear  that  the  merger 
process  is  a  team  effort.’’ 


those  key  supervisors  and  engi¬ 
neers  we  wanted  to  stay  with  the 
company.” 

Gilbertson  said  the  cost  savings 
associated  with  consolidating  two 
companies  did  not  kick  in  until 
June.  Revenue  in  the  first  quarter 
of  this  year  soared  to  $23  million 
from  $9  million  last  year,  but  in¬ 
come  took  an  expected  dip  to  a  loss 
of  $400,000,  as  compared  to  a  gain 
of  $228,000  in  1986.  In  the  second 
quarter,  when  Gilbertson  said  he 
expected  to  see  some  evidence  of 
cost  savings,  Data  Switch’s  losses 
widened  to  $703,000. 

Revenue  for  the  second  quarter, 
which  totaled  $21  million,  also  fell 


short  of  the  company’s  expecta¬ 
tions  because  the  combined  sales 
force  was  not  effectively  selling 
both  product  lines. 

“We  thought  the  sales  force 
would  immediately  start  selling 
both  companies’  products,  but  it 
took  almost  six  months  to  get  them 
retrained  and  out  there  rooting  up 
new  prospects,”  Gilbertson  said. 

Now,  he  said,  the  T-Bar  sales 
force  is  actively  selling  most  Data 
Switch  products,  and  vice  versa. 
Data  Switch  decided  to  continue  to 
sell  both  its  own  and  T-Bar’s  line 
of  channel  switches  and  matrix 
switches,  and  it  has  guaranteed 
customers  of  both  companies  five 


“We  thought  the  sales  force 
would  immediately  start 
selling  both  companies’ 
products,  but  it  took  almost 
six  months.” 


years  of  service. 

Sales  of  those  products,  coupled 
with  strong  sales  in  the  channel 
extender  and  control  system  lines, 
have  made  Gilbertson  “quite  sure 
that  we  will  have  an  excellent 
third  quarter.” 

Only  Intellinet,  Data  Switch’s 
performance  monitoring  system, 
still  presents  a  problem  for  the 
company.  Data  Switch  has  spent 
time  and  money  to  integrate  the 
system  with  T-Bar’s  matrix  switch, 
the  Galaxy  Plus.  But  sales  remain 
below  expectations. 

That  is  because  Intellinet  is  a  so¬ 
phisticated  and  expensive  sell  for 
the  sales  force,  which  is  more  like¬ 
ly  to  “pick  low-hanging  fruit,”  Gil¬ 
bertson  said.  “But  we’re  finding 
ways  to  boost  the  sales  effort  be¬ 
hind  Intellinet.” 

Now,  six  months  down  the  road, 
Gilbertson  is  candid  about  his  as¬ 
sessment  of  the  merger  process. 

“It  hasn’t  been  exactly  smooth, 
but  almost  everything  is  in  place 
now,”  he  said.  “The  staffs  have 
been  moved  and  combined;  the 
sales  force  is  selling  most  of  the 
product  line;  and  we  have  eliminat¬ 
ed  a  lot  of  the  costs  of  combining 
two  companies. 

“Now,  it’s  just  a  matter  of  tight¬ 
ening  areas  of  weakness,”  he  con¬ 
tinued.  “We  have  to  get  the  MIS 
systems  together  and  boost  perfor¬ 
mance  monitoring  sales.  It’s  a  lot  of 
work  for  a  lot  of  people.”  □ 


Net  fraud  case 
ends  in  mistrial 

continued  from  page  9 
com  Consultants,  the  lead  consult¬ 
ing  firm  on  the  contract. 

“It  is  always  a  setback  when 
you  invest  four  months’  time  and 
expense  in  prosecution  and  see  it 
declared  a  mistrial,”  Lewis  said. 
“But  we  won’t  know  if  it  has  actu¬ 
ally  hurt  the  quality  of  our  case 
against  the  defendants  until  we  go 
through  pretrial  motions  and  see 
what  the  judge  will  allow  with  the 
new  standard.” 

Judge  Gilliam  has  set  the  new 
trial  date  for  Sept.  15. 

Five  other  defendants,  all  either 
Telink  employees  or  consultants 


hired  by  the  county,  are  awaiting 
trial.  In  all,  11  men  were  indicted 
in  the  case. 

The  11th  defendant,  Robert  S. 
Pierre,  executive  vice-president  of 
Telecommunications  Design,  plead¬ 
ed  guilty  earlier  this  year  to  mail 
fraud  and  agreed  to  testify  for  the 
government. 

The  county  contract  was  award¬ 
ed  to  Telink  in  1982  and  rescinded 
in  1983  after  a  grand  jury  investi¬ 
gation  revealed  allegations  of  brib¬ 
ery  and  bid  rigging. 

Since  that  time,  a  new  competi¬ 
tive  bidding  process  has  been  insti¬ 
tuted,  and  the  contract  to  replace 
Pacific  Bell  service  with  a  private 
backbone  network  was  awarded  to 
Contel  Business  Networks.  □ 
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COMSAT  celebrates  Satellite  Act’s  25th 

Communications  Satellite  Corp.  last  week  celebrated  the  25th  anniversary  of  the  Commu¬ 
nications  Satellite  Act,  which  was  signed  into  law  by  President  John  F.  Kennedy  on  Aug.  31, 
1962.  Passage  of  the  act  led  to  the  creation  of  COMSAT,  which  is  the  founder,  principal  in¬ 
vestor  in  and  U.S.  signatory  to  the  International  Telecommunications  Satellite  Organization 
and  the  International  Maritime  Satellite  Organization. 


►  AT&T 

Private  net  cutover 
passes  in  U.S.  House 

PBX-based  net  cuts  costs ,  eases  management  tasks. 


Use  of  PBXs  and 
Centrex  by  industry 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  The  U.S.  House  of 
Representatives  has  successfully  cut  over  a 
new  $16  million  telecommunications  system  ex¬ 
pected  to  save  an  estimated  $30  million  over 
the  next  10  years,  according  to  House  officials. 

Replacement  of  existing  Chesapeake  and  Po¬ 
tomac  Telephone  Co.  of  Washington,  D.C. 
(C&P)-provided  Centrex  service  with  an  AT&T- 
designed  private  net  was  prompted  by  the  de¬ 
sire  to  reduce  telephone  costs  and  increase  net¬ 
work  management  capabilities,  according  to 
William  Kinter,  assistant  director  of  the  Office 
of  Telephone  Services  in  the  House. 

The  new  telecommunications  system  consists 
of  two  AT&T  System  85  private  branch  ex¬ 
changes,  15,000  new  telephones  and  17,000 


new  lines.  Installation  involved  the  complete 
rewiring  of  five  House  office  buildings  with  fi¬ 
ber-optic  cable  and  twisted-pair  copper  wire. 

Fiber  was  used  to  interconnect  the  two  PBXs, 
the  five  House  office  buildings  and  switching 
closets  between  floors.  Additional  fiber  was  in¬ 
stalled  for  future  data  networking  applications, 
Kinter  said.  New  copper  wiring  was  installed 
between  wiring  closets  and  individual  tele¬ 
phones. 

The  network  provides  telephone  service  to 
435  members  of  Congress  and  their  staffs.  It  is 
currently  being  used  only  for  voice  communica¬ 
tions,  but  the  telecommunications  department 
is  examining  future  data  applications. 

“We  evaluated  various  systems  and  estimat¬ 
ed  that  continued  use  of  Centrex  would  cost 
$56  million  over  10  years,  while  a  private  net 

See  page  14 


►  SALES  STRATEGY 

Mitel’s 
0%  finance 
plan  bows 

BY  BOB  WALLACE 

Senior  Editor 


BOCA  RATON,  Fla.  —  Mitel,  Inc. 
last  week  introduced  a  0%  financ¬ 
ing  program  designed  to  boost 
sales  of  its  older  analog  SX-100 
and  SX-200  private  branch  ex¬ 
changes. 

Under  the  program,  the  switch 
maker  will  provide  0%  tax  leases 
oh  a  limited  number  of  the  PBXs. 
By  providing  a  0%  tax  lease,  as  op¬ 
posed  to  a  capital  lease,  Mitel  will 
enable  its  customers  to  lease  the 
PBXs  at  no  interest  until  payments 
equal  the  purchase  price  of  the 
system.  Once  the  lease  has  been 
paid,  the  user  owns  the  system. 

Financial  arrangements  for  the 
0%  program  will  be  coordinated 
through  Mitel  Finance  Corp.,  a 
wholly  owned  subsidiary  of  Mitel. 

The  vendor  said  the'  program 
would  run  until  Dec.  31  or  until  all 
0%  leases  had  been  issued.  Mitel 
would  not  say  how  many  leases  are 
available. 

Although  the  program  is  offered 
through  all  parties  that  sell  Mitel 
PBXs,  a  vendor  representative  said 
95%  of  the  SX-100  and  SX-200 
switches  are  sold  through  the  Mitel 
Qualified  Dealer  network  or 
through  supply  houses. □ 


BOB  WALLACE 


Tymnet  looks  to  bypass  for  relief 


Tymnet/McDonnell  Douglas 
Network  Systems  Co.,  opera¬ 
tor  of  one  of  the  largest  value- 
added  networks  and  a  heavy 
user  of  Bell  operating  company- 
provided  local  access  lines,  said 
last  week  it  plans  to  bypass  the 
BOCs  if  a  Federal  Communica¬ 
tions  Commission  proposal  re¬ 
quiring  VAN  operators  to  pay 
access  charges  for  these  lines  is 
enacted. 

Tymnet’s  bypass  strategy,  as 
detailed  last  week,  may  be 
flawed.  Both  Tymnet  and  Te¬ 
lenet  Communications  Corp. 
have  said  access  charges  would 
send  service  prices  rocketing 
skyward. 

Tymnet  and  Telenet  together 
recently  held  a  pair  of  meetings, 
with  60  of  each  firm’s  largest 
users  attending,  to  urge  these 
corporations  to  express  their 
opposition  to  the  FCC  plan 
(“FCC  proposal  unites  users,” 
NW,  Aug.  31). 

Clint  DeGabrielle,  marketing 
and  field  operations  vice-presi¬ 
dent  for  Tymnet,  explained  that 
the  VAN  provider  would  employ 
a  number  of  different  bypass 
technologies  to  provide  services 
to  users  in  the  event  that  the 
VAN  access  charges  are  im¬ 
posed.  He  said  the  scope  of  the 
company’s  bypass  efforts  would 


be  determined  by  the  level  of 
access  charges  the  company 
would  have  to  pay. 

Tymnet’s  contingency  plan 
calls  for  the  use  of  Digital  Ter¬ 
mination  Systems  (DTS),  its 
Tymstar  very  small  aperture 
terminal  service,  links  to  four 
metropolitan  cable  television 
systems  as  well  as  FM  sideband 
radio. 

However,  each  of  Tymnet’s 
BOC  bypass  alternatives  has 
limitations,  and  together,  the 
technologies  would  likely  not 
cover  as  wide  a  geographic  area 
as  is  now  served  by  the  net¬ 
work.  The  VAN  boasts  dial  ac¬ 
cess  at  650  locations  across  the 
country. 

Once,  DTS  systems  were 
billed  as  the  best  solution  for 
users’  last-mile  transmission 
needs,  but  many  DTS  pioneers 
have  relinquished  their  system 
authorization  and  construction 
permits  to  the  FCC  because  of  a 
lack  of  user  demand  for  the  ser¬ 
vices. 

Although  firms  such  as  Local 
Area  Telecommunications,  Inc. 
in  New  York  and  Wang  Commu¬ 
nications,  Inc.,  a  subsidiary  of 
Wang  Laboratories,  Inc.,  cur¬ 
rently  offer  bypass  services, 
other  providers  are  few  and  far 
between.  Bypass  providers  usu¬ 


ally  offer  their  services  only  in 
limited  geographic  regions,  pri¬ 
marily  in  major  metropolitan  ar¬ 
eas. 

DeGabrielle  said  Tymnet  is  al¬ 
ready  connected  to  four  CATV 
systems.  Shortly  after  the  dives¬ 
titure  of  AT&T,  many  users 
looked  to  CATV  system  opera¬ 
tors  as  providers  of  bypass  ser¬ 
vices  to  users  in  large  metropol¬ 
itan  areas.  The  cable  franchisers 
would  pass  data  over  the  same 
broadband  cable  network  that 
delivers  television  programming 
to  residences.  Regulatory  wran¬ 
gles  and  the  fact  that  franchis¬ 
ers  were  primarily  concerned 
with  program  delivery  combined 
to  limit  use  of  CATV  systems 
for  data  transmission  drastical¬ 
ly- 

Tymnet’s  plan  to  include  its 
VSAT  service,  Tymstar,  as  part 
of  its  bypass  strategy  also  ap¬ 
pears  flawed.  Announced  in 
January  1986,  Tymstar  is  not 
now  commercially  available. 
Tymnet  has  not  been  a  major 
player  in  the  VSAT  industry. 

Although  a  low-speed  data 
service  over  VSAT  seems  to  be  a 
workable  alternative  to  public 
packet  service,  many  Tymnet 
users,  who  currently  use  dial 
lines  to  access  the  network,  may 

See  page  14 
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►  REGIONAL  HOLDING  COMPANIES 

Home  fiber  test  slated 


BY  MARY  LINEHAN 

Staff  VWiter 


ST.  LOUIS,  Mo.  —  Southwestern 
Bell  Telephone  Co.  has  said  it  will 
test  its  first  residential  application 
of  fiber-optic  network  technology. 

The  fiber  trial  is  scheduled  to 
begin  in  October  1988  and  continue 
into  mid-1989.  Between  50  and  100 
homes  in  Leawood,  Kan.,  a  suburb 
of  Kansas  City,  will  be  linked  in  a 
local  fiber  loop,  according  to  My¬ 
ron  Keller,  area  manager  of  loop 
technology  planning  for  South¬ 
western  Bell. 


Single-mode  fiber  will  be  used  to 
connect  the  homes  to  the  Corpo¬ 
rate  Woods  Central  Office  in  the 
trial,  for  which  AT&T  Network 
Systems  Group  will  supply  equip¬ 
ment.  The  serving  switch  is  an 
AT&T  5ESS  switch. 

“Our  economic  projections  show 
that,  by  the  early  1990s,  we  will  be 
able  to  provide  the  customer  with 
all-fiber  loop  service  for  the  same 
cost  as  copper,”  Keller  said.  “Right 
now,  we  just  want  to  get  started 
testing  an  all-fiber  network  and 
learn  more  about  what  kinds  of 
services  we’ll  need  to  provide.” □ 


Tymnet  looks 
to  bypass 

continued  from  page  1 3 
not  want  to  pay  for  network  hard¬ 
ware  and  software  or  deal  with 
VSAT  installation  and  manage¬ 
ment. 

The  FM  sideband  alternative  to 
local  access  lines  may  be  Tymnet’s 
strongest  option.  In  this  scheme, 
FM  radio  stations  could  broadcast 
data  to  specific  sites  with  neces¬ 
sary  receive  equipment. 

Although  used  by  only  a  few 
customers,  this  option  would  likely 
be  the  most  successful  of  the  four 
bypass  schemes  because  it  would 
serve  users  with  sites  that  are  not 
located  in  a  major  metropolitan 
area.O 


How  a  smart  mux 
can  make  you  look  smart. 


Asynchronous  Host  A 


S 


a  low-cost  end  node  in  larger  private 
data  networks. 

The  quad-link  version  supports  8  to 
32  channels  and  four  composite  links. 
Each  TS1000  link  may  connect  to  one 
of  four  different  sites,  or  multiple 
links  may  connect  to  a  single  site 
for  greater  data  throughput  and 
added  backup. 

Simply  put,  ComDesign's  TS1000 
is  designed  to  help  you  invest  smart. 
Work  smart.  And  look  smart. 


mux  to  a  network  with  hundreds 
of  user  connections. 

Because  of  its  modular  design, 
TS1000  software  and  channel 
capacity  upgrades  are  exceptionally 
simple  and  economical.  In  fact,  all 
ComDesign  products  offer  a  migra¬ 
tion  path  that  lets  you  build  on  your 
original  investment. 

Like  to  know  more? 


The  TS1000  Switching  Multi¬ 
plexer  gives  you  everything 
you're  looking  for  in  a  mux:  Excep¬ 
tional  cost  savings.  Link  speeds  as 
fast  as  64K  bps.  Channel  speeds  up  to 
19.2Kbps.  Port  contention.  Multiple 
links  for  throughput  and  redun¬ 
dancy.  And  exceptional  ease  of  oper¬ 
ation  thanks  to  centralized  network 
control  functions. 

You're  also  assured  a  simplified, 
economical  upgrade  path  based  on 
our  building-block  strategy. 

You'll  find  that  one  of  the  two 
TS1000  versions  can  perfectly 
match  your  specific  requirements. 

The  TS1000  single  link  version  func¬ 
tions  as  a  conventional  switching  stat 
mux  in  point-to-point  configurations, 
supporting  4  to  32  channels  and  a  sin¬ 
gle  composite  link.  It  can  also  serve  as 


But  what  makes  you  look  abso¬ 
lutely  brilliant  are  the  TSIOOO's 
exceptional  reliability  and 
unique  migration  features. 

The  TS1000  ensures  end-to-end 
integrity  with  error  correction  and 
automatic  rerouting  in  the  event  of 
line  failure. 

To  further  maximize  uptime,  we 
offer  you  a  full  year  warranty  that 
guarantees  overnight  unit  replace¬ 
ment  with  free  parts  and  labor.  We 
also  provide  optional  on-site  service 
for  larger  networks. 

Compatibility  with  the  full  range 
of  FutureCom™  family  networking 
products  assures  a  flexible  upgrade 
path  from  a  simple  point-to-point 


See  us  at  TCA  Booth  #904,  lower  level 


Trademark:  FutureCom — ComDesign 


It's  all  in  this 
free  brochure. 


For  a  free  copy  of  our  brochure, 
call  1-800-235-6935. 
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Cutover  passes 
in  U.S.  House 

continued  from  page  13 
would  cost  approximately  $26  mil¬ 
lion  for  the  same  period.  The  new 
system  is  expected  to  pay  for  itself 
in  three  years,”  Kinter  said. 

The  House  telephone  system 
was  cut  over  during  the  summer 
congressional  recess  to  avoid  dis¬ 
ruptions  to  end  users.  The  actual 
cutover  took  less  than  two  days 
and  went  smoothly,  Kinter  said. 

“With  a  system  of  this  size, 
which  is  equivalent  to  a  network 
for  a  medium-sized  town,  you  ex¬ 
pect  some  problems,”  Kinter  said. 
“A  week  after  the  cutover,  the  sys¬ 
tem  is  up  and  running,  and  most  of 
the  glitches  have  been  corrected.” 

One  of  the  most  important  fea¬ 
tures  of  the  new  network  is  the 
Centralized  System  Management 
(CSM)  capability,  which  gives  the 
telecommunications  personnel  in 
the  House  greater  control  over  tele¬ 
phone  service  than  Centrex,  ac¬ 
cording  to  Christine  Stelter,  AT&T 
Federal  Systems  Division  project 
manager. 

“CSM  allows  the  telecom  staff  to 
manage  traffic  more  efficiently,  to 
monitor  standard  traffic  parame¬ 
ters  on  all  trunks  and  to  change 
features  through  simple  software 
modifications,”  Stelter  said. 

“People  move  around  here  a 
lot,”  Kinter  said,  “and  that  creates 
problems  for  the  telephone  staff. 
Elections  are  held  every  other 
year,  and  as  a  result,  people  are  al¬ 
ways  changing  assignments  and  of¬ 
fices.  With  the  old  system,  if  some¬ 
one  moved,  we  had  to  get  a 
technician  out  here  to  rewire  the 
telephones.  With  our  new  Univer¬ 
sal  Wiring  Plan,  all  we  have  to  do 
is  make  some  minor  software 
changes.” 

Much  of  the  traffic  on  the  House 
network  involves  long-distance 
communications  between  members 
of  Congress  and  their  home  dis¬ 
tricts.  The  System  85s  are  pro¬ 
grammed  to  perform  automatic 
route  selection  and  least-cost  rout¬ 
ing,  choosing  between  the  various 
WATS  services  the  House  uses. 
AT&T’s,  MCI  Communications 
Corp.’s  and  US  Sprint  Communica¬ 
tions  Co.’s  WATS  services  and 
AT&T’s  foreign  exchange  service 
are  among  the  services  the  House 
currently  uses. 

“We  also  multiplex  a  T-l  line 
that  runs  from  the  C&P  serving  of¬ 
fice  to  our  System  85,  into  24  chan¬ 
nels  to  handle  our  heavy  volume  of 
calls,”  Kinter  said. 

AT&T  was  awarded  a  10-year 
contract  for  engineering,  equip¬ 
ment  and  maintenance  in  Decem¬ 
ber  1985,  although  the  contract 
wasn’t  signed  until  June  1986. 
AT&T  competed  with  Northern  Te¬ 
lecom,  Inc.,  Rolm  Corp.  and  C&P 
for  the  contract. 

C&P  won  a  10-year,  $14  million 
contract  to  install  a  phone  system 
for  the  U.S.  Senate  in  1985.  The 
cutover  from  the  Senate  Centrex 
service  to  the  new  network  took 
place  in  May  1987. 

The  Senate  system  consists  of  a 
Northern  Telecom  PBX  and  8,000 
lines  serving  about  100  senators 
and  staffs. □ 


SEPTEMBER  7,  1987  i 


NETWORK  WORLD 


PAGE  15 


u  IBM  really  has  captured  mind  share  with  its 
NetView  and  NetView/PC  announcements.  The 
company  has  put  a  stake  in  the  ground,  and 
other  vendors  interested  in  the  network  man¬ 
agement  market  are  now  on  the  defensive. 

Gerald  Mayfield 
Vice-president 
DMW  Group,  Inc. 

Stamford,  Conn. 


►  SUNGARD  RECOVERY  SERVICES 

T-l  tool  speeds  recovery 

Infostream  NX4600  does  two  networking  tasks  for  Sungard. 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


WAYNE,  Pa.  —  A  firm  that  pro¬ 
vides  disaster  recovery  services  re¬ 
cently  installed  a  T-l  multiplexer 
from  Infotron  Systems  Corp.  that 
doubles  as  a  matrix  switch,  replac¬ 
ing  manual  patch  panels  and  sim¬ 
plifying  network  problem  determi¬ 
nation. 

Sungard  Recovery  Services  pro¬ 


vides  backup  computing  services 
from  data  centers  in  San  Diego, 
Philadelphia  and  Chicago.  In  the 
event  of  a  failure,  customers  access 
these  sites  through  one  of  eight  re¬ 
mote  network  nodes  linked  to  cen¬ 
ters  via  high-speed  AT&T  digital 
lines. 

When  AT&T  began  offering  T-l 
services,  Sungard  decided  to  imple¬ 
ment  the  1.54M  bit/sec  digital  fa¬ 
cilities  between  its  Philadelphia 


and  Chicago  centers.  “We  wanted 
to  reduce  the  cost  of  our  dedicated 
and  dial  backup  lines,”  said  John 
Malone,  network  systems  engineer 
at  Sungard. 

At  the  time,  the  T-l  multiplex¬ 
ing  market  was  just  emerging,  and 
there  were  only  a  handful  of  com¬ 
panies  selling  T-l  multiplexers. 
Sungard  evaluated  equipment  from 
Infotron,  Codex  Corp.  and  Time- 
plex,  Inc. 


Infotron  won  the  bid.  Sungard 
already  used  Infotron  statistical 
multiplexers  and  was  satisfied 
with  the  products  and  the  compa¬ 
ny’s  service.  Sungard  was  also  im¬ 
pressed  with  the  fact  that  the  In¬ 
fostream  1500  T-l  multiplexer 
conformed  to  carrier  T-l  stan¬ 
dards,  such  as  D4  framing.  “We 
wanted  to  be  sure  the  product 
worked  with  AT&T’s  T-l  service,” 
Malone  said. 

In  the  two  years  since  the  multi¬ 
plexers  were  installed,  Sungard’s 
business  and  its  networking  re¬ 
quirements  changed,  outgrowing 
the  capacity  of  the  Infostream 
1500’s  two  T-l  lines.  In  the  sum¬ 
mer  of  1986,  Sungard  decided  to 

See  page  16 
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Network  leapfrog  is  risky 
game  for  airline  copycats 


Imitation  may  be  the  sincerest  form 
of  flattery,  but  in  some  cases,  it  pre¬ 
sents  drawbacks.  In  business,  imita¬ 
tion  can  quickly  wipe  out  a  competi¬ 
tive  edge. 

The  airline  industry,  for  example,  is 
spending  hundreds  of  millions  of  dol¬ 
lars  in  a  high-stakes  game  of  network 
leapfrog.  The  object  of  the  game  is  to 
increase  each  company’s  share  of  the 
computerized  reservation  system  busi¬ 
ness. 

This  business  represents  the  best- 
known  case  of  how  a  company  can  use 
its  network  resources  to  increase  prof¬ 
its.  More  than  10  years  ago,  American 
Airlines,  Inc.  developed  its  Sabre  res¬ 
ervation  system,  which  provided  trav¬ 
el  agents  with  on-line  access  to  Ameri¬ 
can  flight  information.  The  system 
helped  to  increase  the  number  of 
American  airline  tickets  sold  and  was 
a  principal  reason  why  American  grew 
to  become  one  of  the  industry’s  domi¬ 
nant  carriers. 

Since  the  middle  of  the  1970s, 
American  has  continued  to  leverage  its 
network  for  greater  corporate  profits. 
For  example,  in  1985,  American’s  com¬ 
puter  services  contributed  $143  million 
to  the  company’s  $335  million  profit. 

These  healthy  profits  did  not  go  un¬ 
noticed  by  competitors,  who  are  busy 
trying  to  upgrade  their  networks  so 
they  can  better  serve  travel  agents. 
Even  though  the  various  airlines  have 
the  same  goal,  the  means  they  are  us¬ 
ing  to  achieve  it  differ. 

American  hopes  to  preserve  its  edge 
by  placing  intelligent  workstations  on 
agents’  desks  and  linking  them  to  its 
host  systems.  The  company  is  also  in 
the  final  stages  of  installing  an  X.25 
packet-switching  network,  which  may 


provide  the  flexibility  needed  to  meet 
rapidly  changing  market  demands. 

United  Airlines,  Inc.  has  decided  to 
use  IBM’s  LU  6.2  protocol  as  the  foun¬ 
dation  for  its  reservation  system.  The 
company  has  embarked  on  one  of  the 
most  ambitious  LU  6.2  projects  in  the 
country. 

Texas  Air  Corp.  is  trying  to  meld 
the  computing  power  of  its  two  subsid¬ 
iaries,  Continental  Airlines  Corp.  and 
Eastern  Airlines,  Inc.  In  addition  to 
upgrading  its  reservation  systems, 
Texas  Air  plans  to  install  a  nationwide 
T-3  backbone  network  and  resell  extra 
network  capacity  to  other  users. 

Last  year,  Northwest  Airlines,  Inc. 
invested  more  than  $140  million  in 
Trans  World  Airlines,  Inc.  (TWA)  in 
return  for  co-ownership  of  TWA’s  res¬ 
ervation  system.  The  two  companies 
are  now  in  the  process  of  linking  their 
data  centers.  Once  that  work  is  com¬ 
pleted,  the  companies  plan  to  market 
network  products,  such  as  front-end 
processors,  and  services  to  users  such 
as  hotels  and  car  rental  agencies. 

Delta  Airlines,  Inc.,  which  has  the 
smallest  share  of  the  reservation  sys¬ 
tem  market,  is  placing  local-area  net¬ 
works  at  the  various  travel  agencies  to 
boost  its  market  share. 

The  recent  investments  represent 
substantial  risks.  As  the  airlines  ex¬ 
pand,  they  may  face  a  dearth  of 
skilled  technicians.  Most  reservation 
systems  use  IBM’s  Transaction  Pro¬ 
cessing  Facility  (TPF),  a  teleprocessing 
system  capable  of  quickly  processing  a 
high  volume  of  transactions.  Less  than 
50  companies  currently  use  TPF,  and 
competition  for  skilled  TPF  program¬ 
mers  has  always  been  fierce.  To  imple- 

See  page  16 


1986  worldwide  mid-range 
statistical  multiplexer  market 


Infotron  Systems  Corp./  ^  General  DataComm,  Inc. 

6.9%  5.3% 

Total  =  $98,406,750 

NOTE:  Others  include  Case  Communications,  Inc.,  Gandalf  Data,  Inc.,  Halcyon  Com¬ 
munications,  Inc.,  Inflnet,  Inc.,  Mlcom  Systems,  Inc.,  Paradyne  Corp.,  Scltec 
Corp.  Ltd.  and  Teltone  Corp. 

SOURCE:  INTERNATIONAL  DATA  CORP.,  FRAMINGHAM,  MASS. 


Digital  Communications 
Associates,  Inc.  \ 


5.7% 


Timeplex,  Inc. 
21.6% 


Codex  Corp. 
17.9% 


Others 
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Tellabs,  Inc. 
13.8% 


,  Inc. 
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►  WIDE-AREA  NETWORKING 

HP  offers  support 
to  X.25  net  users 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


ATLANTA  —  Demonstrating  its  expanding  emphasis 
on  network  support,  Hewlett-Packard  Co.  said  it  is  open¬ 
ing  a  wide-area  network  center  here  to  provide  planning, 
implementation  and  operation  services  for  users  of  its 
X.25  packet  net. 

HP  announced  a  series  of  X.25  products  and  services  in 
a  major  rollout  earlier  this  year  (“HP  readies  powerhouse 
X.25  network  package,”  AW,  Jan.  19). 

The  Atlanta  center  is  one  of  three  such  support  centers 
HP  plans  to  open  worldwide,  according  to  Chuck  Storla, 
customer  network  center  manager.  Bristol,  England,  has 
been  chosen  as  the  site  for  a  European  center;  a  site  has 
not  yet  been  decided  upon  for  a  Far  East  center,  he  said. 

Unlike  HP’s  regional  offices,  the  wide-area  net  center  is 
specifically  for  users  of  HP’s  X.25  Private  Packet  Net¬ 
work.  “We’re  a  supplement  to  what’s  already  available,” 
Storla  said.  “The  difference  is  the  scope  of  the  project. 
We’re  focused  strictly  on  wide-area  networks,”  he  said. 

Service  prices  will  vary  depending  on  the  complexity 
of  the  network  and  the  services  requested.  Network  plan¬ 
ning  and  implementation  services  are  available  now,  and 
network  operations  services  will  begin  Dec.  !.□ 
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Network 

leapfrog 

continued  from  page  1 5 
merit  their  planned  net¬ 
work  expansion,  airlines 
will  have  to  increase  their 
TPF  staffs  and  may  not 
find  enough  programmers 
to  complete  all  the  planned 
projects. 

Also,  the  airlines  are 
competing  in  a  mature, 
stagnant  market.  John  Tes¬ 


ta,  vice-president  at  the 
Denver  office  of  the  DMW 
Group,  Inc.,  said  the  num¬ 
ber  of  reservation  termi¬ 
nals  appears  stagnant  at 
approximately  20,000  and 
could  decline  in  the  next 
few  years.  One  reason  is 
that  large  companies  have 
moved  into  the  travel  res¬ 
ervation  market  and  forced 
many  small  independent 
agents  out  of  business. 

The  business  plans  for 


the  five  key  players  are 
based  on  increasing  the 
number  of  agents  using 
their  reservation  systems. 
Such  a  task  will  be  difficult 
because  the  airlines  will 
have  to  take  business  away 
from  competitors  rather 
than  luring  new  customers. 

In  saturated  markets, 
price  cutting  often  pre¬ 
vails.  Managers  should  be 
cautious  about  the  payback 
models  used  to  justify  cur¬ 


rent  investments.  The  price 
for  their  services  may  de¬ 
crease  dramatically. 

Airlines  are  currently 
making  substantial  net¬ 
working  investments  and 
expect  a  return  on  those  in¬ 
vestments.  Obviously,  not 
every  airline  will  be  able  to 
increase  its  share  of  the 
reservation  system  market, 
and  there  will  be  only  a 
few  winners  in  this  game  of 
leapfrog.  D 
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n  recent  months,  ads  for  networking  software  have  all 
begun  to  sound  alike.  Each  promises  a  unique  solution 
to  your  networking  problem  (even  before  the  vendor 
knows  what  that  problem  really  is).  Each  tells  you  the  product  is 
easy  to  use  (that  is,  of  course,  if  everyone  is  thoroughly  trained). 
And  that  when  you  buy  the  product,  you'll  get  all  the  technical 
support  you’ll  need  (but  they  don’t  tell  you  how  long  you  must 
wait  to  get  it). 

No  wonder  user  skepticism  grows  daily! 

Properly  implemented,  network  communications  soft¬ 
ware  is  an  effective  way  of  sharing  data  and  peripherals  among 
diverse  computer  systems.  A  skeptic,  on  the  other  hand,  is  one 
who  seriously  doubts  that  such  a  capability  exists. 

(Now  for  the  commercial) 

WINS™  is  not  a  panacea!  It’s  a  complete  family  of 
communications  software  products  specially  designed  for  step- 
tics.  WINS  ensures  reliable  data  transfer  and  program  access 
among  dissimilar  computers  using  a  wide  variety  of  operating 
systems.  Transparently!  And  because  of  the  way  WINS  software 
implements  U.S  Government  standard  TCP/IP,  it  permits  easy 
migration  to  any  of  the  emerging  OSI  protocols  you  may  need. 


Wollongong  also  provides  onsite  installation  and 
user  orientation.  So  you  won’t  have  to  spend  your  time  training 
staff.  And  whenever  you  need  technical  support,  a  call  to  our 
SUPPORT  HOTLINE  will  put  you  in  touch  with  an  engineer 
immediately.  If  not  with  a  technical  manager.  And  because 
Wollongong’s  remote  system  access  capability  allows  realtime 
fault  diagnosis,  many  problems  can  be  solved  over  the  telephone. 

But  in  the  final  analysis,  Wollongong’s  reputation  as  an 
authority  in  the  field  of  network  communications  is  your  best 
guarantee  of  continuing  product  performance  and  support  For 
example,  when  AT&T,  DEC,  IBM,  H-P  and  CRAY  each  needed 
to  implementTCP/IPon  their  systems  they  came  to  Wollongong. 

So  throw  your  skepticism  overboard  and  call 
Wollongong  today.  We’D  send  you  the  information  you  need 
on  WINS ...  the  anti-skeptic  answer  to  present  and  future 
networking  needs.  Call  1-800-872-8649  (in  California  it’s 
1-800-962-8649)  toll  free  Or  write  The  Wollongong  Group,  Inc., 
1129  San  Antonio  Road.,  Palo  Alto,  CA  94303. 

WOLLONGONG 
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recovery 

continued  from  page  1 5 
look  for  new  equipment 
and  examined  half  a  dozen 
vendors’  wares,  including 
T-l  multiplexers  from 
Timeplex,  Network  Equip¬ 
ment  Technologies,  Inc.  and 
Codex. 

Sungard  opted  for  anoth¬ 
er  Infotron  product,  the  In- 
fostream  NX4600,  because 
it  “was  the  only  product 
that  could  function  as  a 
matrix  switch  as  well  as  a 
T-l  multiplexer,”  Malone 
said. 

The  product  supports  up 
to  24  T-l  lines  and  operates 
like  a  matrix  switch,  capa¬ 
ble  of  dynamically  allocat¬ 
ing  4,000  ports  from  an  op¬ 
erator  console. 

Sungard  was,  in  fact,  a 
beta  test  site  for  the  Info- 
stream  NX4600.  Malone 
said  all  of  the  communica¬ 
tions  equipment  —  mo¬ 
dems,  front-end  processors 
and  multiplexers  —  in  the 
San  Diego  data  center  was 
connected  to  the  4600  with¬ 
out  any  major  problems. 
The  company  experienced 
a  minor  problem  synchro¬ 
nizing  the  frequency  levels 
of  some  older  modems  with 
the  matrix  switch. 

Besides  the  multiplexing 
function,  the  Infotron  4600 
replaces  manual  patch  pan¬ 
els  Sungard  once  used  to  es¬ 
tablish  connections  to  indi¬ 
vidual  pieces  of  communi¬ 
cations  equipment.  Malone 
said  the  cost  of  a  matrix 
switch  is  typically  25% 
higher  than  manual  patch¬ 
ing,  but  it  is  worth  the 
price. 

“With  a  manual  system, 
a  customer  has  to  discon¬ 
nect  and  repatch  the  new 
equipment,”  Malone  said. 
“That  job  is  time-consum¬ 
ing.”  With  a  matrix  switch, 
changes  can  be  made  dy¬ 
namically  from  an  operator 
console. 

Locating  a  problem  is 
also  easier.  “At  our  San 
Diego  site,  we  have  only 
one  cable  under  our  floor,” 
Malone  said. 

“In  our  other  centers, 
there  are  hundreds  of  ca¬ 
bles  under  the  floor,  so  lo¬ 
cating  a  cable  problem  is  a 
management  nightmare,” 
he  added. 

Sungard  has  expanded 
its  use  of  the  NX4600, 
bringing  the  total  sites  now 
equipped  with  the  device  to 
10.  Most  of  the  sites  are  us¬ 
ing  only  the  product’s  mul¬ 
tiplexing  capability.  Sun¬ 
gard  is  slowly  replacing  its 
manual  patch  panels  with 
matrix  switching  equip¬ 
ment  at  its  Chicago  and 
Philadelphia  sites. 

“It  takes  time  to  move 
from  a  manual  patch  center 
to  a  matrix  switch,”  Ma¬ 
lone  said.  □ 
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u  Fault  tolerance  is  a  part  of  the  same  kind  of  user  need  that  is  driv¬ 
ing  the  network  management  trend.  Hooking  various  departmental 
LANs  together  will  increase  the  problems  that  occur  and  visibility  of 
the  network.  It  becomes  more  obvious  if  a  network  administrator  is 
doing  his  job  effectively. 

Clare  Fleig 

Director  of  systems  research 
International  Technology  Group 
Los  Altos,  Calif. 


►  TOKEN-RING  MARKET 

Users  say  performance 
gives  3Com  net  edge 

Firm  grabbing  sales  from  IBM ,  other  vendors. 


Financial  users  rate 
workstation  features 


►  PRODUCT  DEBUT 

Gateway  adds 
Token-Ring  net 

Expands  PC  LAN  line. 

BY  PAULA  MUSICH 

Senior  Editor 


IRVINE,  Calif.  —  In  yet  another  move  away 
from  its  proprietary  networking  roots,  personal 
computer  networking  vendor  Gateway  Commu¬ 
nications,  Inc.  last  week  announced  an  IEEE 
802.5  IBM  Token-Ring-compatible  local  net¬ 
work. 

Gateway  added  the  token-ring  offering  to  the 
Ethernet  network,  Systems  Network  Architec¬ 
ture  and  X.25  gateway  offerings  it  unveiled 
earlier  this  summer  as  part  of  a  new,  more  ag¬ 
gressive  strategy  to  broaden  its  markets 
(“Gateway  drops  proprietary  net  stance,”  AW, 
Aug.  3). 

“The  token-ring  offering  is  directed  at  the 
IBM  marketplace,  and  Ethernet  is  directed  pri¬ 
marily  at  university  and  campus  organiza¬ 
tions,”  said  Walter  Schramm,  Gateway’s  vice- 
president  of  marketing  and  sales. 

“G/Net  is  the  third  highest  installed  network 
in  the  world,  but  we  wanted  end  users  to  be 
able  to  purchase  any  one  of  the  three  networks 
through  our  distributors  and  feel  comfortable 
with  that  choice,”  he  said. 

According  to  International  Data  Corp.  ana¬ 
lyst  Doug  Gold,  “Gateway  read  the  writing  on 
the  wall.  Proprietary  networks  and  protocols 
are  not  what  the  market  wants.” 

The  company’s  G/Token-Ring  network,  de¬ 
veloped  by  British-based  Madge  Networks,  Inc., 
includes  a  16-bit  adapter  for  IBM  Personal  Com¬ 
puter  ATs  and  compatibles  as  well  as  IBM  Per¬ 
sonal  System/2  Model  30s. 

Gateway  will  also  offer  an  eight-bit  adapter 
for  IBM  Personal  Computers  and  compatibles. 
The  G/Token-Ring  also  includes  a  four-port  and 
eight-port  Multistation  Access  Unit  (MAU), 
which  are  hubs  that  interconnect  workstations 
in  a  star-cluster  logical  ring  topology. 

The  MAUs  can  be  daisy-chained  together  to 
expand  the  network.  Workstations  can  be  locat¬ 
ed  up  to  150  ft  from  the  MAUs,  and  the  total 

See  page  18 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


Amidst  a  rising  wave  of  demand  for  token¬ 
ring  networks,  3Com  Corp.  is  wresting  sales 
from  IBM  and  other  token-ring  suppliers  by  of¬ 
fering  more  sophisticated  token-ring  network¬ 
ing  products. 

Users  such  as  Waste  Management,  Inc.,  based 
in  Oak  Brook,  Ill.,  and  Toronto-based  law  firm 
Tory,  Tory,  DesLauriers  &  Binnington  said  they 
chose  3Com’s  token-ring  products  because  they 
provide  better  performance  than  IBM’s  offer¬ 
ings. 

3Com’s  first  token-ring  adapter  began  ship¬ 
ping  about  a  year  ago,  and  the  company  cur¬ 
rently  ships  more  than  1,000  adapters  per 
month,  according  to  product  manager  Bridget 
McNiel.  Token-ring  product  shipments  repre¬ 
sent  5%  to  10%  of  the  volume  of  3Com’s  Ether¬ 
net  adapter  shipments,  McNiel  added. 

IBM  would  not  release  figures  on  its  Token- 
Ring  Network  shipments. 


Some  large  companies  have  hesitated  to  use 
3Com’s  token-ring  products  to  date  because  the 
company  did  not  have  a  formal  licensing  agree¬ 
ment  with  the  technology’s  inventor,  Olof  So- 
derblom,  McNiel  said.  If  a  vendor  does  not  pay 
licensing  fees,  a  reseller  or  user  could  be  held 
liable  for  the  fees,  she  added. 

3Com  recently  cleared  the  licensing  hurdle, 
however,  when  it  announced  it  had  licensed  the 
U.S.  and  foreign  patents  for  token-ring  technol¬ 
ogy  from  Soderblom.  Previously,  the  company 
had  been  producing  token-ring  products  under 
a  more  limited  agreement. 

An  IBM  shop  with  mainframes,  System/36s 
and  Personal  Computers,  Waste  Management 
wanted  token-ring  technology  because  of  Big 
Blue’s  commitment  to  use  it  to  connect  its  full 
range  of  computer  systems,  said  Jim  Schmieder, 
senior  systems  analyst  for  the  firm.  Schmieder 
is  in  the  company’s  Northeast  regional  office  in 
Southfield,  Mich.,  one  of  the  company’s  six  re¬ 
gional  offices  in  North  America. 
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DECworld  promises  a 
treasure  chest  of  surprises 


Those  eagerly  awaiting  the  televised 

opening  of  the  Titanic’s  vault  later  this 
month  may  find  the  treasures  on  the  QE2 
this  week  in  Boston  a  fitting  preview. 

This  week  and  next,  the  ship  of  ships  in 
Boston  Harbor  is  the  scene  for  DECworld 
—  their  product  showcase  of  the  year,  and 
perhaps  the  decade.  DECworld  promises  to 
entertain  the  anticipated  50,000  attendees 
with  the  biggest  customer  extravaganza  in 
the  company’s  history. 

And  it’s  all  aimed  at  nurturing  the  con¬ 
tinued  loyalty  of  DEC  customers  in  the  face 
of  competitive  new  offerings  from  IBM. 

Among  the  expected  product  introduc¬ 
tions  —  not  the  least  of  which  are  new  Mi- 
croVAX  Ills  based  on  a  rumored  CVAX 
chip  set  —  will  be  products  designed  to  in¬ 
crease  DEC’S  stronghold  in  local  networks. 
The  CVAX  is  a  new,  higher  performance 
proprietary  chip  set  that  DEC  is  said  to  be 
developing  based  on  CMOS  technology. 

A  new  SNA  gateway  is  likely  to  replace 
the  aging  PDP-11 -based  gateway,  thus  en¬ 
abling  DEC  network  users  to  reach  out  and 

Killorin  is  the  publisher  of  “Netline,”  an 
industry  newsletter  on  computer  networks, 
a  publication  of  Hyatt  Research  Corp.  in 
Andover,  Mass. 


touch  their  IBM  hosts  with  greater  ease 
and  speed.  Also  expected  are  announce¬ 
ments  concerning  network  management  and 
reams  of  software  that  give  more  credence 
to  the  slogan  “Digital  Has  It  Now.”  It’s 
likely  that  most  of  these  products  will  be 
available  as  soon  as  buyers’  accounts  pay¬ 
able  departments  can  muster  the  funds. 

What  is  perhaps  more  telling  than  the 
products  themselves  is  the  message  DEC  is 
trying  to  convey.  DEC  has  been  able  to  cap¬ 
ture  the  minds  and  pocketbooks  of  corpo¬ 
rate  America  using  the  slogan  of  company 
President  Ken  Olsen:  “One  operating  sys¬ 
tem,  one  solution.”  Said  another  way,  “The 
network  is  the  system.” 

If  local  networks  are  the  thread  that 
weaves  computing  into  the  very  fabric  of 
corporate  profitability,  then  DEC’S  laurels 
are  well  earned.  Rather  than  achieve  inte¬ 
gration  in  piecemeal  fashion,  as  so  many  of 
its  competitors  have  done,  DEC  has  been 
able  to  achieve  this  seamless  path  of  con¬ 
nectivity  from  the  outset,  albeit  slowly  and 
with  much  criticism  from  pundits  during 
the  company’s  earlier  networking  efforts. 

Save  for  the  success  of  the  VAX/VMS 
family  in  the  late  1970s  and  early  1980s, 
DEC  did  not  receive  much  industry  praise 
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NETWORK  OPERATING  SYSTEMS 

3Com  upgrades 
its  3+  software 


Users  say  3Com  has  edge 

continued  from  page  1 7 


BY  PAULA  MUSICH 

Senior  Editor 


SANTA  CLARA,  Calif. 
—  Personal  computer  net¬ 
work  maker  3Com  Corp. 
last  week  announced  an  up¬ 
grade  of  its  3+  network 
operating  system  that  sup¬ 
ports  IBM’s  Personal  Sys¬ 
tem/2  microcomputers  as 
network  workstations  and 
servers. 

The  3+  Version  1.2.1  op¬ 
erates  with  the  Personal 
System/2  Model  30  as  well 
as  the  IBM  Micro  Channel- 
based  models  50,  60  and  80. 
The  software  is  compatible 
with  IBM’s  Token-Ring  Net¬ 
work  adapters  for  the  Mi¬ 
cro  Channel  bus  as  well  as 
with  applications  written 
to  DOS  3.3  and  Network 
Basic  I/O  System. 


during  that  period.  But 
slowly  the  team  responsi¬ 
ble  for  DECnet  made  its 
success  known,  and  the 
company  earned  the  label 
“sleeping  giant  of  the  in¬ 
dustry.” 

This  is  not  to  say  that 
DECnet  was  or  is  immune 
to  criticism.  The  overhead 
associated  with  implement¬ 
ing  DECnet  in  a  departmen¬ 
tal  fashion  is  costly.  Some 
of  the  hardware  options  in 
the  DECnet  product  family 
are  obsolete.  And  many 


Currently,  IBM’s  Micro 
Channel  Token-Ring  adapt¬ 
er  is  the  only  network  in¬ 
terface  available  that  will 
operate  with  the  new  ver¬ 
sion  of  3  +  .  3Com  has  an¬ 
nounced  its  intentions  to 
provide  an  Ethernet  adapt¬ 
er  for  the  Micro  Channel 
bus  but  has  not  said  when 
it  will  be  available. 

3Com  achieved  compati¬ 
bility  in  the  upgrade  by  re¬ 
moving  copy  protection 
from  3+  and  adding  soft¬ 
ware  drivers  to  support  the 
Micro  Channel  architec¬ 
ture.  3Com  said  it  did  not 
have  to  modify  3+  soft¬ 
ware  code  to  support  the 
Micro  Channel  because  of 
its  adherence  to  DOS  3.3 
and  Microsoft  Corp.’s  Re¬ 
director  standards. 

“We  had  to  remove  our 


third-party  DEC  products 
offer  higher  performance 
local  network  options  and 
more  bang  for  the  buck. 

Nonetheless,  the  DEC- 
world  event,  and  the 
networking  product  family 
that  will  play  a  key  role 
there,  signals  DEC’s  all-out 
push  to  undermine  the  idea 
that  only  IBM  offers  invest¬ 
ment  protection  for  large 
users.  IBM  is  fighting  furi¬ 
ously  for  the  middle  tier, 
and  its  9370  is  no  sure  reci¬ 
pe  for  success.  DEC,  too,  is 


copy  protection  in  order  to 
get  the  software  on  a  3Vz- 
in.  disk,”  said  Robert  Bres- 
sler,  vice-president  and 
general  manager  of  3Com’s 
software  products  division. 
“The  copy  protection 
scheme  looked  for  particu¬ 
lar  tracks  on  a  disk,  which 
are  different  between  the 
two  media.”  Bressler  said 
3Com  research  showed  that 
80%  to  90%  of  users  will 
not  copy  software,  and 
there  is  no  foolproof 
scheme  to  thwart  the  users 
that  do. 

3Com  also  added  en¬ 
hancements  to  the  new  3  + 
version  that  are  intended 
to  make  3+  NETBIOS  fea¬ 
tures  more  functional  for 
third-party  developers. 

Version  1.2.1  is  priced 
at  $1,050  per  server.  Cur¬ 
rent  3+  customers  can  buy 
the  3+  upgrade  to  Version 
1.2.1  for  $30.  Each  package 
is  available  in  a  314-in. 
diskette  format  for  the  Per¬ 
sonal  System/2  and  514-in. 
diskettes  for  IBM  Personal 
Computers.  □ 


at  a  crossroads,  for  it  des¬ 
perately  needs  new  ac¬ 
counts  to  support  the  mo¬ 
mentum  of  its  growth. 

Many  users  are  poised  to 
make  their  first  substantial 
local  networking  acquisi¬ 
tion.  Unlike  the  traditional 
processor  or  software  se¬ 
lection  process  that  paid 
little  attention  to  communi¬ 
cations,  the  choice  for  vir¬ 
tually  every  piece  of  com¬ 
puting  equipment  today  is 
being  examined  with  con¬ 
nectivity  in  mind.  As  a  re¬ 
sult,  DEC  is  at  the  forefront 
of  users’  lists  of  preferred 
vendors.  □ 


Gateway 
adds  net 

continued  from  page  1 7 
distance  supported  end-to- 
end  in  the  network  is  400 
ft.  The  network  operates 
over  IBM  Type  3  nonshield- 
ed  twisted  pair  and  Type  6 
shielded  twisted-pair  wir¬ 
ing. 

The  Gateway  token-ring 
network  supports  Novell’s 
NetWare  network  operat¬ 
ing  system  and  supports 
Microsoft  Corp.’s  MS-Nets 
software,  IBM’s  PC  LAN 
Program  and  Network  Ba¬ 
sic  I/O  System-based  net¬ 
working  software. 

The  G/Token-Ring  adap¬ 
ter  cards  are  interoperable 
with  IBM  Token-Ring 
adapters.  The  eight-bit 
adapter  is  priced  at  $650, 
and  a  price  has  not  yet 
been  established  for  the  16- 
bit  adapter.  The  four-port 
MAU  is  priced  at  $370  and 
the  eight-port  MAU  is 
$610.  The  network  will  be 
available  Nov.  !.□ 


Performance  was  a  key 
issue  because  the  North¬ 
east  region’s  first  token¬ 
ring  network  was  slated  to 
be  installed  in  the  comput¬ 
er  systems  building  in 
which  all  applications  de¬ 
velopment  is  done, 
Schmieder  said. 

Schmieder  evaluated 
IBM’s  and  3Com’s  token¬ 
ring  adapters  approximate¬ 
ly  nine  months  ago,  at 
which  time  only  IBM’s  low- 
end  Token-Ring  Network 
PC  Adapter  was  available. 
3Com  also  had  only  one 
adapter  at  the  time,  its 
high-end  TokenLink  Plus. 

Although  more  expen¬ 
sive  than  IBM’s  adapter, 
Schmieder  said  he  prefers 
3Com’s  adapter  because  it 
has  two  processors  and 
more  memory  than  the  IBM 
product. 

Currently,  IBM  sells 
three  adapters,  ranging  in 
price  from  $695  to  $895. 
3Com  has  two  adapters:  the 
TokenLink,  priced  at  $650, 
and  the  TokenLink  Plus, 
priced  at  $895.  IBM’s  top- 
of-the-line  adapter  comes 
with  a  16K-byte  buffer, 
while  3Com’s  high-end 
adapter  has  256K  bytes  of 
memory. 

Schmieder  also  tested 
network  software  from 
IBM,  3Com  and  Novell,  Inc. 
3Com’s  network  software 
got  the  thumbs-up  over 
IBM’s  and  Novell’s  network 
operating  systems. 

“IBM’s  LAN  package  had 
some  serious  drawbacks,” 
Schmieder  said,  citing  poor 
security  and  no  support  for 
remote  nodes. 

3Com  comes  out  ahead 

Initially,  Schmieder 
planned  to  use  Novell’s 
NetWare  because  it  is  wide¬ 
ly  installed.  However,  he 
said  his  testing  revealed 
that  3Com’s  software  sup¬ 
ported  faster  communica¬ 
tions  between  servers.  In 
addition,  3Com  supported 
speeds  up  to  19. 2K  bit/sec 
for  dial-up  communications 
to  the  network. 

“3Com  came  out  ahead 
of  Novell  for  tying  net¬ 
works  together,”  Schmied¬ 
er  said.  Once  chosen,  3Com 
products  became  the  com¬ 
pany’s  networking  stan¬ 
dard.  Currently,  Waste 
Management  has  approxi¬ 
mately  35  Personal  Com¬ 
puters  networked  with  one 
3Com  3Server. 

The  company  expects  to 
have  up  to  70  microcom¬ 
puters  networked  by  De¬ 
cember,  and  Schmieder  has 
put  off  buying  another 
server  until  3Com  intro¬ 
duces  an  Intel  Corp.  80386 
microprocessor-based  mod¬ 
el.  Schmieder  said  he  ex¬ 
pects  3Com  to  have  such  a 


server  by  the  end  of  the 
year. 

Waste  Management’s 
network  is  spread  across  a 
complex  of  six  buildings. 
The  computer  systems 
building  is  wired  with  IBM 
Type  1  shielded  twisted¬ 
pair  wiring,  and  the  other 
five  buildings  are  cabled 
with  IBM  Type  3  nonshield- 
ed  twisted-pair  wiring. 

The  systems  group  at  the 
Southfield  office  provides 
computer  support  for  four 
districts,  and  ultimately, 
these  district  offices  will  be 
tied  to  the  regional  office 
network,  Schmieder  said. 
Each  district,  in  turn,  will 
have  its  own  3Com  token¬ 
ring  network  with  up  to  15 
nodes  each. 

For  Tory,  Tory,  DesLaur- 
iers  &  Binnington,  token 
ring  was  the  obvious  choice 
over  Ethernet  technology, 
according  to  Charles  F. 
Scott,  a  partner  in  the  firm 
and  chairman  of  its  tech¬ 
nology  committee.  “Toron¬ 
to  is  a  hotbed  for  token 
ring,”  Scott  said,  noting 
that  local  consultants  have 
more  experience  installing 
large  token-ring  networks 
than  Ethernet  networks. 

Because  of  the  compa¬ 
ny’s  heavy  volume  of  docu¬ 
ment  processing,  perfor¬ 
mance  was  an  important 
issue  as  the  firm  moved 
from  dedicated  word  pro¬ 
cessors  to  networked  per¬ 
sonal  computers,  Scott  said. 
The  firm  currently  has  150 
nodes  on  the  network, 
which  spreads  across  five 
floors  and  uses  the  IBM 
Type  3  cabling  system.  Half 
a  dozen  3Com  servers  are 
located  in  one  room,  and 
several  IBM  Personal  Com¬ 
puter  ATs  act  as  print  serv¬ 
ers. 

The  firm’s  network  has  a 
mix  of  IBM  and  3Com  net¬ 
work  adapters,  but  the  IBM 
cards  are  being  phased  out, 
Scott  said.  The  firm  is  mov¬ 
ing  to  3Com’s  TokenLink 
Plus  adapter  because  of  its 
larger  memory.  Although 
the  memory  is  of  little  use 
right  now,  3Com  plans  to 
provide  users  with  the  ca¬ 
pability  to  run  much  of  its 
networking  software  on 
the  network  adapter,  Scott 
said.  This  will  lead  to  even 
greater  performance  im¬ 
provements,  Scott  said. 

3Com’s  McNiel  acknowl¬ 
edged  that  3Com  is  “going 
to  be  providing  the  poten¬ 
tial  to  download  a  substan¬ 
tial  part  of  our  3+  code 
onto  the  adapter  card.” 
This  capability  is  likely  to 
be  available  in  the  fourth 
quarter,  she  said,  adding 
that  some  users  have  al¬ 
ready  purchased  the  adapt¬ 
er  in  anticipation  of  this  ca¬ 
pability.  □ 


DECworld  surprises 
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The  Southwest  pays  best 

Telecommunications  professionals  in  the  South¬ 
west  reported  the  highest  average  salaries  in  a  survey 
conducted  by  the  industry  newsletter  “Telephone  An¬ 
gles”  that  drew  575  respondents.  The  average  salary 
for  telecommunications  professionals  in  the  South¬ 
west  was  $44,706;  in  the  Northeast,  $39,225;  in  the 
West,  $37,931;  in  the  South,  $36,389;  and  in  the  Mid¬ 
west,  $35,331. 


►  CORPORATE  INFORMATION  MANAGEMENT 

Central  management 
serves  Avon  strategy 

Group  serves  data ,  office  and  communications  needs. 


BY  MICHAEL  FAHEY 

Senior  Writer 


NEW  YORK  —  In  order  to  meet  the  needs  of 
an  increasingly  diversified  organization,  Avon 
Products,  Inc.  has  established  a  corporate  Man¬ 
agement  Information  Services  department  to 
coordinate  its  entire  information  systems  and 
communications  operations. 

“The  department’s  goal  is  to  use  information 
technology  to  help  the  bottom  line,”  said  Rainer 
Paul,  vice-president  of  Management  Informa¬ 
tion  Services.  “The  key  is  to  integrate  that  tech¬ 
nology  into  our  business  strategy.” 

To  achieve  that  goal,  the  department  has 
been  assigned  four  primary  functions,  Paul 
said.  One  is  to  provide  office  automation  and  in¬ 
formation  systems  consulting  services  to  the 
Avon  divisions.  The  second  is  performed  by  the 
corporate  telecommunications  department. 
That  department,  which  is  part  of  the  corpo¬ 
rate  Management  Information  Services  depart¬ 
ment,  is  coordinating  the  installation  of  a  new 


corporatewide  telecommunications  network. 

The  third  function  is  to  support  the  informa¬ 
tion  systems  and  communications  operations 
that  serve  Avon’s  corporate  users.  In  addition 
to  supporting  the  corporate  staff’s  information 
services  and  communications  needs  in  an  opera¬ 
tional  sense,  the  group  will  be  called  upon  to 
provide  strategic  business  information  for  the 
corporation. 

“We  are  creating  an  executive  information 
system  to  track  our  own  businesses  and  to  look 
at  the  competition,”  Paul  said.  “We  will  bring 
together  all  of  the  key  information  from  the 
corporation  and  look  at  it  so  we  have  a  better 
understanding  of  our  resources. 

“In  the  health  care  arena,  we  could  look  at 
our  nursing  home  occupancy  rate  and  compare 
the  kinds  of  new  business  we  have  been  able  to 
attract  vs.  our  existing  business,”  Paul  said. 
“Every  company  has  nonfinancial  business  in¬ 
dicators  that  are  important  to  track.” 

Avon’s  recent  diversification  was  a  major  im¬ 
petus  for  the  formation  of  a  Management  Infor- 


Rainer  Paul 

mation  Service  department,  Paul  said.  “Origi¬ 
nally,  Avon  was  in  the  cosmetics  business,  but 
now  it  is  also  in  the  health  care  business,”  he 
said.  “As  Avon  grew  and  diversified,  people 
within  the  company  realized  that  the  corporate 
information  services  function  had  to  expand.” 

See  page  20 
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CHARLES  KAHN 


The  manager  as  problem  solver 


A  manager’s  job  can  be 

viewed  as  a  series  of  prob¬ 
lems  requiring  solutions.  Simply 
put,  managers  are  paid  to  con¬ 
front  problems  and  solve  them 
as  quickly  as  possible. 

The  manager  who  under¬ 
stands  this  and  approaches 
problem  solving  in  a  systematic 
manner  will  be  less  prone  to 
procrastination  and  more  likely 
to  view  decision  making  as  a 
challenging  necessity  of  the  job. 

The  first  step  in  the  process 
is  identifying  the  problem  and 
its  implications  by  talking  with 
everyone  concerned  with  the  is¬ 
sue.  Once  the  facts  have  been 
gathered  and  the  implications 
have  been  determined,  the  in¬ 
formation  must  be  carefully  an¬ 
alyzed. 

At  this  point,  it  is  helpful  to 
list  all  of  the  possible  courses  of 
action.  This  requires  an  exami¬ 
nation  of  all  facets  of  the  prob¬ 
lem  to  determine  the  one  solu¬ 
tion  that  will  best  address  all  of 

Kahn  is  an  Orlando,  Fla.- 
based  communications  and 
management  training  consul¬ 
tant. 


them.  Taking  no  action  can  also 
be  a  genuine  alternative. 

Managers  should  realize  that 
nearly  every  possible  solution 
will  offer  some  risks,  and  they 
should  not  focus  on  eliminating 
risk.  Seeking  to  avoid  risk  com¬ 
pletely  can  have  the  same  result 
as  procrastination:  It  can  para¬ 
lyze  the  organization.  The  idea 
is  not  to  eliminate  risks  but  to 
take  the  right  ones.  A  bettor 

Seeking  to  avoid  risk 
completely  can  have  the 
same  result  as 
procrastination:  It  can 
paralyze  the  organization. 


would  call  it  playing  the  per¬ 
centages. 

Recognizing  that  problem 
solving  and  decision  making  are 
both  rational  processes  that  can 
be  guided  by  the  steps  outlined 
above  will  help  the  manager 
avoid  some  common  pitfalls. 

One,  which  is  an  outgrowth 
of  a  desire  to  avoid  risk,  is  to 
become  overly  concerned  about 
possible  executive  opposition  to 


a  solution.  For  example,  con¬ 
stantly  asking,  ‘“Will  they  buy 
this?” 

Another  common  pitfall  is  to 
avoid  analyzing  the  problem  and 
to  arrive  at  a  decision  based  on 
a  hunch.  All  too  often,  when  a 
manager  unveils  a  decision  by 
saying,  “I’ve  got  a  funny  feel¬ 
ing,”  the  supposedly  intuitive 
decision  is  motivated  by  a  de¬ 
sire  to  avoid  careful  consider¬ 
ation  of  the  problem  and  its 
possible  solutions. 

After  carefully  gathering  and 
analyzing  information  and 
weighing  the  alternative  solu¬ 
tions  based  on  experience  and 
company  policy,  managers 
should  run  through  a  short 
checklist.  Is  the  solution  a  rele¬ 
vant  one  that  will  address  the 
most  significant  aspect  of  the 
problem?  Is  it  practical?  What 
looks  good  in  theory  may  be  too 
expensive  or  too  difficult  to  im¬ 
plement. 

Treating  problem  solving  and 
decision  making  as  integral 
parts  of  the  manager’s  job  that 
can  be  approached  systematical¬ 
ly  prevents  each  problem  from 
turning  into  a  crisis. □ 


ASSOCIATIONS 


Despite  earliers  reports  to  the 
contrary,  the  Tele-Communica¬ 
tions  Association  (TCA)  is  still 
considering  joining  the  Corpora¬ 
tion  for  Open  Systems  (COS)  as  an 
affiliate  member,  according  to  TCA 
President  Lionel  Gillerman.  A  TCA 
official  who  told  Network  World 
the  organization  had  dropped 
plans  to  join  COS  did  not  speak  for 
the  organization,  Gillerman  said. 
“We  are  still  considering  joining, 
and  the  matter  will  be  examined  by 
several  committees,”  Gillerman 
said. 

The  Southeastern  Telecom¬ 
munications  Association  (SETA) 

has  hired  Carlisle  Reames  to  serve 
as  its  first  full-time  director. 
Reames,  who  was  appointed  to  the 
position  of  executive  vice-presi¬ 
dent  of  SETA,  recently  retired 
from  Bankers  Trust  of  South  Caro¬ 
lina,  where  he  spent  18  of  his  19 
years  with  the  company  in  the 
telecommunications  department. 

SETA  was  prompted  to  appoint 
a  full-time  director  because  its 
members,  who  are  telecommunica¬ 
tions  professionals,  are  able  to  de¬ 
vote  increasingly  less  time  to  SETA 
activities,  according  to  Mel  Dunn, 
the  group’s  voluntary  director  of 
public  relations.  “Our  members 
cannot  spend  as  much  time  as  they 
used  to  on  SETA  activities,”  said 

See  page  21 
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DIALOGUE 


Have  recent  tax  law  changes  — 
specifically  the  Tax  Reform  Act 
of  1986,  which  eliminated  the  10% 
income  tax  credit  for  capital 
equipment  purchases  —  affected 
your  policy  on  buying  vs.  leasing 
communications  equipment? 

u  Not  at  all.  The  tax  law  hasn’t 
affected  us  in  the  least.  Right  now, 
we  both  lease  and  buy,  depending 
on  the  location.  Typically,  we  look 
at  the  different  rates  and  try  to 
project  how  long  we’ll  be  in  that 
particular  location  and  what  the 
possibility  of  having  to  expand  is, 
and  we  make  the  decision  to  lease 
or  buy  on  that.  The  nature  of  the 
[restaurant]  business  doesn’t  tie  us 
to  either  leasing  or  buying,  so  the 
law  didn’t  change  a  lot  for  us. 

C.  Gerry  Vargo 
Director 

Information  services  department 
Little  Caesar  Enterprises,  Inc. 

Farmington  Hills,  Mich. 

44  Yes,  the  tax  law  change  has  af¬ 
fected  us.  Because  of  it,  we  are 
leasing  more.  The  decision  to  lease 
more  was  handed  down  by  the  peo¬ 
ple  on  the  financial  side  as  a  result 
of  the  tax  reform.  Without  the  in¬ 
vestment  tax  credit,  buying  is  less 
attractive,  but  I  really  couldn’t  say 
what  we’ll  be  doing  in  the  future 
because  that  decision  is  financial. 
For  the  last  six  months,  however, 
leasing  has  been  given  consider¬ 
ation  over  buying  here. 

Connie  Schack 
Communications  manager 
Ftershing  and  Co. 

New  York 

44  No,  there’s  been  no  effect  be¬ 
cause  the  change  wasn’t  applicable 
to  us.  We  haven’t  bought  equip¬ 
ment  for  investment  tax  credit  but 
because  we  required  some  equip¬ 
ment  or  technology  that  had  a 
short  life  expectancy  —  maybe 
two  or  three  years  —  and  we 
found  that  pushed  lease  rates  too 
high. 

We  never  made  the  decision  to 
lease  or  buy  on  the  basis  of  an  in¬ 
vestment  tax  credit.  Generally 
though,  we  lease  our  equipment. 

Sid  Smith 
Manager  of  telecommunications 
Crowley  Maritime  Co. 

San  Francisco 

44  We’re  leasing  more  now  and 
[the  tax  law  change]  is  certainly  a 
part  of  the  reason.  Our  capital  is  a 
little  tighter  than  it  has  been  in  the 
past,  so  leasing  makes  more  sense. 
But  leasing  more  hasn’t  really  had 
any  effect  on  our  service. 

Edward  Walsh 
Telecommunications  director 
Southern  California  Rapid  Transit 
Los  Angeles 

44  The  changes  make  it  more  at¬ 
tractive  to  lease  or,  actually,  less 
attractive  to  buy.  We  tended  to 
lease  a  lot  anyway,  primarily  due 
to  the  fact  that  we  wanted  to  keep 
our  asset  base  as  low  as  possible. 

Chris  Davis 
Director  of  telecommunications 
Rexnord  Co. 

Milwaukee 


Avon 

strategy 

continued  from  page  1 9 

In  the  past  three  years,  Avon  ac¬ 
quired  The  Mediplex  Group,  Inc. 
and  Foster  Medical  Corp.,  both 
suppliers  of  health  care  products 
and  health  care  services. 

In  addition,  Avon  acquired  Re¬ 
tirement  Inns  of  America,  Inc.,  a 
California-based  company  that 
builds  and  runs  retirement  commu¬ 
nities. 

The  idea  for  the  corporate  infor¬ 
mation  services  department,  which 
was  formed  in  January  1987,  was 
first  proposed  to  Avon’s  upper 
management  by  Paul,  a  16-year 
Avon  veteran  who  previously 
served  as  vice-president  of  MIS  at 


the  company’s  beauty  products  di¬ 
vision.  He  was  asked  to  head  the 
new  department  after  he  outlined 
for  management  the  potential 
benefits  of  creating  a  centralized 
management  function. 

Each  of  Avon’s  divisions  has  its 
own  information  systems  and  com¬ 
munications  staffs  that  handle 
day-to-day  operations,  Paul  said. 
Representatives  from  each  division 
and  from  the  corporate  manage¬ 
ment  information  services  staff 
meet  every  two  months  to  chart 
corporate  information  systems  and 
communications  strategies. 

As  a  result  of  these  meetings, 
Avon  has  adopted  a  preferred  ven¬ 
dor  list  to  take  advantage  of  vol¬ 
ume  discounts  from  suppliers.  De¬ 
cisions  are  made  by  consensus  as 


often  as  possible,  according  to 
Paul,  who  reports  to  Avon’s  chief 
financial  officer.  But,  “there  comes 
a  time  when  a  decision  has  to  be 
made;  and  in  those  cases,  we  make 
the  decision  for  the  company,”  he 
added. 

“The  divisions  run  their  own 
day-to-day  operations,”  Paul  said. 
“The  functions  that  cut  across  the 
entire  corporation  are  the  respon¬ 
sibility  of  the  corporate  MIS  de¬ 
partment.” 

For  that  reason,  he  said,  the  cor¬ 
porate  telecommunications  depart¬ 
ment,  headed  by  Michael  Serozi, 
will  coordinate  the  implementation 
of  a  new  backbone  T-l  network 
that  is  set  to  go  into  operation  next 
year. 

According  to  Serozi,  the  telecom- 
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munications  network  serving  the 
Avon  Beauty  Division  was  in  need 
of  an  overhaul.  In  addition,  the 
newly  acquired  companies  were 
just  beginning  to  formulate  sophis¬ 
ticated  communications  strategies. 
This  presented  an  opportunity  for 
implementing  a  corporatewide 
networking  strategy,  according  to 
Serozi,  who  joined  Avon  two  years 
ago  after  leaving  Xerox  Corp. 

“The  idea  is  to  develop  a  corpor¬ 
atewide  communications  strategy 
and  architecture,”  Serozi  said.  “We 
do  not  want  to  have  five  compa¬ 
nies  with  networks  traversing  the 
country. 

“We  have  organized  a  telecom¬ 
munications  management  council 
within  the  corporation,”  he  contin¬ 
ued.  “We  are  the  organizers  and 


promoters  of  teamwork  through¬ 
out  the  organization.” 

Serozi  said  his  staff  meets  with 
the  information  systems,  communi¬ 
cations  and  business  planners  from 
the  Avon  divisions  to  discuss  the 
technical  and  strategic  business 
needs  of  the  divisions  as  well  as 
how  they  fit  into  the  corporation’s 
overall  telecommunications  strate¬ 
gy- 

“We  are  looking  at  building  a 
six-node  T-l  network,”  Serozi  said. 
“Currently,  it  looks  like  we  will 
have  nodes  in  Los  Angeles,  Chica¬ 
go,  Cincinnati,  Atlanta,  New  York 
and  Newark,  Del.  But  we  are  still 
negotiating.  We  do  not  want  to  dic¬ 
tate  policy.”  Serozi  said  Avon  has 
not  determined  how  it  will  assess 
network  costs  to  its  divisions.  □ 


Associations  From  page  19 
Dunn,  who  is  director  of  corporate 
telecommunications  at  Genesco, 
Inc.  in  Nashville.  “Their  duties 
have  expanded,  and  in  many  cases, 
their  staffs  have  decreased.” 

Reames,  one  of  the  founders  of 
SETA,  was  one  of  20  applicants  for 
the  newly  created  full-time  post, 
Dunn  said.  “We  were  very  fortu¬ 
nate  to  get  someone  with  his  expe¬ 
rience  in  telecommunications  and 
with  our  organization,”  Dunn  said. 
SETA  has  500  member  companies 
and  represents  telecommunications 
professionals  in  Virginia,  Florida, 
Georgia,  Alabama,  Mississippi, 
Tennessee,  North  Carolina  and 
South  Carolina. 

During  its  annual  meeting  on 


Sept.  17  the  Tennessee  Telecom¬ 
munications  Users  Association 
(TTUA)  will  elect  officers  for  the 
coming  year.  In  addition,  the  group 
will  announce  the  name  of  the  Ten¬ 
nessee  telecommunications  user  of 
the  year  as  voted  by  the  TTUA 
membership. 

Representatives  from  US  Sprint 
Communications  Co.  will  conduct  a 
presentation  of  Sprint  plans  to  con¬ 
struct  a  fiber-optic  telecommunica¬ 
tions  network  throughout  the  state 
of  Tennessee. 

The  meeting  will  be  held  at  the 
Doubletree  Hotel  in  Nashville. 

An  Aspen  Users  Group  has  been 
formed  in  the  San  Francisco  Bay 
area  for  users  of  Octel  Communica¬ 
tions  Corp.’s  voice-messaging  sys¬ 
tem.  The  initial  meeting  was  spon¬ 
sored  by  Syntex  Corp.,  and  the 
group  voted  to  continue  meeting  on 
a  quarterly  basis.  Future  users 
group  meetings  will  be  held  in  Los 
Angeles  and  Philadelphia,  accord¬ 
ing  to  Julie  Kosnik  of  Octel  Com¬ 
munications.  Kosnik  said  her  com¬ 
pany  is  interested  in  helping  form 
additional  users  groups.  She  can  be 
reached  at  (408)  942-6596. 

The  Bell  operating  companies’ 
plans  for  rolling  out  Integrated 
Services  Digital  Networks  are  a 
major  concern  for  the  National 
Centrex  Users  Group,  according 
to  the  organization’s  president, 
Dick  Jenifer.  The  group’s  annual 
meeting,  hosted  by  Domino’s  Pizza, 
will  be  held  Nov.  3  to  5  in  Ann  Ar¬ 
bor,  Mich.,  at  the  Ann  Arbor  Marri¬ 
ott.  The  carriers  have  promised  to 
provide  ISDN  for  Centrex  users  by 
1988,  but  have  not  stipulated  what 
services  will  be  available  to  users 
as  a  result  of  the  rollout,  Jenifer 
said.  “We  are  anxious  to  learn 
what  the  implementation  of  ISDN 
will  mean  for  us,  and  so  is  all  of 
our  upper  management,”  Jenifer 
said.  “They  have  been  reading 
about  it  in  Fortune  and  other 
places  and  they  are  asking  us  ex¬ 
actly  what  is  going  on.” 

Of  particular  concern  to  Centrex 
users  is  how  ISDN  services  will  dif¬ 
fer  from  the  services  that  are  be¬ 
coming  available  as  the  local  ex¬ 
change  carriers  upgrade  their 
central  offices  to  provide  digital 
switching  operations. 

In  addition,  Jenifer  said, 
AT&T’s  decision  to  stop  making 
1A2  key  systems  is  a  matter  of 
concern  to  the  Centrex  users. 
“Those  have  been  phased  out  and 
users  are  trying  to  decide  what 
systems  to  use  instead.” 

The  Oct.  7  meeting  of  Profes¬ 
sionals  in  Telecommunications,  to 
be  held  at  the  Holiday  Inn  in  Foster 
City,  Calif.,  will  include  presenta¬ 
tions  by  Jim  Koerlin,  Dean  of  Tele¬ 
communications  at  Golden  Gate 
Univerity,  and  Eric  Frank  of  Exec¬ 
utive  Direction,  a  professional  re¬ 
cruitment  firm. 

Koerlin  will  discuss  the  degree 
programs  offered  by  GGU  and  the 
advantages  of  having  such  a  de¬ 
gree  when  seeking  a  career  in  the 
field.  Frank  will  provide  his  per¬ 
spective  on  companies  looking  for 
telecommunications  personnel  and 
will  offer  tips  for  job  hunters.  □ 
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What  ISDN  is  doing  for 
McDonald’s  data  networking 
capabilities  is  no  small  potatoes. 


When  McDonald’s  Corpo¬ 
ration  took  a  hard  look  at  its 
telecommunications  needs  a 
few  years  ago,  it  saw  9400 
restaurants  in  46  countries, 
served  by  more  than  20  net¬ 
works.  And  a  new  restaurant 
opening  every  17  hours. 

McDonald’s  needed  a 
telecommunications  system 
that  could  grow  with  it,  but 
one  simple  enough  that  the 
company  could  concentrate 
less  on  telecommunications 
and  more  on  talking  to 
customers. 

The  solution:  the  nation’s 
first  customer  application  of 
ISDN,  the  Integrated  Ser¬ 
vices  Digital  Network,  made 
possible  by  the  cooperation 
of  Ameritech’s  Illinois  Bell 
and  AT&T  Network  Systems. 

McDonald’s  will  use  ISDN 
to  send  voice,  data  and  video 
over  ordinary  telephone  lines 
simultaneously.  An  AT&T 
5ESS™  switch  at  Illinois  Bell 
will  support  digital  phones, 
integrated  voice/data  termi¬ 
nals,  facsimile,  voice  mail, 
host  access  and  modem 
pooling,  giving  McDonald’s 
a  real  competitive  advantage 
in  its  data  networking 
capabilities. 

“In  business  language,  this 
means  we’re  going  to  do  an 
even  better  job  for  the  30  mil¬ 
lion  customers  that  we  serve 
every' day!’  said  Bonnie  Kos, 
McDonald’s  Vice  President  of 
Facilities  and  Systems. 

“ISDN  provides  an  infor¬ 
mation  outlet  to  every  work¬ 
station,  thereby  eliminating 
time-consuming  and  costly 
wiring,  as  well  as  enhancing 
messaging  and  network  con¬ 
trol  capability:’ 


Thanks  to  ISDN, 
McDonald’s  will  enjoy  better 
customer  service,  more 
current  market  information, 
better  tracking  of  product 
promotions,  more  efficient 
inventory  control,  and 
reduced  administrative 
workloads. 

Ultimately,  higher  level 
applications  of  ISDN  on  the 
public  switched  network  will 
replace  most  of  the  compa¬ 
ny’s  myriad  networks,  linking 
all  its  offices  and  restaurants 
around  the  world. 

As  we  are  doing  for 
McDonald’s,  AT&T  and  your 
telephone  company  can  help 
your  business  realize  the 
networking  efficiencies  and 
cost  savings  of  ISDN.  To  find 
out  all  that  ISDN  can  do  for 
you,  write  on  your  business 
letterhead  to:  AT&T  Network 
Systems,  P.O.  Box  1278, 

Room  2973, 

Morristown,  N.J.  07960-1278. 
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COMMUNICATION 
NETWORKS  GOES  TO 
PARIS  AS  RESOCOM, 
FRANCE’S  FIRST 
COMMUNICATIONS 
EXPOSITION. 


For  the  first  time  ever,  Communication  Networks  goes  to  Paris  ■ 
delivers  the  volatile  French  communications  marketplace  to  you. 

Resocom,  scheduled  for  February  16-19,  1988,  is  the  place  for 
you  to  get  in  on  the  ground  floor  as  France’s  communications 
industry  undergoes  privatization. 

Derived  from  the  French  word  “reseaux”  meaning 
“network,”  Resocom  gives  you  the  chance  to  meet  users,  deal¬ 
ers,  and  distributors  alike.  In  fact,  Resocom  is  expected 
to  put  exhibitors  —  like  you  —  in  touch  with  approxi¬ 
mately  8,000  qualified  buyers. 

What’s  more,  backed  by  the  10-year  success  of  Communication 
Networks  in  the  United  States,  you’re  guaranteed  a  prime  opportunity 
to  actively  market  your  products  and  services  to  thousands  of  industry 
professionals  involved  in  the  purchase  process.  Plus,  with  France’s 
communications  industry  undergoing  privatization  —  and  PC  Forum 
taking  place  simultaneously  —  the  timing  couldn’t  be  better  for  you. 

Never  before  have  you  had  an  opportunity  like  Resocom  to  literally 
deliver  the  real  buyers  of  France’s  voice,  data,  and  telecommunications 
equipment,  services,  and  software  —  right  to  your  booth. 

Resocom.  It’s  the  perfect  time  and  place  for  you  to  capitalize  on  the 
burgeoning  communications  market  in  France.  And  a  turnkey  exhibit  package 
makes  your  participation  both  easy  and  economical. 


To  reserve  your  exhibit  space  at  Resocom  or  for  more  information  on 
exhibiting  or  attending,  call  your  local  Hajar  Associates  representative  listed  below. 


Northeast 
Silvio  Mandino 
Hajar  Associates,  Inc. 

45  Walpole  Street,  Suite  1 
Norwood,  MA  02062 
(617)  769-8950 


Mid-Atlantic/Southeast 

Judie  McDaid 

Hajar  Associates,  Inc. 

66  Dunbar  Road 

Palm  Beach  Gardens,  FL  33418 

(305)  694-0689 


Midwest 
Nanette  Traetow 
Hajar  Associates,  Inc. 
2920  West  Case  Road 
Dublin,  OH  43017 
(614)  761-1053 


Southwest/Northwest 
Barbara  Jones 
Hajar  Associates,  Inc. 

3303  Harbor  Boulevard,  Suite  G-ll 
Costa  Mesa,  CA  92626 
(714)  540-3554 


Resocom  is  being  produced  by  Capric  Organization,  producer  of  several  European  shows 
including  PC  Forum,  in  conjunction  with  two  IDG  Communications’  publications  in  France:  Telecoms 
International  and  Le  Monde  Informatique.  Serving  as  show  coordinators  in  the  United  States  is  IDG 
Conference  Management  Group,  an  International  Data  Group  Company. 
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See  inside  for: 

►New  Blast  II  software 
►Rack-mountable  Datapath 
►RM-Series  modem  expansion 


PC-to-CPU  software  debuts 

PC-processed  transactions  linked  to  mainframe  programs. 


►  ACCOUNTING  APPLICATIONS 


BY  MARY  LINEHAN 

Staff  Writer 


CHICAGO  —  McCormack  & 
Dodge  Corp.  recently  announced 
the  Satellite  Series,  two  software 
products  that  enable  users  to  pro¬ 
cess  accounts  payable  and  general 
ledger  transactions  on  personal 
computers  and  later  merge  that 
data  into  mainframe  applications. 

The  AP:Satellite  and  GL:Satel- 
lite  programs,  introduced  at  the 
vendor’s  10th  annual  user  confer¬ 
ence  here,  work  in  conjunction 
with  McCormack  &  Dodge’s  main¬ 
frame  products  to  off-load  ac¬ 


counting  tasks  from  the  main¬ 
frame,  saving  communications 
costs  as  well  as  simplifying  main¬ 
frame  access  from  remote  sites. 

The  new  software  products 
work  with  Interactive  PC  Link,  the 
firm’s  micro-to-mainframe  link 
that  transfers  information  be¬ 
tween  the  two  environments. 

Accounts  payable  and  general 
ledger  mainframe  data  is  down¬ 
loaded  to  personal  computers  with 
the  PC  Link  and,  once  transactions 
have  been  processed  on  the  person¬ 
al  computer,  PC  Link  uploads  them 
for  mainframe  consolidation. 

AP:Satellite,  the  accounts  pay¬ 


able  package,  allows  end  users  to 
enter  and  validate  invoice  transac¬ 
tions.  It  incorporates  several  main¬ 
frame  functions,  including  the  abil¬ 
ity  to  inquire  into  invoice  and 
vendor  activity  and  to  print  ven¬ 
dor,  invoice,  tax  and  general  ledger 
reports. 

The  more  comprehensive  of  the 
two  new  products,  AP:Satellite, 
also  has  check-writing  capabilities 
with  real-time  check  generation  to 
meet  immediate  needs. 

GL:Satellite,  the  general  ledger 
program,  enables  users  to  enter 
and  edit  ledger  transactions  on  the 
personal  computer  to  be  uploaded 


to  the  mainframe.  Invalid  account 
entries  can  be  flagged  and  printed 
out  in  a  control  report  to  facilitate 
error  correction,  according  to  the 
vendor. 

Both  programs  have  security 
features  on  the  mainframe  and  the 
personal  computer  to  ensure  data 
integrity.  On-line  help  documenta¬ 
tion  is  included. 

Mainframe  applications  run  on 
the  IBM  30XX  and  43XX  machines 
under  OS  and  DOS. 

Pricing 

Both  AP:Satellite  and  GL:Sat- 
ellite  will  be  available  in  October. 
AP:Satellite  costs  $17,500,  and 
GL:Satellite  lists  for  $12,500.  Vol¬ 
ume  discounts  are  available  for  ad¬ 
ditional  personal  computer  usage. 

McCormack  &  Dodge  is  located 
at  1225  Worcester  Road,  Natick, 
Mass.  01760,  or  call  (617)  655- 
8200.0 


PERSONAL  COMPUTER  SOFTWARE 


PCDA  turns  PC  into  data  analyzer 


BY  MARY  LINEHAN 

Staff  Writer 


FT.  LAUDERDALE,  Fla.  — 
Triple  C  Software,  Inc.  recently 
introduced  PCDA,  a  software 
program  that  enables  IBM  Per¬ 
sonal  Computers  and  compatibles 
outfitted  with  a  serial  communi¬ 
cations  port  to  operate  as  a  serial 
data  analyzer  without  any  addi¬ 
tional  printed  circuit  boards. 

The  PCDA  permits  a  personal 
computer  to  capture  and  display 
serial  communications  between 
two  devices,  displaying  each  byte 
transmitted  —  as  well  as  associ¬ 
ated  error  codes  and  control-line 
status  —  as  either  extended  AS¬ 


CII  or  in  HEX  binary  code  on  the 
personal  computer’s  monitor. 

The  user  interface  of  PCDA  is 
menu-driven  and  uses  English 
language  commands.  The  pro¬ 
gram  can  also  store  the  communi¬ 
cations  parameters  in  a  separate 
user-defined  disk  file.  If  the  same 
personal  computer  is  used  to 
troubleshoot  different  serial  sys¬ 
tems,  more  than  one  communica¬ 
tions  parameter  file  can  be  kept. 

When  the  PCDA  is  operating 
on  two  serial  ports,  data  from 
each  device  can  be  displayed  on 
the  monitor,  either  in  different 
intensities  or  split-screen  mode. 

PCDA  stores  data  in  a  64K- 
byte  circular  buffer.  Error  states, 


such  as  parity  or  overrun,  and 
status  lines  can  be  monitored  and 
are  saved  in  memory  along  with 
each  byte  of  data.  Once  gathered, 
Triple  C’s  Browse  mode  can  be 
used  to  examine  the  data,  includ¬ 
ing  the  status  line  and  error 
states  that  were  present  when 
the  byte  was  received.  At  any 
time,  the  entire  buffer  can  be 
saved  to  disk  and  later  reloaded 
into  the  buffer  for  examination. 

The  system  is  available  imme¬ 
diately  at  a  price  of  $95,  plus  $5 
shipping  and  handling.  Triple  C 
Software,  Inc.  is  located  at  800 
West  Oakland  Park  Blvd.,  Suite 
217,  Ft.  Lauderdale,  Fla.  33311, 
or  call  (305)  564-801  !.□ 


►  SWITCH  SAFEGUARD 


Equinox  security  tool 
provides  call-back 


►  TERMINAL  EMULATION 

CXI  3270 
board  for 
PS/2  bows 

BY  JOSH  GONZE 

Staff  Writer 


NEW  YORK  —  CXI,  Inc.  an¬ 
nounced  a  3270  terminal-emulation 
board  for  IBM’s  Personal  System/2 
at  PC  Expo  here  last  week. 

The  Pcox/Coax-P  lets  Personal 
System/2s  emulate  IBM  3278  and 
3279  terminals.  It  can  be  installed 
individually  or  shared  in  a  net¬ 
work  environment  by  installing 
the  board  in  a  workstation  sup¬ 
porting  Novell,  Inc.’s  NetWare  net¬ 
work  operating  system.  CXI  is  a 
subsidiary  of  Novell. 

The  board  supports  IBM  soft¬ 
ware  designed  for  IBM’s  own  ter¬ 
minal  emulator,  the  3278/9  Ad¬ 
vanced  Emulator  Adaptor, 
providing  users  the  option  of  run¬ 
ning  either  package.  CXI’s  previ¬ 
ous  version,  designed  for  use  with 
IBM’s  Personal  Computer,  is  re¬ 
stricted  to  running  Pcox,  CXI’s 
proprietary  micro-to-mainframe 
communications  software.  Using 
the  Pcox  card  and  the  proper  soft¬ 
ware,  a  connection  to  a  cluster  con¬ 
troller  is  set  up  via  coaxial  cable. 
Capabilities  include  single-  and 
multiple-host  sessions,  access  to 
mainframe  color-graphics  software 
and  emulation  of  mainframe  print¬ 
ers  by  Personal  Computer  printers. 

The  board  will  be  available  in 
October  for  $545.  The  company 
can  be  reached  at  1157  San  Anto¬ 
nio  Road,  Mountain  View,  Calif. 
94043,  or  call  (415)  969-1999.E2 


MIAMI  —  Equinox  Systems,  Inc. 
recently  announced  call-back  secu¬ 
rity  software  for  its  line  of  data 
switches. 

The  Equinox  Dialback  Security 
Controller  is  designed  to  prevent 
unauthorized  switch  access  over 
dial-up  lines.  The  device  checks 
the  names  and  passwords  of  callers 
against  a  master  list,  terminates 
the  call  and  dials  the  user  back  at  a 
predetermined  telephone  number. 

The  software  runs  on  a  user- 
supplied  IBM  Personal  Computer 


or  compatible  with  a  minimum  of 
256K  bytes  of  memory. 

Security  features 

The  software  allows  system  ad¬ 
ministrators  to  set  up  time  of  day 
access  control,  limiting  the  autho¬ 
rized  access  of  individual  users  to 
specified  time  periods,  typically 
normal  working  hours. 

Reports  on  logons  and  attempted 
logons,  including  such  records  as 
incorrectly  entered  names  and 
passwords,  unanswered  call-backs 


and  access  attempts  outside  autho¬ 
rized  time  of  day  are  also  kept  for 
audit  purposes.  The  package  pro¬ 
vides  other  types  of  reports  based 
on  the  logon  reports,  such  as  total 
security  violations  and  total  num¬ 
ber  of  logons.  Users  can  create  cus¬ 
tomized  reports  based  on  the  logon 
records.  Equinox  said  a  personal 
computer  equipped  with  a  hard 
disk  can  handle  a  virtually  unlimit¬ 
ed  number  of  stored  telephone 
numbers,  while  a  personal  comput¬ 
er  with  two  floppy  disks  can  han¬ 
dle  roughly  1,500  numbers. 

Pricing 

The  Equinox  Dialback  Security 
Controller  is  priced  at  $95. 

Equinox  Systems  is  located  at 
14260  S.W.  119  Ave.,  Miami,  Fla. 
33186,  or  call  (305)  255-3500. D 
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First  Look 


NTI  tool  kit  eases  Apple 
programming  for  SL-1 

Northern  Telecom,  Inc.  recently 
introduced  a  software  develop¬ 
ment  tool  kit  that  facilitates  the 
development  of  Apple  Computer, 
Inc.  Macintosh  programs  for  use 
with  Northern  Telecom’s  Meridian 
SL-1  private  branch  exchanges. 

The  tool  kit  includes  a  set  of  dis¬ 
kettes  that  simulate  Meridian  SL-1 
dialing  functions,  such  as  call  set¬ 
up,  timing  and  prompts  usually  re¬ 
ceived  from  the  SL-l’s  data  mod¬ 
ules  and  line  cards.  Programmers 
developing  Macintosh  software  can 
use  the  tool  kit  to  imitate  call  es¬ 
tablishment  without  an  SL-1. 

The  SL-1  can  be  used  to  let  the 
Macintosh  access  public  data 
bases,  other  computers,  AppleTalk 
networks  and  shared  network  re¬ 
sources. 

The  dialing  responses  the  tool 
kit  simulates  are  from  the  follow¬ 
ing  SL-1  data  modules  and  line 
cards:  Asynchronous  Data  Option, 
Asynchronous/Synchronous  Inter¬ 
face  Module,  Add-On  Data  Module, 
Asynchronous  Interface  Line  Card 
and  RS-232  Interface  Line  Card. 

The  tool  kit  runs  on  a  Hewlett- 
Packard  Co.  Model  4950  protocol 
analyzer,  which  can  be  leased  from 
a  computer  lending  company. 

The  software  development  tool 
kit  is  currently  available  at  a  price 
of  $99. 

Northern  Telecom,  Inc.,  Open 
World  Marketing  M.S.  230,  2305 
Mission  College  Blvd.,  Santa 
Clara,  Calif.  95054,  or  call  (408) 
988-5550. 


IDEAssociates  introduces 
terminal-emulation  products 

IDEAssociates,  Inc.  recently  in¬ 
troduced  two  new  terminal  emula¬ 
tion  products  that  enable  multiple 
personal  computers  at  remote  of¬ 
fices  to  access  IBM  System/34,  Sys¬ 
tem/36  and  System/38  computers 
as  IBM  5250  terminals. 

The  IDEAcomm  5250/Remote 
Gateway  is  designed  for  offices 
that  have  IBM  Network  Basic  I/O 
System-compatible  local  networks, 
and  the  IDEAcomm  5250/Remote 
Share  is  suited  for  offices  with 
multiple  stand-alone  personal  com¬ 
puters,  according  to  the  vendor. 

Both  products  are  designed  to 
reduce  the  cost  of  communications 
facilities  needed  to  access  remote 
System/34,  System/36  and  Sys¬ 
tem/38  processors,  as  well  as  obvi¬ 
ate  the  need  for  remote  cluster  con¬ 
trollers  and  individual  emulation 
boards. 

The  Remote  Gateway  connects 
remote  personal  computers  on  IBM 
Token-Ring  or  other  NETBIOS- 
compatible  local  networks  with 
System/34,  System/36  or  Sys¬ 
tem/38  computers,  enabling  per¬ 
sonal  computers  to  access  the  pro¬ 
cessors’  resources,  as  well  as  those 
on  the  personal  computer  and  local 
network,  concurrently. 

Remote  Share  allows  four  re¬ 


mote  personal  computers  to  access 
System/34,  System/36  and  Sys¬ 
tem/38  minicomputers  via  one  em¬ 
ulation  board  installed  in  a  person¬ 
al  computer  configured  as  a  server 
and  software  installed  in  each  indi¬ 
vidual  user  computer. 

Suggested  retail  price  for  the 
complete  IDEAcomm  5250/Remote 
Gateway  package,  including  an 
IDEAcomm  5250/Remote  board 
and  gateway  software,  is  $1,775. 
Customers  who  have  an  IDEA¬ 
comm  5250/Remote  card  can  pur¬ 
chase  IDEAcomm  5250/Remote 
Gateway  software  for  $995. 

The  IDEAcomm  5250/Remote 
Share  package,  including  an  IDEA¬ 
comm  5250/Remote  emulation 
card,  software,  cables  and  two  se¬ 
rial  ports  on  the  IDEAmini  card, 
sells  for  the  suggested  retail  price 
of  $1,395.  Customers  who  have  the 
Remote  card  can  purchase  the  Re¬ 
mote  Share  software  for  the  sug¬ 
gested  retail  price  of  $495. 

IDEAssociates,  Inc.,  29  Dunham 
Road,  Billerica,  Mass.  01821,  or 
call  (617)  663-6878. 


New  Blast  II 
software  introduced 

Communications  Research 
Group  recently  announced  an  up¬ 
graded  version  of  its  Blast  II  VAX- 
to-personal  computer  communica¬ 
tions  software  that  allows 
Micro  VAXes  and  VAXes  to  dial  out 
and  poll  personal  computers  auto¬ 
matically. 

The  new  Blast  II  software  al¬ 
lows  users  to  create  VAX  script 
files,  which  are  special  programs 
that  allow  customized  and  auto¬ 
matic  initiation  of  VAX  access  to 
personal  computers.  The  automatic 
access  could  be  used  to  poll  for  re¬ 
trieval  of  selected  files,  distribute 
data  to  remote  sites,  invoke  data 
processing  or  transfer  data  be¬ 
tween  applications. 

The  upgrade  also  allows  addi¬ 
tional  automated  dialing  sequences 
with  a  preprogrammed  connection 
routine  from  a  single  keystroke. 
The  software  presents  a  user  inter¬ 
face  similar  to  that  of  Lotus  Devel¬ 
opment  Corp.’s  1-2-3  spreadsheet. 

Pricing 

For  current  Blast  users,  prices 
for  the  upgrade  are  set  at  $250, 
$325  and  $400  for  the  MicroVAX, 
VAX  11-000  and  VAX  8000  ver¬ 
sions,  respectively.  For  new  users, 
the  new  Blast  version  is  priced  at 
$695,  $995  and  $1,295,  respective¬ 
ly,  for  the  same  three  VAXes. 

Communications  Research 
Group,  5615  Corporate  Blvd.,  Ba¬ 
ton  Rouge,  La.  70808,  or  call  (504) 
923-0888. 


Racal-Milgo  modems  meet 
CCITT  V.33  specifications 

Racal-Milgo,  Inc.  recently  an¬ 
nounced  the  expansion  of  its  RM- 
Series  modem  family  with  the  RM- 
1433,  a  synchronous  leased-line 
modem  that  meets  mandatory  and 
optional  requirements  of  the 
CCITT  V.33  specification. 

According  to  the  vendor,  the 
RM-1433  can  be  used  with  most 


older  type  3002  voice-grade  pri¬ 
vate  lines,  newer  5,  6,  7  or  8  ser¬ 
vice  types  with  D  conditioning  or 
CCITT  Ml 020  lines. 

Modem  speed,  port  configura¬ 
tion,  transmit  level  and  other  RM- 
1433  configuration  information  is 
displayed  and  selected  from  a 
touch-sensitive  front  panel.  Addi¬ 
tional  standard  features  include 
built-in  local  and  remote  tests  for 
fault  isolation  and  nonvolatile 
memory  for  protection  of  stored 
configuration  and  strap  settings  in 
the  event  of  a  power  outage. 

An  Eye  Pattern  Generator  pro¬ 
vides  a  visual  display  of  important 
internal  operating  characteristics 
without  interrupting  or  degrading 
data  transmission. 

Options  for  the  modem  include 
Multiport,  which  allows  terminals 
to  share  the  modem  and  minimizes 
the  number  of  phone  lines  needed 
in  a  network;  Racal-Milgo’s  Inte¬ 
gral  Async  Support,  which  allows 
asynchronous  equipment  to  oper¬ 
ate  over  the  modem’s  synchronous 
capabilities;  and  an  Integral  En¬ 
cryption  option  based  on  the  Data 
Encryption  Standard. 

The  RM-1433  is  available  at  a 
single-unit  price  of  $3,150,  with 
options  priced  separately  and 
quantity  discounts  available. 

Racal-Milgo,  Inc.,  1601  N.  Har¬ 
risons  Pkwy.,  Sunrise,  Fla.  33323, 
or  call  (305)  475-1601. 


Crystal  Point’s  PC-TERM 
supports  NETBIOS  networks 

Crystal  Point,  Inc.  recently  an¬ 
nounced  that  Version  3.2  of  its  PC- 
TERM  communications  program 
now  supports  Network  Basic  I/O 
System-compatible  networks,  mul¬ 
tiple  sessions  and  background  op¬ 
eration. 

A  general  purpose  communica¬ 
tions  program  for  networked  and 
stand-alone  IBM  Personal  Comput¬ 
ers  and  compatibles,  PC-TERM  fea¬ 
tures  a  macro  language  that  can  be 
used  to  program  complex  opera¬ 
tions  into  one  key  stroke  to  create 
custom  menu  and  turnkey  systems 
and  to  perform  unattended  opera¬ 
tions.  Basic  operation,  without 
macros,  is  menu-driven. 

Background  operation  of  PC- 
TERM  allows  file  transfers,  macro 
execution  and  remote  system  oper¬ 
ations  to  take  place  while  the  per¬ 
sonal  computer  is  being  used  for 
other  tasks.  A  user  can  start  a  file 
transfer  on  a  remote  computer,  put 
PC-TERM  in  the  background  and 
continue  with  other  work  while 
the  transfer  continues. 

Other  enhancements  to  the  PC- 
TERM  Version  3.2  include:  addi¬ 
tion  of  Digital  Equipment  Corp. 
VT220  and  Tandem  Computers, 
Inc.  terminal  emulations,  automat¬ 
ic  international  character  transla¬ 
tion  and  remote-access  security 
flag. 

PC-TERM  is  distributed  on  314- 
in.  and  514-in.  disks  for  installation 
on  stand-alone  personal  computers 
or  networked  systems.  Pricing  for 
a  stand-alone  PC-TERM  is  $249, 
and  pricing  for  a  network  PC- 
TERM  with  32  users  is  $1,600. 
Pricing  for  larger  networks  and  in¬ 
formation  on  site  licenses  are 


available  on  request. 

Crystal  Point,  Inc.,  12221  N.E. 
140th,  Kirkland,  Wash.  98034,  or 
call  (206)  821-1909. 


Network  Software  debuts 
AdaptSNA  LUO  software 

Network  Software  Associates, 
Inc.  recently  released  program-to- 
program  communications  software 
for  IBM  Personal  System/2s,  Per¬ 
sonal  Computers  and  compatibles 
in  Systems  Network  Architecture/ 
Synchronous  Data  Link  Control  en¬ 
vironments. 

The  new  software,  called 
AdaptSNA  LUO,  offers  an  applica¬ 
tion-independent  implementation 
of  the  IBM  Logical  Unit  Type  0  pro¬ 
tocol  for  PC-DOS  applications.  Us¬ 
ing  the  package,  those  applications 
can  be  modified  to  communicate 
under  LU  0,  the  company  reported. 

The  package  provides  two  levels 
of  LU  0  verbs,  an  application  sub¬ 
system  and  an  interactive  imple¬ 
mentation  tool  kit.  The  basic  verbs 
control  the  LU  0  protocol.  The  im¬ 
plementation  tool  kit  assists  users 
in  creating  their  own  LU  0  applica¬ 
tions. 

LU  0  is  the  LU  classification  for 
several  customized,  host-based 
SNA  applications.  IBM’s  Informa¬ 
tion  Management  System,  Batch 
Control  Program,  Transaction  Pro¬ 
cessing  System  and  CICS  applica¬ 
tion  subsystem  all  use  LU  0. 

AdaptSNA  LU  0  runs  on  all 
members  of  the  IBM  Personal  Sys¬ 
tem/2  and  Personal  Computer  fam¬ 
ilies  and  compatibles  equipped 
with  256K  bytes  of  memory  and  an 
SDLC  card  and  running  under  PC- 
DOS  2.0  or  later  versions. 

Network  Software  Associates, 
Inc.,  22982  Mill  Creek,  Laguna 
Hills,  Calif.  92653,  or  call  (714) 
768-4013. 


Rack-mountable  version 
of  Datapath  unit  out 

Northern  Telecom,  Inc.  recently 
introduced  a  rack-mountable  ver¬ 
sion  of  its  Datapath  terminal  inter¬ 
face  unit  used  to  support  switched 
digital  services  on  Northern  Tele¬ 
com’s  Meridian  SL-100  private 
branch  exchange. 

The  data  units  convert  terminal 
transmission  protocols  to  Time 
Compression  Multiplexing,  the  dig¬ 
ital  protocol  used  in  Northern  Tele¬ 
com  switches. 

The  rack-mountable  Datapath  is 
available  in  two  models,  a  low- 
speed  RS-232-C  interface  and  a 
high-speed  V.35  interface.  The 
low-speed  unit  offers  synchronous 
or  asynchronous  data  transmission 
at  speeds  from  300  to  19. 2K  bit/ 
sec.  The  high-speed  unit  offers 
synchronous  data  transmission 
only  at  speeds  of  48K,  56K  and  64K 
bit/sec. 

The  units  are  priced  at  $855.  A 
rack-mountable  shelf  holding  up  to 
16  data  units  is  available  for 
$1,600. 

Northern  Telecom,  Inc.,  Open 
World  Marketing  M.S.  230,  2305 
Mission  College  Blvd.,  Santa 
Clara,  Calif.  95054,  or  call  (408) 
988-5550.  U 


Get  all  the  facts  on  VAX 

And  make  it  work  better  for  you! 


Come  to  VAX  Business  User  Forum 
—  the  complete  resource  for  professional  or  potential  VAX  users 

October  26'28,  New  York  City 


It’s  here  at  last  —  the  ideal  way  to  get  the  facts  you  need  to 
make  the  most  of  your  VAX  equipment.  VAX  Business  User 
Forum,  the  only  conference  designed  for  professional  VAX  users, 
is  your  complete  resource  for  MIS,  office,  network  and  commer¬ 
cial  applications. 

Whether  you’ve  got  years  of  VAX  experience  or  whether  you’re 
still  considering  VAX,  VAX  Business  User  Forum  has  what  you 
need. 

Beginning  with  a  full  day  of  professional  tutorials,  the  Forum 
offers  in-depth  coverage  of  multivendor  and  VAX  computing 
topics.  Plus  you  get  two  days  of  conferences  featuring  VAX- 


specific  topics  led  by  industry  experts. 

You’ll  learn  not  only  from  the  experts,  but  also  from  your 
peers.  The  Forum  gives  you  the  chance  to  meet  colleagues  from  all 
over  the  country.  It’s  a  unique  opportunity  to  exchange  ideas,  and 
return  to  work  with  a  fresh,  practical  outlook. 

VAX  Business  User  Forum  is  a  one-of-a-kind  source  of  impor¬ 
tant  information  —  information  that  will  help  you  and  your 
company  reach  new  goals. 

So  get  the  complete  facts  on  VAX.  Come  to  VAX  Business 
User  Forum,  your  complete  VAX  resource. 

VAX  is  a  trademark  of  Digital  Equipment  Corporation. 


Information  and  instruction  that  will  help  you  work  better  . . . 


VAX  Business  User  Forum’s 
Professional  Tutorials 

Monday,  October  26 

Choose  the  seminar  that  best  suits  your  needs.  Taught  by  leading  independent 
consultants,  these  day-long  tutorials  provide  instruction  in  areas  that  relate 
directly  to  your  job  and  organization. 

T-l  Introduction  to  VAX-Based  Database  Systems 

Leader:  Carl  Malamud,  principal,  Computer  and  Communications 
Consulting 

This  seminar  will  present  a  clear  overview  of  database  management  in  the 
Digital  environment,  as  well  as  other  VAX-compatible  systems.  Topics  include 
VAX  architectures  and  DBMS  software,  Digital’s  database  dictionary  and 
query  languages  and  distributed  databases  that  use  DEC  products.  You’ll  learn 
how  to  interface  with  non-DEC  systems  such  as  IBMs  and  PCs,  and  how  to  use 
independent  DBMS  software  systems.  Who  should  attend:  Ideal  for  MIS 
managers  and  systems  programmers  involved  in  database  applications  or  for 
anyone  who’d  like  a  basic  understanding  of  the  subject. 

T-2  Designing  Networks  with  Digital  and  other  Vendor  Architectures 

Leader:  Jim  Herman,  director,  Telecommunications  Consulting  Group, 
BBN  Communications  Inc. 

This  seminar  will  take  a  practical  look  at  how  to  design  and  upgrade  modern, 
wide-area  distibuted  data  networks.  You’ll  learn  how  to  assess  specific  require¬ 
ments  and  choose  the  right  architectures  to  design  configurations  that  meet 
those  needs.  Discussion  includes  the  evaluation  of  various  VAX  products  as 
well  as  guidance  on  how  to  plan  for  change.  Who  should  attend:  An  important 
resource  for  DP  and  data  network  managers,  planners,  analysts  and  others  who 
evaluate,  purchase  or  use  communications  networks. 

T-3  Managing  Mixed  Vendor  and  Local  Networks 

Leader:  Dr.  Kenneth  Thurber,  president,  Architecture  Technology  Corp. 

This  session  will  provide  a  thorough  study  of  the  issues  involved  in  managing 
mixed  vendor  and  local  networks,  stressing  the  function  characteristics  and 


capabilities  of  various  designs  and  gateway  technologies.  Discussion  includes 
LAN-based  systems,  Ethernet  and  token-ring  gateways  and  LAN-to-LAN 
gateways.  You’ll  learn  how  to  evaluate  and  implement  various  technologies 
and  products  including  those  expected  in  the  future.  Who  should  attend: 
Especially  useful  for  DP  managers  systems  analysts,  marketing  managers  and 
others  wbo  need  to  know  how  to  manage  mixed  vendor  local  networks. 

T-4  Comparing  AlMn-1  and  other  Office  Automation  Architectures 

Leader:  Amy  Wohl,  president,  Wohl  Associates 

Examining  the  status  of  DEC’s  All-In- 1  in  today’s  office  environment,  this 
seminar  discusses  current  applications,  as  well  as  those  likely  to  evolve  in  the 
future.  A  comparison  of  All-In- 1  with  competing  architectures,  such  as  those 
offered  by  IBM,  includes  a  look  at  how  it  fares  in  an  ever-changing  market. 
Who  should  attend:  A  good  choice  for  professionals  who  currently  use  All-In- 1 
and  for  those  who  are  considering  new  architectures  for  their  communications 
network. 

Plus  two  days  of  valuable  conferences  ♦ . . 

Tuesday  &  Wednesday,  October  27  &  28 

A  two-day  conference  program  with  25  different  sessions  features  well-known 
industry  leaders  speaking  on  issues  that  concern  you  and  your  organization. 

Here’s  just  a  sample  of  what  to  expect: 

•  Linking  IBM  PCs,  VAXs  and  MICROVAXs 

•  A  Short  Course  on  High  Performance  Architecture 

•  Data  Security  for  the  Network 

•  Desktop/Corporate  Publishing 

•  The  VAXstation  2000:  Examining  the  Workstation  Potential 

•  Strategic  Use  of  Mixed  Vendor  Computing  Capabilities 

VAX  Business  User  Forum  is  sponsored  by  Digital  NEWS,  your  information  resource  specifically 
for  VAX  computing,  and  is  produced  by  IDG  Conference  Management  Group,  the  producer  of 
Communication  Networks.  Both  are  International  Data  Group  Companies. 


For  more  information,  call  Dorothy  Ferriter  (800)  343*6474,  ext.  327,  in  Mass.  (617)  879*0700. 

Don’t  delay,  register  nowl 


VAX 


BUSINESS  USER 


FORUM 

Return  registration  form  and 
remittance  to:  VAX  Business 
User  Forum,  P.O.  Box  9171, 
Framingham,  MA  01701-9171. 
Or  call  Dorothy  Ferriter 
TOLL  FREE  (800)  343-6474 
ext.  327  or  in  Mass,  call 
(617)879-0700  ext.  327. 


Registration  Form 

Yes,  I’d  like  to  get  the  facts  on  VAX  by  attending 
VAX  Business  User  Forum,  October  26-28,  1987, 
The  Roosevelt  Hotel,  New  York  City. 

Choose  one  tutorial  and  indicate  number: 

□  Tutorial  plus  two-day  conference  program 

(Mon. -Wed.,  Oct.  26-28),  including  lunches. 
Tutorial  No.  T- _ $890.00 

□  Tutorial  only  (Mon.,  Oct.  26),  including  lunch. 

Tutorial  No.  T- _ $395.00 

□  Two-day  conference  program  (Tues.-Wed., 

Oct.  27-28),  including  lunches.  $495.00 

□  Send  me  more  information  about 
VAX  BusinessTJser  Forum. 

Registrations  cancelled  later  than  October  19, 
1987  are  subject  to  a  $100.00  service  charge. 
Registration  may  be  transferred  at  no  charge. 


Name: - — — - 

Title: _ - 

Company: _ _ — . — - 

Street:  - — — - 

City:  _ State:  - Zip:  - 

Telephone:  (  )  - Ext.  - 

□  Check  enclosed.  Make  payable  to  VAX  Business  User  Forum. 

□  Bill  me.  □  Bill  company  (P.O.  # - ) 

□  American  Express  □  Mastercard  □  VISA 

Card  No.  _ _ -  Expiration  Date  - 

Signature  - — - 

NWW2 


JEFFREY  M.  KAPLAN 

Proceed  with  caution 


“Systems  integration”  is  the  buzzword  of 
1987.  Every  vendor  claims  to  offer  it,  and 
all  users  wonder  what  they’re  getting.  Is 
systems  integration  a  service  that’s  worth¬ 
while  to  users?  Is  it  a  service  that  vendors 
are  truly  capable  of  providing?  The  answer 
to  both  questions  is  yes,  if  users  are  careful 
to  select  a  qualified  vendor. 

Systems  integrators  are  systems  suppliers 
that  assist  users  in  achieving  cost-effective 
interoperability  and  compatibility  among  dif¬ 
ferent  vendors’  equipment  and  services.  The 
role  of  communications  in  systems  integra¬ 
tion  is  fundamental.  Systems  integrators 
claim  to  tie  together  dissimilar  devices  into  a 
coherent,  cost-effective  network. 

Since  the  AT&T  divestiture,  the  communi¬ 
cations  component  of  the  systems  integration 
process  has  gained  greater  attention  from 
users.  Freed  of  the  shackles  of  the  old  Bell 
System,  many  users  took  advantage  of  their 
newfound  freedom  to  build  their  own  pri¬ 
vate  communications  facilities.  The  prolifer¬ 
ation  of  new  communications  products  and 
services  and  the  advent  of  price  competition 
enabled  users  to  acquire  communications 
equipment  at  a  rapid  rate. 

During  the  past  year,  this  rapid  procure¬ 
ment  cycle  has  given  way  to  a  user  retrench¬ 
ment,  which  is  reflected  in  the  slowing  sales 
of  many  vendors.  Users  have  decided  to  take 
time  out  to  reassess  their  needs.  They’ve 
learned  that  the  lack  of  industry  standards 
has  created  a  nightmare  of  incompatible  sys- 

Kaplan  is  director  of  communications  in¬ 
dustry  research  for  International  Data  Corp. 
in  Framingham,  Mass. 


terns  and  costly  duplication.  Because  commu¬ 
nications  is  seen  by  many  users  less  as  an 
end  in  itself  than  as  a  utility  for  other  sys¬ 
tem  requirements,  they’re  looking  for  ways 
to  tie  their  communications  facilities  more 
closely  to  their  data  processing  facilities. 

Communications  equipment  and  services 
vendors  have  caught  on.  to  this  trend  as 
their  sales  slow  and  margins  tighten.  They 
realize  that  many  users  will  no  longer  accept 
simple  black  box  solutions.  Users  are  de¬ 
manding  greater  functionality  and  interoper¬ 
ability.  In  response,  vendors  have  offered 
systems  integration  services  to  generate 
new  revenues. 

A  distinguishing  feature  of  this  form  of 
systems  integration  is  that  the  supplier  as¬ 
sumes  full  responsibility  for  the  project, 
even  though  portions  may  be  performed  by 
other  vendors  that  act  as  subcontractors. 
This  general  contractor  approach  is  much 
like  that  of  the  construction  industry. 

Communications  vendors  see  systems  inte¬ 
gration  as  a  way  of  establishing  long-term 
relationships  with  users.  By  winning  long¬ 
term  contracts,  vendors  can  lock  in  revenue 
flows  over  an  extended  period.  And  by  of¬ 
fering  users  the  added  benefit  of  systems  in¬ 
tegration,  these  vendors  hope  to  differenti¬ 
ate  themselves  from  their  competititors  and, 
therefore,  charge  higher  fees  and  increase 
profit  margins. 

Communications  vendors  are  using  a  vari¬ 
ety  of  strategies  to  penetrate  the  systems  in¬ 
tegration  market.  Some  are  using  the  “Tro¬ 
jan  horse”  technique,  in  which  a  major 
device  (such  as  a  private  branch  exchange 
or  packet  switch)  is  first  rolled  into  the  user 


environment  before  the  vendor  pitches  a 
larger  systems  solution.  Other  vendors  are 
broadening  their  product  lines  to  offer  cus¬ 
tomers  greater  capabilities.  Still  other  ven¬ 
dors  are  repositioning  themselves  to  meet  a 
wider  variety  of  user  needs  more  effectively 
through  strategic  alliances. 

Users  must  carefully  assess  their  suppli¬ 
ers’  true  systems  integration  capabilities  be¬ 
fore  they  make  any  long-term  commitments. 
They  should  remember  that  most  communi¬ 
cations  vendors  have  evolved  in  an  industry 
in  which  finger-pointing  is  the  norm.  It’s 
hard  enough  to  get  vendors  to  own  up  to 
their  own  product  or  service  deficiencies;  ex¬ 
pecting  them  to  cooperate  with  other  ven¬ 
dors  may  be  unrealistic.  Expecting  a  commu¬ 
nications  vendor  playing  the  role  of  primary 
communications  contractor  to  accept  respon¬ 
sibility  for  equipment  and  services  provided 
by  other  subcontractor  vendors  seems  even 
more  unrealistic. 

Add  to  these  concerns  the  fact  that  few 
communications  vendors  have  a  broad  view 
of  users’  voice  and  data  requirements,  and  it 
seems  unlikely  that  many  vendors  will  be 
able  to  meet  users’  systems  integration  needs 
fully.  Users  who  are  checking  out  systems 
integrators  to  solve  their  problems  should  be 
cautioned:  Check  each  potential  supplier’s 
credentials  carefully.  What  kind  of  experi¬ 
ence  does  the  vendor  bring  to  the  table? 

Does  it  have  a  successful  track  record  local¬ 
ly?  Does  it  have  the  necessary  project  man¬ 
agement  skills?  Finally,  does  the  supplier 
have  the  financial  resources  to  see  the  pro¬ 
ject  through?  With  many  vendors,  the  an¬ 
swers  may  be  no.  □ 


MANAGEMENT  STRATEGIES  — ■  . .  -■  -  .  = 


JAMES  HERMAN 

Diversify  investments 


Change  is  one  of  the  few  certain¬ 
ties  in  communications  manage¬ 
ment,  and  network  planning  must 
take  that  into  account. 

Rapid  technological  progress 
threatens  to  render  today’s  stan¬ 
dard  equipment  obsolete  in  just  a 
few  years.  In  addition,  the  innova¬ 
tive  application  of  information 
systems  to  business  needs  is  chang¬ 
ing  network  capacity  and  function¬ 
ality  requirements.  As  a  result,  ma¬ 
jor  investment  decisions  on 
network  upgrades  are  more  diffi¬ 
cult  and  risky. 

With  networks  growing  rapidly 
in  scale,  scope  and  complexity, 
choosing  the  wrong  technology  or 
vendor  can  have  serious  conse¬ 
quences.  Yet,  not  choosing  at  all 
can  also  be  risky. 

The  accelerating  pace  of  change 
forces  companies  to  keep  updating 

Herman  writes,  teaches  and 
consults  on  network  technology  in 
Cambridge,  Mass. 


their  communications  so  as  not  to 
fall  behind  their  competitors.  Com¬ 
munications  plays  a  key  strategic 
role  in  a  growing  number  of  indus¬ 
tries.  Meanwhile,  requirements 
keep  increasing.  Demand  keeps  ris¬ 
ing.  Managers  who  put  off  major 
changes  may  find  that  their  net¬ 
works  are  tightly  tied  to  a  dead¬ 
end  technology  or  that  the  net¬ 
work  is  overly  optimized  to  a 
single  usage  pattern  or  application. 

A  frequent  reaction  to  decision 
making  in  the  face  of  uncertainty 
is  to  try  to  reduce  uncertainty  by 
accurately  predicting  the  future. 
Yet  the  very  complexity  of  today’s 
situation  makes  this  the  least  suc¬ 
cessful  coping  strategy. 

Another  strategy  is  to  grasp  at 
leading  edge  technology  in  hopes 
that  it  will  resist  obsolescence 
longer  than  established  technol¬ 
ogies.  Current  interest  in  fiber-op¬ 
tic  local-area  networks,  Integrated 
Services  Digital  Networks  and  hy¬ 
brid  switching  exemplifies  this. 


But  investing  in  immature  technol¬ 
ogies  leads  to  extra  costs  and  fre¬ 
quent  changes. 

Another  side  effect  of  the  diffi¬ 
culty  of  decision  making  is  the  ten¬ 
dency  to  stick  with  what  you  have. 
It’s  possible  to  become  trapped  by 
success  and  not  keep  pace  with 
technology.  Many  companies  still 
have  their  data  processing  systems 
organized  around  large,  centralized 
mainframes  running  a  mix  of  batch 
and  on-line  applications.  However, 
new  personal  computer  and  mini¬ 
computer  systems,  coupled  with 
flexible  networking,  allow  distrib¬ 
uted  solutions  that  shouldn’t  be  ig¬ 
nored. 

The  most  common  reaction  is  to 
stick  with  safe  vendors.  Blue  chip 
systems  dominate  in  corporations 
around  the  world.  But  while  such 
choices  minimize  risk,  as  in  the 
stock  market,  you  rarely  strike  it 
rich  by  sticking  with  the  blue 
chips. 

A  different  strategy  is  diversifi¬ 


cation,  which  spreads  risk  and  in¬ 
creases  opportunities.  In  terms  of 
communications  technology,  this 
means  having  an  explicit  policy  of 
investing  in  several  different  kinds 
of  systems,  vendors  and  technol¬ 
ogies.  Some  applications  are  sup¬ 
ported  by  stable,  mature  technol¬ 
ogies,  while  others  may  be  good 
candidates  for  emerging  approach¬ 
es  such  as  distributed  processing 
or  new  protocols. 

Technologies  go  through  stages, 
as  do  people  and  businesses. 


To  think  is  to  act;  to  write  it 
down  and  send  it  to  Network 
World  is  better.  Send  us  a  col¬ 
umn  for  our  opinions  pages. 
Manuscripts  must  be  letter  qual¬ 
ity,  double-spaced  and  approxi¬ 
mately  600  to  750  words  in 
length.  Disk  and  modem  submis¬ 
sions  are  preferred.  Columns 
should  be  timely,  controversial, 
literate  and  accurate. 

Contact  Steve  Moore,  features 
editor,  Network  World,  Box 
9171,  375  Cochituate  Road,  Fra¬ 
mingham,  Mass.  01701,  or  call 
(617)  879-0700,  ext.  732. 
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After  emerging  from  an  embryonic 
period  of  research  and  develop¬ 
ment,  new  technologies  enter  a 
growth  phase  during  which  users 
begin  to  adopt  them.  Expert  sys¬ 
tems  and  network  management 
systems  are  still  in  the  embryonic 
phase,  while  T-l  networking  is  in 
the  growth  phase. 

At  some  point,  a  technology 
evolves  into  a  stable  set  of  prod¬ 
ucts  produced  by  established  ven¬ 
dors.  This  is  the  mature  phase,  in 
which  product  functionality  levels 
off,  prices  decline  and  standards 
are  adopted.  Multidrop  networks 
supporting  point-of-sale  and  auto¬ 
mated  teller  machine  terminals  are 
in  this  phase. 

Finally,  in  the  aging  phase,  use 
of  the  technology  drops,  usually 
due  to  replacement  by  other  ap¬ 
proaches,  and  maintenance  and  up¬ 
grades  become  difficult  and  costly. 
An  example  is  terminal  networks 
based  on  the  IBM  Binary  Synchro¬ 
nous  Communications  protocol. 

Proactive  management  requires 
investing  in  technologies  at  differ¬ 
ent  stages  in  their  life  cycles.  In¬ 
vestments  should  be  split  between 
growth  technologies  and  mature 
ones.  Gradually  weed  out  products 


based  on  aging  standards,  while 
experimenting  with  embryonic 
technologies. 

A  rich  stock  of  technology  in- 
house  makes  for  informed  deci¬ 
sions.  You’ll  have  more  options 
and  better  protection  against  unex¬ 
pected  changes.  You  can  take  an 
evolutionary  approach  to  upgrad¬ 
ing  existing  networks  by  buying 
more  of  the  successful  products 
and  fewer  of  the  aging  or  ineffec¬ 
tive  ones.  Over  time,  the  mix  of 
technologies  will  change.  Through 
differential  purchasing,  major 
transitions  in  technology  can  be  ef¬ 
fected  in  a  few  years,  without  any 
abrupt  or  discontinuous  conver¬ 
sions. 

To  achieve  this  technology  mix, 
however,  you  must  have  a  network 
architecture  that’s  open,  layered 
and  flexible.  You  must  be  capable 
of  substituting  new  systems  at  one 
level  without  having  to  change  the 
rest  of  the  network.  Above  all,  you 
must  be  using  vendor-independent 
protocols  and  interface  standards. 

The  key  to  a  strong  technology 
base  is  the  richness  of  its  diversity 
and  the  ability  to  integrate  many 
technologies  into  an  open  architec¬ 
ture  for  future  developments. □ 


A  recent  opinion  column  by 
Steve  Zamierowski  (“RFPs  key 
to  open  systems,”  AW,  July  13) 
appears  to  discourage  user  par¬ 
ticipation  in  the  Corporation  for 
Open  Systems  (COS).  It  also  min¬ 
imizes  COS’  critical  importance 
to  users  by  stressing  the  power 
of  requests  for  proposal. 

Following  his  advice  would 
lead  to  billions  of  dollars  in  in¬ 
creased  costs  to  users.  Users 
would  pay  with  severely  con¬ 
strained  competitive  flexibility 
and  uncontrollable  corporate  in¬ 
formation  technology  expenses. 

It’s  a  big  mistake  to  suggest 
that  working  closely  with  a  ven¬ 
dor  encourages  user-induced 
changes  in  a  product.  My  experi¬ 
ence  indicates  that  the  best  way 
to  get  change  from  a  vendor  is 
to  buy  a  competitor’s  product. 

The  column  goes  so  far  as  to 
recommend  that  users  remain 
outside  COS  and  limit  their  role 
to  selecting  vendors  that  meet 
their  needs.  Essentially,  this  ar¬ 
gument  amounts  to  doing  things 
the  same  old  way  that  got  users 
into  the  lamentable  state  we  all 
share  —  a  state  in  which  users 
can’t  share  data,  programs  or 
peripherals. 

Supporting  COS  is  users’  best 
short-term  strategy  because  it 
does  three  things  that  users  can¬ 
not  do  themselves: 

■  It  promotes  the  concept  of  in¬ 
ternationally  standardized  inter¬ 
face  points  where  small,  medium 
and  large  vendors  can  couple 
their  products  to  the  products  of 
other  vendors. 

■  It  develops  tests  that  prove  in¬ 
dividual  products  will  success¬ 
fully  connect  at  the  standard  in¬ 
terface  points  with  all  other 
similarly  tested  products. 

■  It  advocates  centralized  certifi¬ 
cation  and  listing  of  products 
that  pass  intervendor  interface 
tests. 

Users  have  had  neither  the 
inclination  nor  resources  to  par¬ 
ticipate  in  national  and  interna¬ 
tional  standards  bodies. 

Instead,  they’ve  standardized 
by  selecting  from  among  the 
products  vendors  have  made 
available. 

But  vendors  have  been  in¬ 
creasingly  adept  at  holding  their 
customer  bases  captive  by  hold¬ 
ing  users’  data,  programs  and 
equipment  investments  hostage 

Berg  is  president  of  Future- 
Tech,  Inc.,  a  consulting  firm  in 
Long  Lake,  Minn. 


to  a  proprietary  environment. 

Manufacturing  Automation 
Protocol,  Technical  and  Office 
Protocol,  and  Federal  Informa¬ 
tion  Processing  Standards  are  ef¬ 
forts  by  large  users  to  make 
multivendor  options  available 
through  standardization.  Their 
experience  indicates  the  need  for 
broader  and  more  concerted  user 
support  of  open  systems. 

In  short,  users  and  COS  must 
cultivate  a  market  for  open  sys¬ 
tems  that  attracts  vendors  and 
users,  and  they  must  do  this  not 
out  of  altruism  or  good  citizen¬ 
ship  but  in  order  to  compete  in 
the  new  global  market. 

The  history  of  the  personal 
computer  market  in  the  past  five 
years  provides  a  guide  to  what 
users  can  expect  if  COS  suc¬ 
ceeds:  more  competition,  product 
diversity,  swift  introduction  of 
new  technology  and  price  cuts. 

Users  will  ultimately  decide 
the  fate  of  the  Open  Systems  In¬ 
terconnect  standards  through 
RFPs,  but  only  if  concrete,  objec¬ 
tive  tests  exist  to  back  clear, 
precise  specifications  in  those 
RFPs.  Such  tests  have  proven 
difficult  and  expensive.  No  ven¬ 
dor  will  invest  in  multivendor 
testing  suites  only  to  have  other 
vendors  profit  from  them. 

Users  should  consider  them¬ 
selves  fortunate  that  current 
competition  has  forced  vendors 
to  cooperate  in  seeking  stan¬ 
dards  that  permit  competition 
within  standard  interfaces.  Us¬ 
ers  should  leap  forward  to  en¬ 
dorse  these  efforts  before  ven¬ 
dors  have  a  chance  to  change 
and  begin  touting  nonstandard 
interfaces. 

Finally,  users  should  not  “cer¬ 
tify”  vendors  —  whatever  that 
means  —  but  should  seek  certi¬ 
fied  products.  Ideally,  product 
certification  would  result  from 
independent  third-party  testing 
with  costs  spread  equitably  over 
a  wide  segment  of  the  industry. 

Users  shouldn’t  pay  for  certi¬ 
fication,  except  through  the 
common  appearance  of  that  cost 
in  all  vendor  prices.  COS  should 
emulate  the  example  of  Under¬ 
writers  Laboratories.  Users  — 
armed  with  the  knowledge  that 
certified  products  can  be  speci¬ 
fied  in  RFPs,  objectively  tested 
and  effectively  used  —  can  then 
back  their  self-interest  with  pur¬ 
chase  power. 

But  this  begins  and  ends  with 
users  directly  supporting  COS 
and  its  programs.  □ 
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Despite 
NetView’ s 
drawbacks, 
users  and 
vendors  will 
be  following 
IBM’s  net 
management 
lead. 


Having  attracted  little  attention 
in  the  past,  IBM’s  network  manage¬ 
ment  offerings  are  suddenly  a  hot 
topic  as  telecommunications  and 
Mis  staffs  search  for  new  ways  to 
maintain  high-quality  network  ser¬ 
vice  for  their 
users. 

Virtually  ev¬ 
eryone  involved 
with  data  com¬ 
munications 
heard  IBM’s 

Net  View/PC  an¬ 
nouncement, 
and  predictions 
abound  that 

NetView  will 
become  the  de 
facto  network 
management 
standard.  Nev¬ 
ertheless,  many 
managers  are 
discovering  that 
NetView  is  not 
a  network  man¬ 
agement  pana¬ 
cea. 

Availability 
of  high-quality 
network  service 
is  vital,  particu¬ 
larly  as  more 
companies  be¬ 
come  dependent 


Passmore  is  a  principal  at  Net¬ 
work  Strategies,  Inc.,  a  communi¬ 
cations  consulting  firm  in  Fairfax, 
Va.  He  also  teaches  a  class  on  Sys¬ 
tems  Network  Architecture  for  Sys¬ 
tems  Technology  Forum,  a  data 
communications  seminar  compa¬ 
ny  in  Fairfax. 


on  data  communications  to  conduct 
their  core  business  activities.  Im¬ 
plementing  a  data  communications 
network  by  assembling  products 
and  services  from  multiple  vendors 
is  difficult  enough;  keeping  this 
networking  conglomeration  up  and 
running  —  often  on  an  around-the- 
clock  basis  —  is  an  even  greater 
challenge. 

Elements  of  net  management 

Network  management  encom¬ 
passes  a  wide  range  of  functions, 
including: 

■  Problem  management:  detection 
and  correction  of  problems,  includ¬ 
ing  problem  determination,  diagno¬ 
sis,  bypass  and  recovery,  and  reso¬ 
lution. 

■  Performance  and  accounting 
management:  monitoring  perfor¬ 
mance  and  fine-tuning  operations, 
including  response  time,  availabil¬ 
ity  and  utilization  as  well  as  com¬ 
ponent  delay  monitoring,  perfor¬ 
mance  tuning  and  accounting. 

■  Configuration  and  change  man¬ 
agement:  maintaining  status  infor¬ 
mation  about  network  resources 
and  controlling  changes. 

The  high  degree  of  customer  in¬ 
terest  in  these  functions  has  whet¬ 
ted  the  appetites  of  vendors  look¬ 
ing  for  ways  to  gain  a  competitive 
advantage.  In  a  typical  multiven¬ 
dor  environment,  each  vendor  tries 
to  gain  ground  by  providing  the 
network  management  system  into 
which  all  other  products  must  feed 
information.  The  network  manage¬ 
ment  system  centrally  controls  all 
network  components. 

The  vendor  that  provides  this 
system  sets  the  standard  for  net¬ 
work  management,  making  it  more 
difficult  for  other  vendors’  often 
incompatible  products  to  establish 
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a  foothold  within  the  customer  en¬ 
vironment.  This,  in  effect,  is  IBM’s 
approach  with  NetView  and  Net- 
View/PC. 

While  NetView  and  NetView/PC 
are  relatively  new,  IBM  has  always 
supported  network  management, 
particularly  within  Systems  Net¬ 
work  Architecture  networks.  To 
support  the  above  capabilities, 
IBM  has  built  network  manage¬ 
ment  functions  into  SNA  (see  Fig¬ 
ure  1,  page  30). 

Continued  on  next  page 
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From  previous  page 

Within  every  copy  of  VTAM 
software  running  in  a  mainframe 
host  computer,  there  resides  a  Sys¬ 
tems  Services  Control  Point  (SSCP) 
function.  The  SSCP  acts  as  the  net¬ 
work  supervisor  for  all  network 
components  controlled  by  a  partic¬ 
ular  host  computer,  referred  to  as 
that  host’s  domain. 

Thus,  the  SSCP  provides  the  net¬ 
work  management  functions  listed 
above  for  each  of  the  terminals, 
controllers,  front-end  processors 
and  links  within  a  domain,  as  well 
as  for  the  host  itself.  SNA  net¬ 
works  with  multiple  host  comput¬ 
ers  will  contain  multiple  SSCPs, 


During  the  past  year,  IBM  has 
introduced  new  terminology  for 
this  function,  referring  to  VTAM 
SSCP  hosts  as  Focal  Points  and 
other  SNA  node  products  contain¬ 
ing  PUs  as  Entry  Points  for  net¬ 
work  management  information. 

Building  on  SSCP 

SNA  products  have  always  sup¬ 
ported  centralized  network  man¬ 
agement  capabilities.  For  instance, 
SNA  nodes  have  always  imple¬ 
mented  SSCP  and  PU  functions, 
starting  with  the  introduction  of 
the  first  SNA  products  in  1974. 

Since  that  time,  IBM  has  contin¬ 
ued  to  add  to  SSCP  and  PU  func- 
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with  each  host  controlling  its  own 
portion  of  the  network,  or  domain. 

For  the  SSCP  in  VTAM  to  man¬ 
age  network  resources,  the  host 
must  be  able  to  communicate  ea- 
silywith  all  network  nodes  in  its 
domain.  The  SSCP  in  VTAM  must 
be  capable  of  issuing  network  man¬ 
agement  commands  to  other  SNA 
network  products  and  collecting 
information  about  network  status 
from  these  remote  nodes.  In  partic¬ 
ular,  hooks  must  be  built  into  all 
SNA  network  products  to  respond 
to  network  management  commands 
issued  by  VTAM. 

The  function  residing  in  each 
node  that  provides  network  man¬ 
agement  capabilities  is  called  a 
Physical  Unit  and  is  implemented 
in  that  node’s  product  software. 
Every  SNA  network  node,  whether 
a  host  computer,  communications 
controller  or  terminal  cluster  con¬ 
troller,  has  a  built-in  PU  function. 
The  SSCP  communicates  with  PUs 
via  a  full-time  session  (logical  con¬ 
nection)  to  the  PU  of  every  node 
within  its  domain. 

Another  way  of  thinking  about 
SNA  network  management  is  that 
the  host  VTAM-resident  SSCP  is 
the  centralized  “master”  for  net¬ 
work  management  functions,  while 
the  PUs  in  each  node  act  as 
“slaves.”  Sessions  between  the 
SSCP  and  remote  node  PUs  facili¬ 
tate  the  centralized  collection  of 
network  management  information 
in  the  host  computer. 


tionality  through  the  use  of  new 
network  management  commands. 
For  example,  around  1980,  IBM 
added  a  query  command  called  Re¬ 
cord  Formatted  Maintenance  Sta¬ 
tistics  (RECFMS).  RECFMS  can  be 
sent  between  a  remote  terminal 
cluster  controller  —  for  example,  a 
3274  —  PU  and  VTAM  to  deter¬ 
mine  engineering  change  levels  in 
the  controller  hardware,  software 
or  microcode,  or  to  find  the  num¬ 
ber  of  Synchronous  Data  Link  Con¬ 
trol  frames  received  in  error. 

As  more  network  management 
functions  were  added  to  SNA,  IBM 
decided  to  develop  a  new  generic 
network  management  command  or 
message  structure  that  could  be 
used  by  the  SSCP  in  VTAM  to  issue 
commands  or  to  gather  network 
status  information.  This  is  Net¬ 
work  Management  Vector  Trans¬ 
port  (NMVT).  NMVT  uses  an  easily 
extendable  hierarchical  encoding 
scheme  that  comprises  a  major  vec¬ 
tor  key,  subvectors  and  subfields. 

For  example,  the  Response- 
Time  Monitor  major  vectors,  iden¬ 
tified  by  keys  of  X’0080’  and 
X’8080’,  let  VTAM  collect  re¬ 
sponse-time  information  from  re¬ 
mote  3270  terminal  cluster  control¬ 
lers.  Different  NMVT  commands 
implement  most  of  the  network 
management  functions  described 
above. 

As  the  need  for  new  network 
management  functions  arises,  IBM 
defines  new  major  vector  keys 


within  NMVT.  This  requires  non- 
IBM  plug-compatible  SNA  product 
vendors  to  implement  these  new 
NMVT  commands  as  well,  if  they 
are  to  remain  equivalent  to  IBM 
SNA  products. 

Along  with  the  implementation 
of  the  NMVT  command,  IBM  has 
formally  documented  and  pub¬ 
lished  its  SNA  network  manage¬ 
ment  architecture. 

Late  in  1986,  IBM  released  a 
publication  titled,  “Systems  Net¬ 
work  Architecture  Format  and 
Protocol  Reference  Manual:  Man¬ 
agement  Services”  (IBM  document 
No.  SC30-3346). 

Other  vendors  can  use  this  docu¬ 
ment  to  implement  network  man¬ 
agement  functions  in  their  prod¬ 
ucts  that  emulate  SNA  nodes.  This 
manual  complements  the  publica¬ 
tion  describing  most  other  node 
functions,  which  is  called  “Sys¬ 
tems  Network  Architecture  Format 
and  Protocol  Reference  Manual: 
Architectural  Logic”  (IBM  docu¬ 
ment  No.  SC30-3112).  The  latter 
publication  has  been  continuously 
updated  over  the  past  10  years. 

The  NetView  generation 

More  recently,  SNA  network 
management  capabilities  were  en¬ 
hanced  by  the  1986  announcement 
of  NetView  and  NetView/PC  (see 
Figure  2).  These  products  open 
IBM’s  SNA  network  management 


Network  Logical  Data  Manager 
(NLDM),  Network  Problem  Deter¬ 
mination  Application,  VTAM  Node 
Control  Application  and  Network 
Management  Productivity  Facility. 

NetView/PC  runs  on  an  IBM  Per¬ 
sonal  Computer  AT  or  Personal 
Computer  XT  and  extends  SNA 
centralized  network  management 
facilities  to  non-SNA  environ¬ 
ments.  NetView/PC  permits  IBM- 
provided  or  third-party  applica¬ 
tion  programs  running  in  the 
Personal  Computer  to  pass  net¬ 
work  management  and  control  in¬ 
formation  —  received  from  non- 
SNA  products  —  to  NetView 
running  in  an  IBM  mainframe. 

For  example,  NetView/PC  can 
receive  network  management  mes¬ 
sages  from  the  Token-Ring  Net¬ 
work  Manager  or  from  Rolm  CBX 
Alert  Monitor  programs  running  in 
the  Personal  Computer,  and  it  can 
pass  this  information  to  NetView 
in  the  host. 

As  with  other  SNA  cluster  con¬ 
troller  nodes,  NetView/PC  uses  an 
SSCP-to-PU  session  with  VTAM  to 
pass  control  information  to  Net- 
View.  Under  IBM’s  new  terminol¬ 
ogy,  NetView/PC  in  support  of 
non-SNA  systems  is  an  example  of 
a  network  management  Service 
Point  passing  network  manage¬ 
ment  information  to  the  NetView 
Focal  Point. 

The  software  interface  between 
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architecture  to  non-SNA  products, 
either  from  IBM  or  other  vendors. 

NetView,  running  in  an  IBM  host 
as  a  VTAM  network  management 
application  program,  provides  a 
cohesive  set  of  SNA  network  man¬ 
agement  tools  in  a  single  product. 
It  is  IBM’s  response  to  customer 
complaints  that  its  multiple  net¬ 
work  management  products  consti¬ 
tuted  a  confusing  alphabet  soup. 
NetView  in  the  host  works  in  con¬ 
cert  with  the  SSCP  function  in 
VTAM  to  support  most  network 
management  functions. 

NetView  replaces  and  includes 
most  of  the  functions  of  Network 
Communications  Control  Facility, 


NetView/PC  and  Personal  Comput¬ 
er-resident  network  management 
application  programs,  Application 
Program  Interface/Communica¬ 
tions  Services,  is  well-documented 
and  well-publicized. 

IBM  is  encouraging  third-party 
network  product  vendors  to  utilize 
this  interface  and  establish  Net¬ 
View/PC  as  a  de  facto  network 
management  standard.  More  than 
25  major  multiplexer  and  modem- 
based  network  management  sys¬ 
tem  vendors  are  reportedly  imple¬ 
menting  NetView/PC  application 
programs,  which  will  be  released 
as  future  products. 

Continued  on  page  40 
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Its  mission: 
to  boldly  go 
where  IBM 
has  never 
gone  before. 


BY  CLARE  FLEIG 

Special  to  Network  World 

Enterprise  Marketing  —  the 
term  conjures  up  images  of  fast- 
moving,  fast-acting  start-up  com¬ 
panies  run  by  entrepreneurs  who 
look  for  and  react  to  market  oppor¬ 
tunities. 

It’s  not  an  image  usually  associ¬ 
ated  with  IBM.  But  for  the  last  two 
years,  the  company  has  been  work¬ 
ing  to  get  communications  manag¬ 
ers  who  hear  the  words  “Enter¬ 
prise  Marketing”  to  think  first  and 
foremost  about  IBM  and  its  Rolm 
Corp.  subsidiary.  To  date,  this 
Continued  on  next  page 

Fleig  is  director  of  systems  re¬ 
search  for  the  International  Tech¬ 
nology  Group,  a  Los  Altos,  Calif - 
based  research  company. 
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ABOARD  THE  ENTERPRISE  PROGRAM 


From  previous  page 
venture  has  met  with  limited  suc¬ 
cess. 

History 

The  Enterprise  Marketing  Pro¬ 
gram  (EMP)  was  established  in 
1985  as  a  formal  joint  sales  project 
between  IBM  and  Rolm.  The  pro¬ 
gram  was  designed  to  foster  com¬ 
mitment  to  IBM/Rolm  products, 
with  an  emphasis  on  customer 
hand-holding  and  in-depth  sup¬ 
port. 

According  to  some  industry 
sources,  the  program’s  goal  is  un¬ 
abashedly  to  increase  Rolm’s  Com¬ 
puterized  Branch  Exchange  (CBX) 
market  share  by  leveraging  IBM’s 
customer  base  and  sales  resources. 

But  L.  Scott  Perry,  director  of 
telecommunications  systems  mar¬ 
keting  for  IBM,  insists  that  EMP 
“signifies  the  company’s  intent  to 
support  enterprisewide  communi¬ 
cations  needs  of  large  companies.” 

EMP’s  somewhat  qualified  suc¬ 
cess  may  be  chiefly  due  to  the  un¬ 
announced  but  hovering  presence 
of  the  CBX  III  and  the  entrenched 
market  share  of  competitors 
AT&T,  Mitel,  Inc.  and  Northern  Te¬ 
lecom,  Inc.  IBM  remains  strongly 
committed  to  using  the  program  as 
a  sales  vehicle  for  both  IBM  and 
Rolm  connectivity  products. 

According  to  International  Tech¬ 
nology  Group  (ITG),  IBM  now  has 
roughly  130  established  Big  Blue 
users  targeted  as  potential  custom¬ 
ers  for  the  program.  Perry  pegs  the 
number  of  participant  accounts  as 
“100  or  so,”  one-third  of  which  are 
“mature”  with  fully  staffed  EMP 
account  teams.  ITG  research  indi¬ 
cates  that  the  company  is  likely  to 
try  to  expand  that  base  with  the 
release  of  the  CBX  III,  anticipated 
in  late  1987. 

Strategic  targets 

Strategically,  IBM  is  targeting 
customers  that  have  wide-area  net¬ 
work  needs,  as  well  as  a  need  for 
new  or  expanded  telecommunica¬ 
tions. 

In  general,  EMP  target  custom¬ 
ers  appear  to  be  either  “true  Blue” 
or  “true  AT&T”  shops  with  exten¬ 
sive  network  requirements.  Exam¬ 
ples  include  such  IBM  users  as 


United  Airlines,  Inc.,  Texaco,  Inc. 
and  other  large  corporations  with 
large  data  processing  and  telecom¬ 
munications  requirements. 

Typical  EMP  customers  are  For¬ 
tune  500-level  companies.  Perry 
says  that  IBM  didn’t  “consciously 
limit  the  program  to  the  Fortune 
500  —  it  just  worked  out  that 


way.”  Most  EMP  accounts  were  al¬ 
ready  large  IBM  users,  with  IBM 
account  teams  assigned  to  them. 

According  to  Perry,  EMP  partici¬ 
pation  typically  begins  in  one  of 
two  ways:  Either  a  customer  ap¬ 
proaches  IBM  with  system  integra¬ 
tion  needs,  or  an  existing  account 
team  identifies  a  customer  as  a  po¬ 
tential  EMP  participant  based  on 
their  applications  and  support 
needs.  Each  EMP  participant  is  as¬ 
signed  a  dedicated  EMP  account 
team,  made  up  of  IBM  and  Rolm 
product  and  technical  support 
staffers. 

EMP  account  teams  position  the 
CBX  as  one  of  four  central  ele¬ 
ments  in  a  wide-area  network,  the 
other  three  being  the  host,  local- 
area  networks  and  departmental 
processors.  The  CBX  is  being 
pitched  by  IBM/Rolm  as  an  adjunct 
to  local-area  networks  or  minicom¬ 
puters  in  customer  sites  that  re¬ 
quire: 

■  Switched-access  voice  and/or 
data  networks  for  corporate  voice 
traffic,  extensive  dial-in  communi¬ 
cations  or  public  data  access. 

■  Multihost  and/or  multivendor  en¬ 
vironments. 

■  Intracompany  communications. 

■  Customer  premises  telephone 
support. 


As  is  typical  with  IBM,  this 
four-point  strategy  remains  tied  to 
a  Systems  Network  Architecture- 
based  network,  in  which  the  SNA 
hierarchy  is  the  backbone  of  the 
enterprisewide  networking  solu¬ 
tion.  IBM  won’t  abandon  SNA  for 
another  communications  umbrella. 


Big  Blue’s  pitch  centers  on  com¬ 
munications  that  include  all  four 
key  network  elements.  Company 
executives  have  publicly  stated 
that  the  CBX  is  as  much  a  part  of 
the  SNA  network  as  the  3725 
front-end  processor.  The  CBX  is 
just  one  member,  albeit  an  impor¬ 
tant  one,  of  the  SNA  networking 


cast. 

IBM,  which  polls  25%  of  its  cus¬ 
tomer  base  every  three  months,  is 
claiming  EMP  has  helped  boost  the 
customer  satisfaction  rating  for 
Rolm  products  from  7.5  in  1985  (on 
a  scale  of  10)  to  8.0  in  1986. 

In  a  seeming  attempt  to  get  pri¬ 
vate  branch  exchange  customers  to 


replace  their  systems  with  Rolm 
CBXs,  IBM  has  expanded  its  Net- 
View  network  management  soft¬ 
ware  to  operate  on  both  Rolm 
CBXs  and  competing  PBX  equip¬ 
ment. 

One  of  the  key  obstacles  IBM 
faces  in  selling  EMP  is  that  its  tar¬ 


get  customers  are  substantially  dif¬ 
ferent  from  typical  Rolm  custom¬ 
ers.  Rolm’s  sales  strength 
traditionally  focused  on  small  and 
medium-sized  business  customers, 
with  typical  systems  in  the  200 
lines-and-under  category.  EMP  tar¬ 
gets  are  major  corporations  with 
PBX  systems  several  times  that 
size. 

The  market  numbers  tell  the  sto¬ 
ry.  In  the  overall  PBX  market  for 
new  equipment  purchases  for 
1986,  AT&T  held  a  27%  share, 
Northern  Telecom  held  18%,  and 
Rolm  held  a  16%  share.  When  only 
systems  with  100  lines  or  fewer 
were  counted,  Rolm  held  an  11% 
share  vs.  8%  for  AT&T  and  9%  for 
Northern  Telecom. 

That’s  a  strong  trend  to  buck, 
even  if  you’re  IBM. 

According  to  Perry,  EMP  growth 
has  been  hampered  by  a  lack  of  in- 
house  telecommunications  experts. 
“We’re  skill-constrained,”  he  says. 

The  company  is  moving  to  ex¬ 
pand  its  support  base,  however. 
Both  Perry  and  Richard  Sullivan, 
director  of  telecommunications 
market  support,  claim  that  IBM 
spent  approximately  21,000  stu¬ 
dent  days  last  year  training  tele¬ 
communications  support  person¬ 
nel.  “We’re  working  as  fast  as  we 


can,”  Perry  says. 

Customer  support  options 

IBM  views  support  as  critical  to 
EMP’s  success.  This  is  especially 
true  in  light  of  the  many  options 
presented  to  users  by  the  breakup 
of  AT&T.  EMP  customer  proposals 
often  include  options  for  long-dis¬ 


tance  carriers,  T-l  connections  and 
other  transmission  options.  Such  a 
diverse  mix  of  system  integration 
possibilities  necessitates  a  large 
and  comprehensive  customer  sup¬ 
port  plan. 

IBM/Rolm’s  support  program 
consists  of  six  elements: 

■  Planning  —  Presale  information 
is  gathered  and  consulting  takes 
place,  with  its  roots  in  the  vintage 
IBM  Application  Transfer  Study 
approach  that  teams  a  customer’s 
MIS  and  integrated  circuit  manag¬ 
ers  with  IBM  sales  and  technical 
account  teams. 

■  Network  design  —  Staff  mem¬ 
bers  work  with  customers  to  plan 
the  physical  layout  of  the  network 
as  well  as  the  necessary  hardware, 
software  and  communications  com¬ 
ponents. 

■  Installation  —  Customers  re¬ 
ceive  standard  IBM  installation 
services  under  terms  and  condi¬ 
tions  specified  by  the  products 
they  purchase. 

■  Service  —  Customers  receive 
standard  IBM  service  and  support 
options  under  the  terms  and  condi¬ 
tions  specified  by  product  warran¬ 
ties  and  purchasing  agreements. 

■  Network  integration  —  Current 
processors  and  systems  are  inte¬ 
grated,  with  future  requirements 
based  on  standard  or  custom-de¬ 
signed  IBM/Rolm  product  offer¬ 
ings. 

Varieties  of  support 

These  support  needs  are  han¬ 
dled  primarily  through  dedicated 
support  centers  staffed  by  IBM  and 
Rolm  marketing  and  technical  peo¬ 
ple.  The  centers  offer  five  major 
support  group  functions  to  EMP 
customers: 

■  Marketing  support,  which  con¬ 
sists  of  basic  marketing  and  sales 
support  functions  such  as  educa¬ 
tion,  product  information  and 
planning. 

■  Technical/installation  support, 

which  consists  of  standard  net¬ 
work  integration  and  support  ser¬ 
vices  for  local-  and  wide-area  net¬ 
work  applications. 

■  Telecommunications  systems 
integration,  which  comprises  two 
components:  integration  of  exist- 

Continued  on  page  34 


According  to  some  industry  sources, 
the  Enterprise  Marketing  Program’s 
goal  is  unabashedly  to  increase 
Rolm’s  Computerized  Branch 
Exchange  (CBX)  market  share  by 
leveraging  IBM’s  customer  base  and 
sales  resources. 


IBM,  which  polls  25%  of  its 
customer  base  every  three  months,  is 
claiming  the  Enterprise  Marketing 
Program  has  helped  boost  the 
customer  satisfaction  rating  for  Rolm 
products  from  7.5  in  1985  (on  a 
scale  of  10)  to  8.0  in  1986. 


Rolm’s  sales  strength  traditionally 
focused  on  small  and  medium-sized 
business  customers,  with  typical 
systems  in  the  200  lines-and-under 
category.  EMP  targets  are  major 
corporations  with  PBX  systems 
several  times  that  size. 


Presenting  the  digital  telecommunications  system 
with  all  the  features  of  an  on-premises  system, 

without  all  the  problems. 


Intellipath  ir  Digital  Centrex  Service  from  New  York  Telephone. 
For  more  information,  call  1 800  942-1212,  Ext.  28. 

To  get  the  advanced  digital  telecommunications  sys¬ 
tem  you  want,  you  could  choose  an  on-premises  system. 

And  make  a  major  capital  investment.  And  assume  all 
the  worries  of  system  management  and  obsolescence. 

Or  you  could  choose  Intellipath  II  Digital  Centrex 
Service.  The  first  fully  digital  telecommunications  system 
that  is  central-office-based.  That  means  the  major 
switching  equipment  is  located  on  New  \brk  Telephone’s 
premises,  not  yours. 

Intellipath  II  lets  you  custom-design  the  system 
that’s  exactly  right  for  your  business.  You  simply  select 
the  features  you  need.  Your  options  include:  full-featured 
voice,  full  data  transmission  at  up  to  56  kbps  with  data 
call  protection,  and  a  Centrex  LAN  option.  Plus,  real¬ 
time  monitoring,  automatic  route  selection,  station  mes¬ 
sage  detail  recording  and  call  restrictions. 

With  Intellipath  II  you  get  a  customized  system  at  a 
competitive  price.  And  you’re  saved  from  the  burden  of 
maintenance.  \bur  system  is  monitored  around  the  clock 
at  New  \brk  Telephone’s  central  office. 

\bu’re  also  protected  from  obsolescence.  We  contin¬ 
ually  incorporate  new  technologies  as  they  are  developed 
and  offer  them  to  you.  This  will  eventually  lead  you  to 
a  seamless  transition  to  ISDN. 

To  learn  how  Intellipath  II  Digital  Centrex  Service 
can  provide  the  advanced  features  you  want,  without 
the  headaches— and  without  a  major  capital  investment, 
call  one  of  our  authorized  sales  agents,  or 
New  York  Telephone  atl  800  942-1212,  ext.  28. 
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ABOARD  THE  ENTERPRISE  PROGRAM 


From  page  32 

ing  telecommunications  links  via 
SNA,  CCITT  recommendation-com¬ 
patible  devices  and  Rolm  CBX  and 
telephony  products  into  IBM  and 
multivendor  sites;  and  develop¬ 
ment  of  specific  products  for  a  key 
customer. 

This  strategy,  similar  to  that 
used  by  the  Federal  Systems  Divi¬ 
sion  for  Complex  Systems  Integra¬ 
tion,  can  result  in  custom  products 
for  one  user  that  are  never  an¬ 
nounced  as  part  of  IBM’s  main¬ 
stream  product  line. 

■  Industry  applications,  which 
are  developed  for  a  specific  cus¬ 
tomer  or  as  a  base  of  generic  com¬ 
munications  applications.  An  ex¬ 
ample  of  such  an  application  is 
Rolm  Phonemail,  Version  3,  re¬ 


leased  in  May  1986. 

■  Customer  seminars,  which,  ac¬ 
cording  to  Perry  and  Sullivan,  pro¬ 
vide  customer  training  and  educa¬ 
tion  that  are  vital  to  the  success  of 
EMP.  “Education  is  fundamental  to 


our  offering,”  Perry  emphasizes. 

MCI’s  role 

MCI  Communications  Corp.,  of 
which  IBM  owns  16.6%,  is  some¬ 
thing  of  an  enigma  in  the  EMP  sce¬ 


nario.  MCI’s  services,  particularly 
its  long-distance  offerings,  are  of¬ 
ten  components  of  large  EMP  pro¬ 
posals.  IBM  has  publicly  stated 
that  MCI  is  only  one  of  the  carriers 
it  will  utilize.  For  its  part,  MCI  is 
trying  to  expand  its  data  network¬ 
ing  services,  both  in  conjunction 
with  and  independent  from  IBM. 

In  March,  MCI  established  its 
Joint  Activities  Office  to  facilitate 
customer  relationships  in  projects 
that  also  involve  IBM.  The  goal  of 
the  office  is  to  find  ways  for  MCI 
and  IBM  to  work  together  to  win 
project  bids. 

Even  so,  MCI  and  IBM  indicated 
at  the  time  that  they  would  contin¬ 
ue  to  operate  independently  in 
terms  of  sales  presentations  and 
contacts  with  customers.  The  com¬ 
pany  line  at  that  time  was  that 
IBM  wouldn’t  turn  away  business 
because  a  customer  didn’t  want 
MCI,  and  MCI  wouldn’t  turn  away 
business  if  a  customer  didn’t  want 
IBM. 

The  outcome  of  the  IBM/MCI  re¬ 
lationship  appears  to  be  a  willing¬ 
ness  by  both  parties  to  work  to¬ 
gether.  But  it’s  equally  clear  that, 
if  the  fit  isn’t  right,  neither  compa¬ 
ny  intends  to  bend  much  to  make 
the  project  work. 

Futures 

EMP  is  vintage  IBM,  following 
the  company  credo  of  not  just  sell- 


If  EMP  is  ever  to 
have  the  kind  of 
success  IBM  is 
aiming  for,  it 
will  occur  as 
part  of  IBM’s 
systems 
integration 
strategy. 


ing,  but  selling  more.  The  2-year- 
old  program  has  seen  its  share  of 
prosperity.  But,  given  the  level  of 
resources  IBM  has  provided  to  the 
program,  it  can’t  yet  be  called  an 
undisputed  success. 

IBM  and  Rolm  are  using  the  full 
depth  of  their  sales,  educational 
and  technical  resources  to  reach 
EMP  customers. 

Rolm  says  EMP,  in  conjunction 
with  sales  through  the  Rolm  Busi¬ 
ness  Communications  Group,  re¬ 
sulted  in  fourth  quarter  1986  sales 
of  “the  greatest  number  of  data 
lines  in  Rolm’s  history.” 

To  be  successful,  EMP  must  be 
viewed  in  terms  of  a  larger  IBM 
goal  —  systems  integration.  IBM’s 
Sullivan  notes  that  a  “significant 
part”  of  EMP  accounts  is  system 
integration. 

If  EMP  is  ever  to  have  the  kind 
of  success  IBM  is  aiming  for,  it  will 
occur  as  part  of  IBM’s  systems  in¬ 
tegration  strategy,  not  as  a  sepa¬ 
rate  communications  sales  and 
marketing  tool.  □ 


MCI  Communications  Corp.,  of  which 
IBM  owns  16.6%,  is  something  of  an 
enigma  in  the  EMP  scenario.  MCI’s 
services,  particularly  its  long¬ 
distance  offerings,  are  often 
components  of  large  EMP  proposals. 


Our  look  at  open  systems 
will  open  a  few  doors  for  you. 

It’s  happening  everywhere  —  users  and  vendors  alike  are 
realizing  that  the  future  of  communications  lies  in  networking 
and  in  systems  designed  for  multi-vendor  connectivity. 

Network  World  readers  are  influential  decision  makers  who  need 
to  know  more  about  these  new  business  tools.  They  need  to 
know  what  to  buy  and  how  to  use  what  they  already  have. 

They’ve  opened  their  doors  to  new  ideas,  new  products  and  new 
ways  of  doing  business.  And  they’ll  open  their  doors  to  you  — 
and  the  solutions  you  have  to  offer. 

Network  World  has  the  key. 

Our  special  editorial  series  called  “Open  Systems:  How  Open 
Are  They?”  will  help  put  you  —  and  your  advertising  message 
—  in  the  limelight. 

Evaluating  nine  of  the  industry’s  leading  vendors  and  their  networking  capabilities,  this  1 1-part  series 
is  sure  to  attract  readers  who  are  receptive  to  your  message. 

Network  World’s  “Open  Systems:  How  Open  Are  They?”  is  a  great  way  to  get  your  foot  in  the  door. 


Open  Systems:  How  Open  Are  They? 
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Hancock’s  view 
from  the  helm 


Continued  from  page  1 

frequent  and  infectious  smiles  yet 
leaves  no  doubt  that  she  has  a 
tough  side  to  swing  into  action  if 
need  be. 

After  joining  IBM  as  a  program¬ 
mer  in  1966,  Hancock  worked  her 
way  through  the  ranks  to  become 
CPD’s  vice-president  of  communi¬ 
cations  programming.  She  became 
an  IBM  vice-president  in  1 985  and 
was  named  to  her  current  position 
in  October  1986.  She  holds  a  bach¬ 


elor's  degree  in  mathematics  from 
the  College  of  New  Rochelle  and  a 
master’s  in  mathematics  from 
Fordham  University. 

Hancock  recently  shared  her 
views  on  IBM  communications  is¬ 
sues  with  Network  World  Features 
Editor  Steve  Moore. 

What  are  IBM’s  goals  in  the 
telecommunications  market,  and 
what  progress  has  the  company 
made  toward  those  goals? 

We  are  interested  in  being  a  tele¬ 
communications  vendor.  We  intend 


to  provide  a  leadership  position  for 
our  customers  in  telecommunica¬ 
tions,  and  we’ve  spent  a  lot  of  time 
talking  to  our  customers  and  seeing 
what  they  want  us  to  respond  to. 

Our  goals  are  to  enhance  our 
customers’  connectivity,  provide 
them  with  end-to-end  network 
management,  give  them  total  inte¬ 
grated  systems  offerings,  rather 
than  just  independent  pieces  of  the 
puzzle,  and,  finally,  help  them  fo¬ 
cus  on  the  growth  of  their  net¬ 
works  while  decreasing  the  cost  of 
that  growth. 

We’ve  broken 
our  communica¬ 
tions  products  into 
five  main  areas: 
data  and  the  prod¬ 
ucts  that  support 
it;  voice  and  voice 
integration  with 
data;  transforma¬ 
tion,  or  the  ability 
to  take  many  un¬ 
like  products  and 
devices  and  attach 
them  to  our  cus¬ 
tomers’  networks; 
bandwidth  man¬ 
agement;  and,  fi¬ 
nally,  network 
management,  the  glue  that  ties  it 
all  together. 

Telecommunications  is  an  im¬ 
portant  part  of  our  business,  and 
we  think  it’s  an  important  part  of 
our  customers’  businesses.  My  per¬ 
sonal  perspective  is  that  it  is  a 
technically  interesting  part  of  our 
business,  and  we’ll  continue  to 
work  on  it. 

How  is  CPD  coordinating  with 
IBM’s  Federal  Systems  Division 
(FSD)  on  the  IBM/United  Tele¬ 
communications,  Inc.  project  to 
develop  public  telephone  net¬ 
work  Service  Control  Point  appli¬ 
cations? 

At  one  time,  FSD  worked  pri¬ 
marily  with  government  contracts. 
But  as  we  started  looking  at  our 
customers’  needs  for  integrated  so¬ 
lutions,  it  became  clear  to  us  that, 
in  many  cases,  they  needed  addi- 
Continued  on  page  37 
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InfoWorld  is,  to  put  it  bluntly,  the  most 
authoritative  and  outspoken  guide  to 
personal  computers  available. 

We're  prized  by  our  readers  for  our 
thorough  reviews.  And  for  our 
rigorous  “Report  Cards"  that 
summarize  the  ratings  at 
a  glance. 

In  fact,  InfoWorld 
publishes  more  hands- 
on,  hard-nosed  tests  of 
off-the-shelf  products  than 
any  other  microcomputer 
publication,  period.  More 
than  238  last  year  alone. 

Each  week,  we  give  you 
comprehensive  coverage  of  the 
latest  innovations  all  around 
the  industry.  In  software, 
hardware,  communications, 
supermicros,  spanning  every 
kind  of  operating  system. 

Good  news  or  bad 
news,  it's  hard  news 
written  to  exacting 
journalistic  standards. 

And  we  offer  needle- 
sharp  insight  and 
commentary  to  put  it 
all  in  perspective. 

InfoWorld  is  no 
newcomer  to  micro¬ 
computers.  We've  been 
on  the  story  from  the  very  beginning.  Now  we're 
ready  to  share  our  experience  with  those  who  need 
it  the  most. 

People  like  you,  with  the  power  to  make  the  big 
decisions.  And  the  responsibility  that  goes  along 
with  it. 

Apply  for  your  free  subscription  by  completing 
the  form  to  the  right.  Because,  like  us,  you've  worked 
long  and  hard  to  get  where  you  are. 

The  least  we  can  do  is  help  you  stay  there. 


What's  a  dud  and  what’s  a  winner?  You  won’t 
have  to  read  between  the  line*  to  find  out 
in  InfoWorld. 
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subscriptions  accepted. 


You  must  answer  the  following  to  qualify: 

I  wish  to  receive  a  free  subscription  to 
InfoWorld  □  Yes  □  No 


SIGNATURE  DATE 

You  must  supply  your  title,  business  name  and 
address.  We  will  not  mail  InfoWorld  to  your  home. 
Affix  your  business  card  above  or  fill  in  the 
information  below. 


NAME 


TITLE 


COMPANY 


ADDRESS 


CITY/STATE/ZIP 


BUSINESS  PHONE  NO.  (INCLUDE  AREA  CODE)  T2NW7H 


1  INDUSTRY 

.  (PLEASE  CIRCLE  ONE  ONLY); 

Non-computer  related  businesses 

(10)  Manufacturing 

(20)  Finance,  insurance,  real  estate 

(30)  Retail/wholesale 

(40)  Education 

(50)  Government 

(51)  Military 

(60)  Professions  (law,  medicine,  engineering,  architecture) 

(65)  Consulting 

(66)  Other  business  services 

(70)  Transportation,  communications,  utilities 

(75)  Other  (please  specify) _ 

Computer-related  businesses 

(80)  Manufacturer  (computers,  software,  peripherals) 

(82)  Computer  retail  stores 

(84)  Consultants 

(85)  Service  bureau/planning 

(90)  Distributor/wholesaler 

(93)  Systems  house/integrator/VAR 

(99)  Other  (please  specify) _ 

2  TITLE 

.  (PLEASE  CIRCLE  ONE  ONLY): 

(10)  Chairman,  president,  owner,  partner 
(11)  VP,  financial  officer,  treasurer,  controller 
(20)  Director,  supervisor,  manager 
(25)  Microcomputer  specialist,  micro  manager 
(30)  Engineer,  planner,  systems  analyst 
(40)  Professional  (educator,  lawyer,  doctor,  etc.) 

(50)  Other  (please  specify) _ 


3  DEPARTMENT  OR  FUNCTION 

.  (PLEASE  CIRCLE  ONE  ONLY): 


(10)  Administration 
(20)  Accounting/finance 
(30)  Engineering/R&D 
(40)  Personnel 
(50)  MIS/DP 
(55)  Information  Center 


(60)  Sales/marketing 
(70)  Purchasing 
(75)  Operations 
(80)  Education/training 
(90)  Other  (please  specify) 


4  HOW  ARE  YOU  INVOLVED  WITH  EACH  OF  THE 
.  FOLLOWING  TYPES  OF  MICROCOMPUTER 
EQUIPMENT?  (PLEASE  CHECK  ALL  THAT  APPLY): 


X  Micros 

Y  Software 

Z  Peripherals 

Purchase  or  acquire 

A. 

A. 

A. 

Establish  specs 

B. 

B. 

B. 

Recommend  to  others 

C. 

C. 

C. 

Use  them 

D. 

D. 

D. 

Approve  purchase 

E. 

E. 

E. 

Evaluate  or  select  suppliers 

F. 

E 

F 

Train  people  to  use 

G. 

G. 

G. 

Sell  them 

H. 

H. 

H. 

Develop  or  manufacture 

1. 

1. 

1. 

Not  involved 

J. 

J. 

J. 

Other  (please  specify) 

K. 

K. 

K. 

4a. 


FOR  ABOUT  HOW  MANY  PERSONAL 
COMPUTERS  OR  MICROCOMPUTER  SYSTEMS 
DO  YOU  HAVE  THE  ABOVE  INVOLVEMENT? 


(PLEASE  CIRCLE  ONE  ONLY): 


(L)  1-3  (0)50-99 

(M)  4-6  (R)  100-199 

(N)  7-9  (S) 200-499 

(O) 10-24  (T)  500+ 

( P )  25-49  (U)  None  of  the  above 


5  HOW  MANY  PEOPLE  WORK  JUST  AT  YOUR 
.  LOCATION?  (PLEASE  CIRCLE  ONE  ONLY) 


(A)  Less  than  10 

(B)  10-24 

(C)  25-99 

(D)  100-499 

(E)  500-999 


(F)  1,000-2,499 

(G)  2,500-4,999 

(H)  5,000-9,999 

(I )  10,000  or  more 


6  HOW  MANY  PEOPLE  ARE  EMPLOYED  BY  YOUR 
•  ENTIRE  COMPANY?  (PLEASE  CIRCLE  ONE  ONLY) 
(A)  Less  than  10  (F)  1,000-2,499 

(B)  10-24  (G)  2,500-4,999 

(C)  25-99  (H)  5,000-9,999 

(D)  100-499  ( I )  10,000  or  more 

(E) 500-999 


7  ARE  THERE  ANY  MAINFRAME  OR 
.  MINICOMPUTERS  AT  YOUR  LOCATION? 

□  Yes  □  No 

8  DOES  YOUR  FIRM  HAVE  ANY  OF  THE  FOLLOWING 
.  TYPES  OF  PERSONAL  COMPUTERS  OR  MICRO¬ 
COMPUTER  SYSTEMS  AT  YOUR  LOCATION? 

□  Yes  Of  yes,  please  give  the  quantitybelow  for  each  model) 
□  No 

IF  YES.  PLEASE  GIVE  THE  QUANTITY  FOR  EACH  MOOEL 


Manufacturer’s 

Name  and  Model 

Currently 

Own 

Plan  to 
Purchase 
Within  12  Months 

L.  PC  and  PC/XT  class 

M.  PC/AT  class 

N.  PC's  based  on  80386  chip 

0.  PS/2  Model  30 

P.  PS/2  Models  50,  60 

Q.  PS/2  Model  80 

R.  Laptops 

S.  Engineering  workstations 

T.  Macintosh 

U.  Macintosh  II 

V  All  other  (please  specify) 

Q  .  IF  YES,  PLEASE  INDICATE  THE  TYPES  OF 
Oa  .  OPERATING  ENVIRONMENTS  OR  SYSTEMS 
UTILIZED  AT  YOUR  LOCATION. 

(PLEASE  CIRCLE  ALL  THAT  APPLY): 

(A)  MS-DOS  or  PC-DOS 

(B)  Unix  or  Xenix 

(C)  OS/2 

(D)  Other  multi-user  operating  systems _ 

(please  specify) 

(E)  Windows 

(F)  Other  multi-tasking  environments  (DESQview,  GEM) 

(G)  Macintosh 

(H)  Other _ 

(please  specify) 

9  THE  PERSONAL  COMPUTERS  OR  MICRO- 
.  COMPUTER  SYSTEMS  AT  YOUR  LOCATION  HAVE 
THE  FOLLOWING  COMMUNICATIONS  CAPABILITIES: 

(PLEASE  CIRCLE  ALL  THAT  APPLY): 

(A)  Communicate  with  micros  via  modem 
(B)  Local  area  network 

(C)  Communicate  with  internal  company  mainframe  or  mini 
(D)  Communicate  with  outside  service  bureau,  database, 
or  time-sharing  service 
(E)  Voice/data 
(F)  None  of  the  above 

1  H  THE  PERSONAL  COMPUTERS  OR  MICRO- 
1U.  COMPUTER  SYSTEMS  AT  YOUR  LOCATION 
ARE  NORMALLY  PURCHASED  FROM: 

(PLEASE  CIRCLE  ALL  THAT  APPLY): 

(A)  Retail  computer  store  (E)  System  house 
(B)  Manufacturer  (F)  Other  (please  specify) 

(C)  Distributor  or  wholesaler  _ 

(D)  Mail  order  firm  (G)  None  of  the  above 


UDO  YOU  HELP  ACQUIRE,  RECOMMEND. 

.  SPECIFY  OR  APPROVE  ANY  OF  THE  FOLLOWING: 


□  Yes  (If  yes,  please  circle  all 
Software 
(01)  Spreadsheets 
(02)  Word  processors 
(03)  Database  management 
(04)  Accounting  packages 
(05)  Statistics  packages 
(06)  Communications 
(07)  Graphics/presentation  pkg 
(08)  Project  management 
(09)  Desktop  publishing 

(10)  CAD/CAM/CAE 

(11)  Programming/languages 

(12)  Utilities 

(39)  Expert  Systems 

Computers 

(13)  Personal  computers 

(14)  Multi-user  micros 

(15)  Laptop  micros 

(16)  Portable  micros 

(17)  Engineering  workstations 

(18)  Minicomputers 

(19)  Mainframe  computers 


that  apply):  □  No 

Peripherals 

(20)  Dot  matrix  printer 

(21)  Letter  quality  printer 

(22)  Plotter 

(23)  Laser  printer 

(24)  Local  area  network 

(25)  Modem 

(26)  Monochrome  monitor 

(27)  Color  monitor  (Std.) 

(28)  Hl-res  color  monitor 

(29)  Add-on  board 

(30)  External  hard  disk 

(31)  Internal  hard  disk 

(32)  Optical  disk 

(33)  Back-up  systems 

Outside  Services 

(34)  On-line  services 

(35)  Education/training 

(36)  Maintenance 

(37)  Custom  applications 

(38)  Service  bureau 


11a. 


OVER  THE  COURSE  OF  ONE  YEAR.  DO  YOU 
BUY,  RECOMMEND.  SPECIFY  OR  APPROVE 
MICROCOMPUTERS,  SOFTWARE, 
PERIPHERALS.  OR  SERVICES  WORTH: 


(PLEASE  CIRCLE  ONE  ONLY): 


(A)  Less  than  $10,000 

(B)  $10,000  to  $24,999 

(C)  $25,000  to  $49,999 

(D)  $50,000  to  $99,999 


(E)  $100,000  to  $199,999 

(F)  $200,000  to  $399,999 

(G)  $400,000  or  more 

(H)  None  of  the  above 


-i  rj  DO  YOU  PERSONALLY  BUY.  RECOMMEND, 
1Z.  SPECIFY  OR  APPROVE  MICROCOMPUTERS. 

SOFTWARE,  ANO/OR  PERIPHERALS? 

□  Yes  □  No 

IF  YES,  PLEASE  INDICATE  FOR  HOW  MANY 
PERSONAL  COMPUTERS  OR  MICRO  SYSTEMS  YOU  HAVE 
THIS  INVOLVEMENT. 

(PLEASE  CIRCLE  ONE  ONLY); 

(A)  1-3  (F)  50-99 

(B)  4-6  (G)  100-199 

(C)  7-9  (H)  200-499 

(D)  10-24  (1)500+ 

(E)  25-49  ( J )  None  of  the  above 


An  IDG  Communications  Publication 
An  International  Data  Group  Company 


I 


c o 

LU  >  LU 

OCCQ  *- 
<  <  LU  LU  5 

V  IU5  7q 
O  ^  -  LU 
O  LU  —  — 

z  Z  2 


I  00 

CT> 


■  g 


1  <0 

,  < 
LU 


o-| 

Uj° 

cc 

LO 

co§ 

cog 

UJ£ 


CO 


,  o 


C0£ 


CO 

CO 

LU 

oc 

Q 

O 

< 

>- 

CD 


£ 


LU 

CD 


LU 

O 

f? 

CO 

o 

CL 


l 

I 

| 

Fold  here. 

1 

1 


» 

i 

1 

1 

1 


Tape  closed  —  please  do  not  use  staples 


PAGE  37 


HANCOCK’S  VIEW  FROM  THE  HELM 


From  page  35 

tional  assistance  with  large  net¬ 
works,  particularly  if  they  were 
looking  at  a  massive  change  in 
their  network  or  wanted  some  as¬ 
sistance  with  either  its  design  or 
installation. 

We  established  a  group  within 
FSD  that  is  specifically  responsible 
for  commercial  accounts,  and  one 
of  the  areas  in  which  we  agreed 
it  would  specialize  is  telecommu¬ 


nications. 

At  the  same  time,  we  have  some 
groups  in  [the  Information  Systems 
Group]  and  CPD  that  deal  with 
some  of  these  large  networks.  I  es¬ 
tablished  a  group  to  work  with  se¬ 
lected  accounts,  and  we’re  often 
working  with  FSD.  I  think  it’s  very 
important  for  our  development  di¬ 
visions  to  have  a  good  sense  of 
what  our  customers  want,  why 
they  need  additional  assistance 
and  what  requirements  we  have 
left  unfulfilled. 

Your  question  mentioned  coordi¬ 
nation.  I  have  people  in  my  divi¬ 
sion  assigned  to  be  the  contact 
points  for  FSD,  and  the  president 
of  FSD  [Gerald  W.  Ebker]  and  I  do  a 
periodic  review  of  the  accounts 
we’re  working  on.  So  we  coordi¬ 
nate  in  terms  of  review,  in  terms  of 
having  contact  points  and  through 
an  agreement  that  the  people  in  my 
division  will  participate  in  design 
reviews  along  with  FSD  to  make 
sure  IBM  is  putting  the  right  de¬ 
sign  forward. 

Because  the  project  with  United 
Telecommunications  includes  quite 
a  bit  of  CPD  equipment,  we’ll  con¬ 
tinue  to  provide  expertise  and  as¬ 
sistance  to  FSD,  although  it  will 
provide  most  of  the  staffing  that 
relates  to  that  particular  bid.  But 
on  all  bids,  we  provide  multiple  ar¬ 
eas  of  coordination  between  the 
two  divisions  to  make  sure  we 
have  a  single  IBM  response  for  the 
customer. 

Are  there  any  specific  changes 
being  made  to  the  9370  for  the 
Service  Control  Point  applica¬ 
tion? 

Not  to  the  9370,  per  se.  There 
are  functions  we’re  adding  to  the 
System/88  for  that  bid,  such  as  the 
Signaling  System  7  capability. 

What  obstacles  remain  to  be 
overcome  in  eliminating  what  has 
been  referred  to  as  the  schizo¬ 
phrenic  split  between  the  hierar¬ 
chical  and  peer-to-peer  aspects  of 
Systems  Network  Architecture 
networking? 

I  wouldn’t  necessarily  make  ex¬ 
actly  that  same  split.  Peer-to-peer 
is  a  name  we  probably  generated, 
and  it  just  indicates  that  one  entity 
is  able  to  talk  to  another  entity  in  a 


peer  relationship.  If  you  think 
about  370  networking,  we’ve  been 
doing  that  for  years.  If  a  370  talks 
to  another  370,  or  if  VTAM  talks  to 
VTAM,  then  they  are  peers,  and 
they’ve  had  peer  networking  for  a 
long  time. 

As  we  started  looking  at  what 
we  wanted  to  do  for  intermediate 
nodes  as  well  as  for  things  like  per¬ 
sonal  computers,  it  became  clear  to 
us  over  time  that  the  technology 


available  in  the  network  was  de¬ 
creasing  in  price  and  increasing  in 
capability  and  that  it  didn’t  make 
sense  to  have  the  same  kind  of  im¬ 
plementations. 

So  we  came  up  with  an  imple¬ 
mentation  for  the  System/36,  the 
System/38  and  the  PC  that  allowed 
them  to  have  the  capability  to  talk 
to  each  other  in  a  peer  fashion  but 
in  a  different  way  than  we  had 


done  it  on  the  370.  That  immedi¬ 
ately  imposed  one  restriction  that 
said,  if  a  PC  wanted  to  talk  to  an¬ 
other  PC,  it  did  it  one  way,  but  if  it 
wanted  to  talk  to  a  370  host  sys¬ 
tem,  because  the  host  system 
didn’t  support  that  particular 
flow,  the  PC  had  to  change  its  per¬ 
sonality. 

We  fixed  that  in  the  June  an¬ 
nouncement  when  we  said  PCs  can 
still  talk  to  PCs,  but  if  they  want  to 
do  it  by  using  the  rest  of  the  SNA 
system  —  what  you’re  calling  the 
hierarchical  system  —  then  they 
can  do  that,  and  they  can  use  the 
same  flows  to  do  both.  So  now,  we 
and  other  vendors  who  want  to 
have  this  capability  need  only  this 
single  implementation. 

Would  you  say  then  that  IBM 
now  has  a  peer-to-peer  implemen¬ 
tation  of  SNA  across  its  entire 
product  line? 

I’m  adamant  that  we  have  that. 
We’ve  now  simplified  it  for  PC  us¬ 
ers  to  choose  whether  they  would 
like  to  use  the  backbone  network 
as  provided  by  the  370-type  sys¬ 
tems  to  get  transport  services, 
whether  they  just  want  to  have 
communications  to  other  personal 
computers  on  a  mechanism  that 
doesn’t  require  those  kinds  of  links 
or  whether  they  want  to  go  to  a 
System/36.  Now,  they  can  all  com¬ 


municate. 

We  also  provide  network  man¬ 
agement  support  across  that  entire 
range  so,  regardless  of  whether  the 
PC  is  coming  all  the  way  up  into 
the  370  host  and  using  its  services, 
or  whether  it  is  just  using  the  ser¬ 
vices  of  the  370  host  in  order  to  get 
transport,  we  provide  full  network 
management  services. 

There  is  more  work  to  be  done  in 
that  total  systems  configuration  to 
make  it  simpler  for  the  systems 
programmer  who  is  managing  all 
that,  but  the  end  user  now  has 
peer-to-peer  connections  at  every 
level  of  the  system,  whether  it’s 
the  PC,  the  System/36,  the  9370  or 
the  370. 

But  are  Advanced  Communica¬ 
tions  Function  and  VTAM  being 
modified  to  support  Advanced 
Peer-to-Peer  Networking  (APPN)? 

The  System/36,  which  has  im¬ 
plemented  APPN,  has  some  archi¬ 
tectures  underneath  it,  one  of 
which  we  call  the  Low  Entry 
Networking  [LEN]  architecture, 
sometimes  known  as  PU  2.1.  The 
System/36  also  uses  LU  6.2,  which 
is  application-to-application.  We 
changed  Network  Control  Program 
[NCP]  and  VTAM  in  order  to  allow 
the  PU  2.1  flows.  They  had  already 
allowed  the  LU  6.2  flows. 

APPN  is  something  on  top  of  all 


that.  It  is  a  networking  scheme 
provided  by  the  System/36  that  in¬ 
cludes  some  enhancements,  for  ex¬ 
ample,  dynamically  finding  new 
routes,  and  it  has  some  directory 
enhancements  in  it.  We  did  not 
change  VTAM  and  NCP  to  know 
about  those  enhancements. 

The  next  question  is,  ‘Ah,  but 
aren’t  they  interesting  require¬ 
ments?’  And  the  answer  is,  ‘Yes, 


they  are.’  They  are  absolutely 
clear  customer  requirements,  and 
we  need  to  provide  that  capability 
for  the  370.  It’s  not  clear  you  need 
to  provide  it  in  exactly  the  same 
way,  but  if  the  question  is,  ‘Don’t 
both  of  those  functions  you  an¬ 
nounced  for  the  System/36  also 
sound  good  to  you  for  the  370?’  the 
answer  is  yes. 

Does  the  fact  that  the  APPN 


dynamic-routing  capability  can’t 
be  efficiently  extended  beyond 
about  100  nodes  in  large  SNA  net¬ 
works  put  IBM  at  a  disadvantage 
relative  to  Digital  Equipment 
Corp.? 

First  of  all,  I’m  not  aware  of  a 
100-node  limitation.  A  perfor¬ 
mance  limitation  may  eventually 
show  up  in  terms  of  how  many  of 
these  systems  can  be  doing  all  this 
dynamically,  but  I  believe  there 
are  ways  one  could  manage  that  if, 
in  fact,  you  found  there  was  a  per¬ 
formance  limitation  in  terms  of 
how  much  dynamic  addressing  you 
are  doing. 

I’m  not  going  to  refer  directly  to 
DEC  or  DECnet,  but  I  will  tell  you 
that  I  think  the  work  we  have  in 
SNA,  the  work  being  done  by 
APPN,  LU  6.2  and  the  LEN  archi¬ 
tecture  and  its  support  by  the 
VTAM  host,  is  unmatched  in  the 
industry.  I  am  not  aware  of  any 
other  architecture  as  robust,  and  I 
believe  it  gives  us  strength  beyond 
any  other  vendor.  I  believe  the  net¬ 
work  management  we  provide  is 
unmatched  in  the  industry.  I’m  not 
sure  I’d  get  too  many  challenges  on 
that. 

We  did  notice  our  customers 
were  coming  back  to  us  with  very 
specific  requirements  saying, 
‘We’d  like  you  to  decrease  the 
amount  of  time  it  takes  to  install 
your  systems,  and  we’d  like  you  to 
decrease  the  amount  of  time  it 
takes  to  add  nodes  into  your  net¬ 
work.’ 

Many  of  the  things  you  saw  us 
doing  in  June  were  to  work  specifi¬ 
cally  on  those  kinds  of  items.  We 
dramatically  decreased  the  amount 
of  time  it  takes  to  install  a  brand- 
new  9370  with  VTAM  and  Net- 
View,  and  we’ve  included  them  in 
the  VM/IS  package.  We’ve  timed 
those  kinds  of  implementations, 
and  it  takes  less  than  half  a  day  to 
install  a  brand-new  system  with 
the  software. 

We  have  simplified  the  way  our 
systems  communicate  with  each 
other,  and  we’ve  simplifed  the  way 
we  do  our  gens  and  the  tasks  we 
ask  the  operators  to  do  in  order  to 
install  the  systems.  Underlying  all 
that  is  my  firm  belief  that  our  ar¬ 
chitecture  approach  is  second  to 
none. 


Why  wasn’t  NetView  designed 
from  the  outset  so  that,  in  addi¬ 
tion  to  receiving  information 
from  non-IBM  devices,  a  NetView 
operator  could  issue  commands 
to  those  devices? 

First  of  all,  you  are  right  that 
much  of  the  architecture  we  origi¬ 
nally  did  was  intended  to  take  ad¬ 
vantage  of  intelligence  in  the  net¬ 
work  and  flow  it  in.  Many  of  our 
Continued  on  next  page 


“I  think  it’s  very  important  for  our 
development  divisions  to  have  a 
good  sense  of  what  our  customers 
want  and  what  requirements  we 
have  left  unfulfilled.” 


“I’m  not  going  to  refer  directly  to 
DEC  or  DECnet,  but  I  will  tell  you  I 
think  the  work  we  have  in  SNA  and 
the  work  being  done  by  APPN  is 
unmatched  in  the  industry.” 


“We  dramatically  decreased  the 
amount  of  time  it  takes  to  install  a 
brand-new  9370  with  VTAM  and 
NetView,  and  we’ve  included  them 
in  the  VM/IS  package.” 
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devices  —  hardware  initially  and 
software  later  —  were  getting  in¬ 
telligent  enough  so  that  rather 
than  asking  them,  in  some  cases, 
they  could  tell  us.  And  so  our  first 
mode  of  operation  was  to  say, 
‘Let’s  take  advantage  of  that  intel¬ 
ligence  and  have  the  devices  tell  us 
what  they’re  finding  out  about 
their  environment.’  For  example,  if 
one  of  our  modems  notices  the  line 
is  degrading,  it’s  got  the  intelli¬ 
gence  in  it,  so  why  not  send  it  in? 

Then  once  we  had  [Network 
Communications  Control  Facility] 
and  later  NetView,  we  noticed  that 
networks  were  getting  large 
enough  and  the  PC  was  getting  uni¬ 
versal  enough  that  we  should  start 
taking  advantage  of  some  of  that 
technology  to  help  us  with  net¬ 
work  management.  We  were  con¬ 
cerned  about  the  amount  of  data 
capture  hosts  had  to  do,  and  we 
came  up  with  NetView/PC. 

We  then  saw  that  NetView/PC 
provided  a  way  for  us  to  help  man¬ 
age  non-SNA  devices,  particularly 
T-l  multiplexers,  private  branch 
exchanges  and  local-area  net¬ 
works.  NetView/PC  initially  sup¬ 
ported  one-way  communications, 
and  then,  with  the  very  next  re¬ 
lease,  we  announced  two-way  com¬ 
munications. 

We  can  send  commands  back  out 
to  some  of  our  modems  and  literal¬ 
ly  ask  them  how  things  are  going 
and  tell  them  what  information 
they  have  to  send  back  in.  With 
the  announcement  of  the  9370,  we 
said  remote  NetViews  can  send  in¬ 
formation  to  the  host.  We  under¬ 
stand  there’s  a  requirement  for  the 
host  to  ask  for  information  from 
the  NetViews,  so  we  are  working 
toward  that  two-way  communica¬ 
tion. 

What  is  the  relationship  be¬ 
tween  the  Distributed  Data  Man¬ 
agement  (DDM)  architecture  and 
the  Systems  Application  Archi¬ 
tecture  (SAA)? 

DDM  is  a  capability  for  us  to  be 
able  to  distribute  data  and  send  in¬ 
formation  about  data  back  and 
forth.  We  do  use  DDM  as  part  of 
NetView/PC  and  its  support  into 
the  host.  For  example,  NetView/PC 
does  use  DDM  to  come  into  CICS 
when  it  has  the  call  detail  recorder 
application  supporting  the  Rolm 
CBX,  and  to  send  that  information 
up  to  the  host.  So  you’re  seeing  us 
using  DDM  now  in  some  of  our  sys¬ 
tem  implementations. 

DDM  is  not  listed  as  part  of 
SAA.  We  do  understand  that  we 
have  a  requirement  to  look  at  that 
as  part  of  SAA,  and  the  team  that 
is  responsible  for  that  is  looking  at 
how  we  should  be  doing  it. 

As  Open  Systems  Interconnect 
(OSI)  network  management  stan¬ 
dards  are  completed  between 
now  and  1989  or  so,  will  they  be 
integrated  into  NetView? 

It’s  not  clear  to  me  right  now 
how  we  would  do  the  packaging, 
and  integration  is  a  packaging 
question.  It’s  too  early  to  tell 
whether  we  would  need  to  inte¬ 
grate  it  or  provide  it  separately. 

For  business  reasons  and  cus¬ 
tomer  reasons,  you  would  make 


different  choices. 

But  I  will  tell  you  that  IBM  is  ex¬ 
tremely  committed  to  OSI.  We  are 
an  active  member  of  the  Corpora¬ 
tion  for  Open  Systems,  and  I  am  on 
its  executive  committee.  I  believe 


We  now  have  offerings  through 
all  seven  layers  that  respond  to  the 
OSI  protocols.  In  addition,  we  have 
people  who  are  working  on  the 
standards  relative  to  network  man¬ 
agement,  and  we  have  indicated  to 


roll  out,  I  would  expect  us  to  be 
very  responsive  to  a  network  man¬ 
agement  standard.  I  believe  it  will 
be  several  years  before  we  have  it, 
and  so  in  the  meantime  we  are  pro¬ 
viding  network  management  sup¬ 
port  using  NetView. 

If  you  consider  X.25  part  of  the 
OSI  standard,  which  it  is  at  the 
lower  layers,  we  provide  NetView 
support  for  X.25.  And  we  are  re¬ 
sponding  to  customers’  requests 
for  even  more  network  manage¬ 
ment  for  X.25  kinds  of  links. 


“We  are  responding  to  requests  for 
even  more  network  management  for 
X.25  kinds  of  links.” 


OSI  is  an  extremely  good  way  for 
customers  to  take  networking  solu¬ 
tions  from  different  vendors  and 
enable  them  to  communicate  with 
each  other. 


people  in  the  standards  organiza¬ 
tions  some  of  the  ways  we  go  about 
doing  network  management,  such 
as  alerts. 

As  the  international  standards 


Many  large  companies  these 
days  want  to  manage  their  net¬ 
works  as  self-sufficient  profit 
centers,  rather  than  as  service-de¬ 
partment  cost  centers.  The  abili¬ 
ty  to  allocate  and  charge  back 
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network  costs  based  on  usage  is 
an  important  goal  for  managers 
of  such  networks,  yet  NetView 
currently  does  not  have  the  abili¬ 
ty  to  measure  traffic  volumes  in  a 
way  that  supports  such  efforts. 
What  is  IBM  doing  to  respond  to 
this  user  requirement? 

NetView  does  provide  some  ses¬ 
sion  monitoring  and  some  capabili¬ 
ties  for  keeping  track  of  what  is 
occurring  correctly  and  incorrectly 
in  the  system.  Customers  did  come 
to  us,  and  some  of  them  are  basing 
some  accounting  routines  on  some 
of  that  NetView  data. 

It  is  our  view  that  it  is  not  the 
NetView  product  as  we  know  it  to¬ 
day  that  one  should  be  using  for 
that  but  rather  a  product  called 
Network  Performance  Monitor 


[NPM].  We  do  not  provide  the  spe¬ 
cific  accounting  routines.  That  has 
been  a  requirement  I  have  looked 
at  for  years,  and  it  has  varied  from 
user  to  user  in  terms  of  exactly 
how  they  want  to  do  their  account¬ 


ing  packages.  So  we’re  not  provid¬ 
ing  the  accounting  package,  per  se. 

But  we  believe  NPM  will  give 
our  customers  the  information 
they  need  to  do  that  usage-based 


cost  accounting. 

We  are  supporting  many  of  our 
customers  as  they  go  about  build¬ 
ing  utility  networks,  and  many  of 
them  do  want  to  bill  back  to  the  us¬ 
ers  based  on  the  usage  of  the  net¬ 


work;  it  gives  them  control,  and 
it’s  also  fair. 

Is  NPM  also  the  product  users 
should  consider  for  improvement 


“We  believe  NPM  will  give  our 
customers  the  information  they  need 
to  do  usage-based  cost  accounting.” 


AT&Ts  Premises 
Distribution  System: 
Making  it  easy 
to  make  all  the 
right  connections. 

Once,  setting  up  the  right 
office  communications 
system  was  simple— you’d 
have  the  phones  installed. 

Todays  office  environ¬ 
ment  is  far  more  complex, 
requiring  a  variety  of 
communications  products, 
often  from  a  variety  of 
vendors.  Each  supported 
by  a  wiring  scheme 
designed  for  it  alone. 
Making  the  process  of 
expanding  and  integrating 
your  network  a  compli¬ 
cated  one. 

Well,  now  AT&T  can  make 
installing,  expanding,  and 
integrating  your  communi¬ 
cations  systems  simple 
again.  By  putting  all  your 
communication  eggs 
back  into  a  single  basket. 
With  the  AT&T  Premises 
Distribution  System  (PDS). 

A  lot  to  take  advantage  of. 

PDS  allows  you  to  support 
your  communications 
products  on  a  single  wiring 
system.  A  wiring  system 
which  incorporates  every 
necessary  element— from 
the  cabling  plan  to 
the  system  administration 
products. 

All  of  which  results 
in  a  number  of  distinct 
advantages. 


The  advantage  of 
accountability— PDS  is 
backed  by  a  firm  AT&T 
commitment  to  provide 
connectivity  with  virtually 
every  major  vendors  equip¬ 
ment,  including  our  own. 

The  advantage  of  flexibil¬ 
ity— PDS  makes  it  easy  to 
use  the  best  product  for 
different  functions.  You’re 
not  locked  into  a  single 
vendors  technology.  And 
PDS  will  support  voice  and 
data  transmission,  as  well 
as  image,  digitized  video, 
and  other  forms  of 
communication. 

The  advantage  of  expand¬ 
ability— PDS  allows  users 
to  connect  equipment 
through  universal  jacks  that 
fit  standard  wall  outlets. 

The  “AT&T”  advantage. 

PDS  is  backed  by  a  compre¬ 
hensive  range  of  consulting, 
design,  engineering,  and 
service  support  to  ensure 
the  system  meets  current 
and  future  communications 
needs.  Our  Application 
Assurance  Program  is  a 
commitment  that  your  PDS 
will  support  certified  appli¬ 
cations  for  a  full  five  years. 

So  give  us  a  call  at 
1800  372-2447,  or  mail 
the  coupon,  or  contact 
your  authorized  PDS  dis¬ 
tributor.  If  you’ve  got 
questions  about  connect¬ 
ing  your  communications 
products,  we’ve  got 
a  basket  full  of  answers. 
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AT&T’s  PDS  is  a  comprehensive  system 
of  basic  components,  from  inside  wire 
(both  copper  and  fiber),  to  electronic 
apparatus  and  support  services. 


AT&T 

The  right  choice. 


of  their  LU  6.2  performance  moni¬ 
toring  functions? 

We’re  trying  to  understand  that 
requirement.  I  have  heard  about 
that  a  couple  of  times,  and  specific 
customers  have  volunteered  to 
take  my  people  through  exactly 
what  they  mean  by  needing  more 
LU  6.2  data. 

We  have  some  tools  for  provid¬ 
ing  LU  6.2  data,  and  we  are  work¬ 
ing  with  customers  to  see  what  we 
can  do  to  enhance  those  tools. 
They  want  transaction  data,  rather 
than  session  data,  and  I  suspect  we 
would  levy  that  requirement 
against  the  NCP  VTAM,  which 
handles  the  sessions,  and  then  the 
NPM,  which  would  get  the  data. 

What  are  the  key  success  fac¬ 
tors  you’ve  observed  in  imple¬ 
mentations  of  corporate  utility 
networks? 

You  have  to  get  agreement.  If 
you  just  let  it  happen,  more  often 
than  not,  you’re  going  to  get  split 
networks.  So  first  of  all,  there’s  a 
management  decision  that  there  is 
authority  for  the  network  and  that 
someone  is  in  charge  of  providing 
it.  Networks  don’t  just  happen. 

Second,  management  normally 
has  a  long-range  view  of  what  it  is 
trying  to  provide  and  what  the 
system  should  look  like.  It’s  usual¬ 
ly  strategic  thinking,  rather  than 
tactical  thinking.  Management  al¬ 
ways  has  to  make  some  tactical  de¬ 
cisions,  but  there  is  a  plan  that 
says,  ‘Here’s  what  we’re  doing 
now,  and  here’s  what  we’re  trying 
to  get  to.’ 

Finally,  they  usually  pick  a  sys¬ 
tem  structure.  Many  of  the  net¬ 
works  I’m  involved  with  are  SNA 
networks,  and  our  customers  take 
advantage  of  the  fact  that  we  have 
an  architected  systems  manage¬ 
ment  approach. 

But  before  I  ever  show  up,  our 
customers  have  often  picked  a  de¬ 
sign  and  an  implementation.  They 
may  have  decided,  for  example, 
whether  it  is  a  two-tier  or  three- 
tier  network,  how  many  interfaces 
there  are  into  the  network,  what 
wiring  schemes  to  use,  what  types 
of  lines  to  use  and  how  to  manage 
them,  how  many  control  points 
there  would  be  and  so  on. 

It’s  a  managed  systems  ap¬ 
proach  based  on  a  long-term,  re- 
turn-on-investment  strategy.  Final¬ 
ly,  management  gets  into  dis¬ 
cussions  of  how  to  get  costs  back 
to  the  users  and  how  to  convince 
the  CEO  that  this  utility  is  a  corpo¬ 
rate  asset,  which  makes  their  com¬ 
pany  different  from  other  compa¬ 
nies  and  gives  them  a  competitive 
edge.  When  they  start  looking  at  it 
that  way,  the  investment  makes 
sense. 

Why  hasn’t  IBM  moved  as 
quickly  to  support  X.400  in  the 
U.S.  as  it  has  in  Europe?  Don’t  us¬ 
ers  in  this  country  have  the  same 
requirement  for  messaging  stan¬ 
dards  support? 

We  saw  the  requirement  for  OSI 
much  more  immediately  in  Europe 
than  we  did  in  the  U.S.  That  was 
true  originally  for  X.25,  and  I  be¬ 
lieve  it  is  still  true  today.  There  is 
much  more  of  a  requirement  in  Eu- 
Continued  on  next  page 
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From  previous  page 
rope  —  in  some  cases,  mandated 
by  governments  —  for  customers 
to  install  products  based  on  OSI. 
Therefore,  outside  the  U.S.,  we  an¬ 
nounced  a  product  with  a  program¬ 
ming  interface  at  Levels  4  and  5; 
we  announced  another  product 
that  allows  the  OSI  protocols  to 
come  into  CICS,  IMS  and  TSO;  and 
then  we  announced  a  capability  for 
X.400  and  a  connection  into  DIS- 
OSS. 

There  are  some  customers  in  the 
U.S.  who  have  asked  me  for  some 
of  those  products.  We  are  not  see¬ 
ing  the  demand  as  clearly  here  as 
we’re  seeing  it  in  Europe,  but  I  ex¬ 
pect  to  see  it  here,  and  we  expect 
over  time  to  announce  products 
that  support  X.400  in  the  U.S. 

How  does  CPD  participate  in 
IBM’s  Enterprise  Marketing  Pro¬ 
gram  (EMP)? 

EMP  is  primarily  a  marketing 
program.  It  is  managed  by  market¬ 
ing,  and  the  account  selection  is 
done  by  marketing.  The  EMP  ac¬ 
counts  have  a  strong  telecommuni¬ 
cations  flavor  to  them  in  many 
cases,  and,  to  that  extent,  CPD 
does  have  a  very  specific  market¬ 
ing  support  program  to  help  the 
marketing  units. 

We  have  people  they  can  come 
to  when  they  require  help  with 
special  bids,  and  they  come  to  us  if 
they  need  particular  products.  We 
run  what  we  call  road  shows, 
where  people  from  CPD  who  have 
particular  product  or  technical  ex¬ 


pertise  go  out  and  demonstrate  a 
particular  product. 

Do  you  feel  you’ve  had  to  work 
any  harder  to  reach  your  current 
position  within  IBM  than  a  man 
might  have  under  similar  circum¬ 
stances? 

I  think  women  who  are  attempt¬ 
ing  to  get  ahead  do  tend  to  put  in  a 
tremendous  amount  of  effort. 
Whether  all  that  effort  is  required 
in  each  case,  I’m  not  sure.  But  we 
do  tend  to  put  in  effort. 

IBM  is  very  specifically  working 
on  promoting  females  within  the 


business.  As  we  look  at  career 
growth,  we  do  monitor  women  as 
well  as  blacks  and  other  minor¬ 
ities,  and  we  have  programs  in 
place  to  try  to  encourage  those 
people  to  meet  their  own  potential. 

If  you  look  at  it  in  that  regard, 
being  female  hasn’t  hurt  me  at  all. 
To  the  extent  that  either  I  had  the 
talent  or  I  was  able  to  demonstrate 
the  ability  to  handle  the  job,  the 
company  was  very  willing  to  keep 
advancing  me  to  the  next  step. 

I  will  also  tell  you  that  there 
were  several  cases  in  which  I  be¬ 
lieve  management  took  a  risk  and 


asked  me  to  take  the  next  job  at  a 
point  when  I  didn’t  think  I  was 
quite  ready  for  it.  That  happened 
on  at  least  two  occasions  where  I 
think  they  pushed  and  asked  me  to 
try  to  assume  something  that,  may¬ 
be,  psychologically  I  wasn’t  ready 
for.  So  do  I  think  women  work 
hard?  Yes,  I  think  most  of  us  do. 
Did  the  company  demand  it  of  us? 
Well,  I’m  not  sure.  In  fact,  I  believe 
the  company  is  supporting  our 
progress.  But  the  hard  work  some 
of  us  do  makes  us  feel  more  com¬ 
fortable  and  that  we  deserve  that 
support. 


What  are  some  of  the  issues 
that  come  up  when  you  think 
about  NetView  in  terms  of  net¬ 
work  security? 

Several  years  ago  I  was  working 
on  some  product  implementations, 
and  we  were  providing  a  lot  of  se¬ 
curity  techniques,  things  like  cryp¬ 
tography  and  so  on.  We  made  of¬ 
ferings  and  more  offerings,  and 
suddenly  I  noticed  that  there  was 
not  a  lot  of  interest  in  some  of 
them. 

In  some  cases,  you  have  a  tech¬ 
nology  that  is  ahead  of  the  user’s 
understanding  of  the  need  for  that 


technology.  But  I  would  say  that  in 
the  past  year  our  customers  start¬ 
ed  putting  security  higher  and 
higher  on  their  lists. 

There  are  a  lot  of  reasons  for 
that.  The  banking  and  insurance 
industries  became  more  sensitive 
to  that  requirement.  Now  they  tell 
me  that  their  accountants  come  in 
and  say,  ‘I  need  to  verify  that  your 
systems  are  secure,’  and  they’ll 
come  to  IBM  and  say,  ‘What  does 
he  mean,  and  how  do  I  do  that?’ 

We  have  a  product  called  [Re¬ 
source  Access  Control  Facility], 
which  we  have  now  on  MVS  as 
well  as  VM,  that  we’ve  deliberately 
rolled  out  across  our  systems  to 
provide  security  of  access  to  data. 
VTAM  has  always  had  some  cryp¬ 
tography  elements  to  it,  and  it  has 
a  logon  procedure  that  is  very  pre¬ 
cise.  And  one  of  the  reasons  we 
were  very  careful  with  our  imple¬ 
mentation  of  switched  lines  was 
because  they  do  have  some  securi¬ 
ty  problems  attached  to  them,  par¬ 
ticularly  during  recovery  proce¬ 
dures,  and  we  had  to  work  through 
that. 

Because  the  security  require¬ 
ment  started  coming  in  more  and 
more  from  customers  and  from  the 
government,  we  refocused  on  it, 
and  in  June  we  announced  some 
products  as  part  of  NetView  that 
do  provide  network  security  by 
handling  access  control  at  a  logon. 
We  are  continuing  to  work  with 
customers  to  see  if  there  is  more 
we  need  to  do  for  them  in  terms  of 
network  security.  D 


“We  expect  over  time  to  announce 
products  that  support  X.400  in 
the  U.S.” 


Capturing  the 
high  ground 

continued  from  page  30 

With  the  introduction  of  the 
9370,  IBM  has  had  to  augment  its 
network  management  products  to 
support  departmental  computing 
environments. 

For  larger  mainframe  SNA  net¬ 
works,  defining  the  network  to 
VTAM  —  that  is,  creating  VTAM 
lists  —  has  been  a  time-consuming 
and  often  difficult  task  that  re¬ 
quires  skilled,  highly  paid  and 
hard-to-find  personnel. 

For  smaller  SNA  networks  sup¬ 
porting  9370  communications, 
these  skilled  personnel  may  not  be 
available.  As  a  result,  NetView  has 
recently  been  enhanced  to  include 
the  NetView  Network  Definer,  a 
facility  that  permits  operators  of 
9370s  running  VM/SP  to  define 
their  network  configurations  to 
VTAM  more  easily  in  an  interac¬ 
tive  fashion,  through  the  use  of 
predefined  menus  and  prompts. 

For  larger  SNA  networks,  in 
which  multiple  9370s  are  used  as 
distributed  processors  connected 
to  mainframes,  IBM  has  enhanced 
NetView  to  provide  remote  system 
console  support.  This  permits  all 
9370  operations,  including  net¬ 
work  management  functions,  to  be 
performed  by  a  single  remote  cen¬ 
tral  site,  thereby  minimizing  the 
number  of  skilled  network  manage¬ 
ment  workers  required  throughout 
the  network. 

Through  this  NetView  feature, 
IBM  is  migrating  toward  total  un¬ 


attended  operation  of  remote  370- 
architecture  hosts. 

Finally,  NetView  has  recently 
been  enhanced  to  monitor  peer-to- 
peer  as  well  as  hierarchical  SNA 
sessions  (“SNA:  struck  by  schizo¬ 
phrenia,”  NW,  June  15),  allowing 
centralized  network  management 
of  LU  6.2  sessions  between  PU  2.1 
nodes. 

IBM  blues 

So,  has  IBM  captured  the  high 
ground  of  network  management 
through  the  introduction  of  Net- 
View  and  NetView/PC?  Not  quite. 
Many  major  users  and  vendors  are 
reserving  judgment  until  IBM  ad¬ 
dresses  some  major  weaknesses  of 
these  products. 

For  example,  NetView  and  Net- 
View/PC  still  have  a  major  short¬ 
coming  when  they  are  used  to  pro¬ 
vide  network  management  for  non- 
SNA  products:  Communications  is 
inherently  one-way,  from  the  re¬ 
mote  devices  supplying  status  in¬ 
formation  to  the  NetView  in  the 
host.  There’s  currently  no  easy 
way  for  a  NetView  operator  to  is¬ 
sue  control  commands  to  non-SNA 
products  in  the  network. 

Another  missing  piece  is  the 
lack  of  Personal  System/2  support 
for  NetView/PC.  Support  is  miss¬ 
ing  because  NetView/PC  requires  a 
Realtime  Interface  Co-Processor 
board,  which  is  not  compatible 
with  the  Micro-Channel  bus  of 
most  Personal  System/2s. 

It  is  possible  that  IBM  intends  to 
migrate  NetView/PC  to  the  Operat¬ 
ing  System/2  environment,  which 
as  a  multitasking  operating  system 


is  inherently  more  suitable  than 
MS-DOS  for  support  of  real-time 
communications. 

In  the  meantime,  however,  the 
current  NetView/PC  hardware 
base  may  be  unable  to  provide  ade¬ 
quate  performance. 

Finally,  IBM’s  network  manage¬ 
ment  products  still  do  not  address 
customer  requirements  for  usage- 
based  SNA  network  chargebacks. 
This  shortcoming  has  become  in¬ 
creasingly  important  as  many  For¬ 
tune  500  companies  have  integrat¬ 
ed  all  their  data  communications 
into  a  single  corporate  utility  SNA 
network.  These  companies  have  no 
way  to  allocate  network  costs 
based  upon  the  amount  of  traffic 
being  transmitted. 

NLDM  —  now  integrated  into 
NetView  —  provides  only  3270 
traffic  counts.  The  IBM  product 
closest  to  being  able  to  provide 
such  information,  Network  Perfor¬ 
mance  Monitor  (NPM),  measures 
traffic  volumes  separately  for  each 
37XX/network  control  program 
(NCP)  node  and  consumes  10%  of 
the  throughput  of  customer  front- 
end  processors  when  simultaneous¬ 
ly  monitoring  traffic  volumes  on 
all  circuits. 

This  approach  requires  custom¬ 
ers  to  write  custom  applications  in 
the  host  that  can  process  and  piece 
together  data  collected  by  NPM 
from  multiple  NCP  nodes.  That  is  a 
major  undertaking  that’s  probably 
not  worth  the  effort.  The  inability 
of  IBM  products  to  collect  traffic 
volumes  for  chargeback  purposes 
is  even  more  surprising  given  that 
this  function  is  standard  with  most 


X.25  packet  network  products. 

Despite  weaknesses  in  IBM’s 
current  network  management 
products,  NetView  and  NetView/ 
PC  are  likely  to  become  de  facto 
standards  simply  because  interna¬ 
tional  standards  for  network  man¬ 
agement  are  still  under  develop¬ 
ment  and  other  vendors  may  not 
have  enough  clout  to  establish  a  ri¬ 
val  de  facto  standard. 

Open  Systems  Interconnect  (OSI) 
standards  for  network  manage¬ 
ment  are  more  than  two  years 
away  from  being  finalized,  and  the 
availability  of  products  imple¬ 
menting  these  standards  is  even 
further  off. 

Current  estimates  are  for  the 
OSI  Management  Framework  and 
Common  Management  Information 
Service  protocols  to  become  inter¬ 
national  standards  by  the  summer 
of  1988,  but  the  five  Specific  Man¬ 
agement  Information  Services  and 
Protocols  necessary  to  implement 
products  are  not  expected  to  be¬ 
come  standards  until  late  1989. 

By  that  time,  products  imple¬ 
menting  IBM’s  network  manage¬ 
ment  architecture  will  be  widely 
used,  particularly  by  SNA  network 
customers. 

Through  the  implementation  of 
centralized  network  management 
facilities  in  all  of  its  SNA  products 
and  the  introduction  of  products 
such  as  NetView/PC,  IBM  is  well- 
positioned  to  lead  the  industry  in 
network  management.  And,  with 
the  current  lack  of  OSI  network 
management  standards,  IBM  can  be 
expected  to  dominate  this  area  for 
some  time  to  come.  □ 


SEPTEMBER  7, 1987  L 


NETWORK  WORLD 


PAGE  41 


MCI  sells 
United  on  net 

continued  from  page  2 
different  weighted  values 
to  the  criteria,”  Nevers 
said.  “The  idea  was  to  elim¬ 
inate  any  preconceived 
ideas  or  prejudices  in  mak¬ 
ing  the  selection.” 

One  important  though 
not  overriding  factor  in  the 
selection  process  was  that 
MCI  offered  a  software  tool 
that  can  be  used  in  conjunc¬ 
tion  with  IBM’s  NetView 
network  management  sys¬ 
tem  to  monitor  the  operat¬ 
ing  status  of  VNET. 

MCI’s  software  interface 
allows  network  and  circuit 
alarms  to  be  relayed  via 
IBM’s  NetView  PC  to  a  Net- 
View  terminal. 

“We  do  not  want  to  pro¬ 
liferate  our  network  man¬ 
agement  system  as  our  net¬ 
works  grow,”  Nevers  said. 
United  Airlines  is  a  large 
IBM  Systems  Network  Ar¬ 
chitecture  shop  that  uses 
NetView  as  a  network  man¬ 
agement  tool.  Despite  this, 
he  said,  the  company  has 
not  made  a  decision  to  em¬ 
brace  NetView  as  its  only 
network  management  sys¬ 
tem.  □ 


NCR  ends 
product  lines 

continued  from  page  6 
“still  being  made,”  Wolff 
said.  The  packet  net  equip¬ 
ment  is  manufactured  by 
Fort  Lauderdale,  Fla.-based 
Telematics  International, 
Inc.  and  resold  under  an 
OEM  contract.  One  custom¬ 
er,  the  Research  Library 
Group  at  Stanford  Univer¬ 
sity  in  Stanford,  Calif.,  said 
NCR  Comten  informed  it 
that  the  account  would  be 
turned  over  to  Telematics. 

Wolff  said  NCR  Comten 
and  Telematics  are  negoti¬ 
ating  an  arrangement  for 
termination  of  their  OEM 
contract.  NCR  Comten’s  de¬ 
cision  to  discontinue  packet 
network  sales  “in  no  way 
affects  the  company’s  com¬ 
mitment  to  providing  an 
X.25  interface  to  Comten 
communications  proces¬ 
sors,”  Wolff  added. 

Comten’s  exit  from  the 
packet-switching  and  mo¬ 
dem  markets  is  aimed  at 
“getting  a  higher  return  on 
investment  by  redirecting 
the  resources  from  the  two 
product  lines  into  our  main¬ 
line  business  of  communi¬ 
cations  processors,”  Wolff 
explained.  Company  execu¬ 
tives  declined  to  be  inter¬ 
viewed. 

Wolff  said  Comten  is 
“trying  to  find  places”  for 
the  staff  dedicated  to  the 
modem  and  packet-switch¬ 
ing  product  lines  but  would 
not  comment  on  whether 
any  would  be  laid  off.  □ 


According  to  Geoffrey 
Johnson,  an  analyst  for  Ar¬ 
gus  Research  Corp.  in  New 
York,  the  United  Airlines 
contract  may  be  a  break¬ 
through  for  MCI,  which 
needs  to  attract  more  busi¬ 
ness  customers,  he  said. 

Johnson  said  the  con¬ 
tract  with  United  Airlines 
could  be  a  sign  that  IBM  is 
beginning  to  offer  market¬ 
ing  guidance  and  support. 
“MCI’s  marketing  efforts 


have  been  floundering,” 
Johnson  said. 

Frank  Governali,  assis¬ 
tant  vice-president  at  Kid¬ 
der  Peabody  &  Co.,  Inc.  in 
New  York,  said  that  IBM 
and  MCI  are  likely  to  begin 
working  together  more 
closely  in  landing  selected 
accounts. 

“The  key  is  whether  co¬ 
operative  efforts  make 
sense  from  the  customers’ 
point  of  view,”  he  said. 


“IBM’s  No.  1  concern  will 
continue  to  be  the  comput¬ 
er  industry.  But  it  will 
work  with  MCI  when  it  can 
add  value  to  meet  the  cus¬ 
tomers’  needs.” 

Glenn  Powers,  a  senior 
analyst  with  Northern 
Business  Information,  Inc. 
in  New  York,  said  IBM’s  in¬ 
volvement  in  the  United 
Airlines  contract  was  a 
way  of  supporting  the 
wide-area  networking 


needs  of  one  of  its  large 
computer  hardware  cus¬ 
tomers. 

“The  wide-area  network 
market  is  becoming  an  in¬ 
teresting  one  for  IBM,” 
Powers  said.  “It  can  meet 
its  customers’  needs 
through  alliances  with  oth¬ 
ers.  For  example,  its  rela¬ 
tionship  with  [Network 
Equipment  Technologies, 
Inc.]  helps  private  net  cus¬ 
tomers  meet  T-l  needs.”  □ 


As  an  IBM  user,  are  you  looking  for  an  answer 
to  the  network  interoperability  question? 


Multi-vendor  network¬ 
ing  is  the  most  severe 
challenge  faced  by  network 
designers  today.  How  do  you  bring  together  the 
strengths  and  benefits  of  IBM  &  DEC  &  AT&T  &  Work¬ 
stations  &  PC’s?  With  networking  solutions  from  ACC. 

ACC’s  ACCES/MVS  software  provides  the  TCP/IP 
protocol  suite  to  the  MVS  environment  in  a  way  that 
will  bring  a  smile  to  the  face  of  your  systems  pro¬ 
grammers.  Our  ACS  9310  brings  Ethernet  directly  into 
your  IBM  mainframe  and  together  with  ACCES/MVS 
can  open  up  the  resources  of  your  computer  to  the 
entire  corporation. 

ACC  has  been  providing  knowledgeable,  insightful 
and  reliable  solutions  to  data  communications  require¬ 
ments  for  Commercial,  Government  &  Academic  users 
for  over  ten  years.  Learn  more  about  how  ACC  can 
make  your  network  truly  interoperable.  Call  today. 

Advanced  Computer  Communications, 

720  Santa  Barbara  St.,  Santa  Barbara,  CA  93101 
(805)  963-9431. 

TWX  910  334-4907 


Yes  ACC,  let  me  know  how  you  can 
help  me  with  multi-vendor  networking. 
I’m  interested  in: 


□  IBM  mainframes 

□  IBM  PCs 

□  DEC  computers 


□  AT&T  computers 

□  TCP/IP  protocols 

□  Ethernet 


Name  _ 

Company 
Address  _ 


City,  State,  Zip 
Phone  - 


Mail  to:  Advanced  Computer  Communications 

720  Santa  Barbara  Street,  Dept.  Nl,  Santa  Barbara,  CA  93101 

Phone  (805)  963-9431 
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Letters : 

Editor: 

We  disagree  with  a  few  points 
in  the  Aug.  10  editorial,  “Is  ISDN 
obsolete?”  by  James  Herman.  He 
suggests  two  reasons  that  Inte¬ 
grated  Services  Digital  Network 
standards  are  not  optimal  for  to¬ 
day’s  communications:  because 
the  bearer  channel  bandwidth  of 
64K  bit/sec  was  based  on  past 
voice  digital-encoding  needs  and 
because  it  is  now  too  large  for 
voice  and  too  small  for  data  ap¬ 
plications.  We  feel  ISDN  can  meet 
today’s  and  tomorrow’s  commu¬ 
nications  needs  because  it  is  an 
evolving,  flexible  technology. 

When  the  Consultative  Com¬ 
mittee  on  International  Telepho¬ 
ny  and  Telegraphy  meets  in  ple¬ 
nary  session  in  October  1988,  it 
will  adopt  as  formal  recommen¬ 
dations  the  standards  developed 
in  the  last  four-year  study  period 
(1985  to  1988).  These  recommen¬ 
dations  reflect  a  basic  premise 
behind  ISDN  development  — 
that  ISDN  will  evolve  from  the 
existing  telecommunications  net¬ 
work.  The  new  standards  build 
on  the  old;  consequently,  some 
ISDN  recommendations  will  con¬ 
tinue  to  evolve  and  will  become 
more  complete,  while  others  will 
be  added  based  on  new  work.  As 
a  result,  ISDN  service  providers 
and  equipment  vendors  can  offer 
products  to  meet  existing  re¬ 
quirements,  knowing  that  addi¬ 
tional  recommendations  can  be 
incorporated  in  the  future. 

The  editorial  also  questions 
the  choice  of  64K  bit/sec  as  a 
standard  information  transfer 
rate.  One  could  build  a  case  that 
any  standard,  in  this  case  64K 
bit/sec,  is  better  than  none.  This 
selection  was  based  on  ISDN’s 
evolution  premise  and  supports 
the  large  amount  of  equipment 
that  supports  64K  bit/sec. 

Regardless,  the  ISDN  stan¬ 
dards  bodies  are  acutely  aware 
that  needs  for  higher  information 
transfer  rates  for  video,  audio 
and  data  transmission  have  in¬ 


creased  dramatically.  As  a  result, 
the  ISDN  standards  are  defining 
channel  bandwidths  ranging 
from  the  16K  bit/sec  D  channel 
signaling  on  a  basic  rate  interface 
to  several  megabits  on  broadband 
ISDN  interfaces.  The  work  being 
done  on  broadband  ISDN,  both  in 
Europe  and  North  America, 
builds  on  today’s  requirements, 
thus  providing  an  evolutionary 
path  for  the  future. 

As  the  editorial  notes,  a  64K 
bit/sec  transfer  rate  is  unneces¬ 
sary  for  a  single  voice  call  given 
today’s  voice-encoding  algo¬ 
rithms.  However,  the  ISDN  stan¬ 
dards  bodies  have  already  pro¬ 
vided  for  newer  techniques,  such 
as  Adaptive  Differential  Pulse 
Code  Modulation,  that  reduce  the 
rate  required  for  a  voice  call. 

Our  last  point  regards  the  im¬ 
plication  that  this  is  not  the  right 
time  to  adopt  standards.  Of 
course,  the  ideal  time  to  adopt 
standards  was  yesterday.  The 
next  best  time  is  now.  The  mar¬ 
ketplace  is  evolving  toward  open 
standards  for  many  good  rea¬ 
sons.  A  major  benefit  of  stan¬ 
dardization  is  that  it  allows  econ¬ 
omies  of  scale  that  can  dramat¬ 
ically  reduce  product  costs.  A 
standard  permits  market  vol¬ 
umes  large  enough  to  justify  the 
years  of  development  and  mil¬ 
lions  of  dollars  necessary  to  im¬ 
plement  products  with  very  large 
scale  integration  technology. 

ISDN  is  a  step  in  the  right  di¬ 
rection  for  universal  communica¬ 
tions  standards. 

Jerome  Kemp 
Chief  engineer 
Advanced  Development 

H.  Richard  Schwarz 
Senior  systems  engineer 
Systems  Engineering 
NCR  Comten,  Inc. 


Editor: 

The  article  by  John  O’Leary  in 
the  Aug.  24  issue  of  Network 
World  (“Diverse  nets  are  high- 
risk  groups,”)  was  a  very  good 
discussion  of  security  issues  in 
environments  where  intervendor 


communications  is  used.  It  is  dif¬ 
ficult  to  integrate  the  security 
systems  of  diverse  computers  so 
resources  are  properly  protected. 

There  is  a  significant  imple¬ 
mentation  not  mentioned  in  the 
article.  The  intervendor  file- 
transfer  product,  XCOM  6.2, 
from  Spectrum  Concepts,  Inc.  in 
New  York,  provides  integrated 
security  supporting,  for  example, 
ACF2  on  an  MVS  host  transfer¬ 
ring  data  to  VMS,  with  the  inte¬ 
grated  security  system  on  a  VAX. 

XCOM  6.2  does  such  interven¬ 
dor  networking  protection  by  us¬ 
ing  both  the  security  architecture 
of  LU  6.2,  on  systems  (such  as 
the  IBM  System/38)  that  need  it 
and  also  links  to  the  integrated  or 
packaged  security  products  such 
as  Top  Secret  or  RACF. 

Network  World  is  to  be  com¬ 
mended  for  bringing  discussion 
of  this  issue  to  the  fore. 

James  F.  Kelly 
Teleprocessing  Connection,  Inc. 


Editor: 

Needless  to  say,  we  were  sur¬ 
prised  and  disappointed  by  Brian 
Jeffery’s  opinion  piece  entitled, 
“Cement  Overshoes”  ( NW ,  Aug. 
3).  Surely  your  readers  expect 
and  deserve  much  more  from  Net¬ 
work  World  than  this  unseemly 
and  failed  attempt  to  be  humor¬ 
ous  at  the  expense  of  IBM  and 
Rolm  Corp.  employees.  If  this  is 
an  example  of  Jeffery’s  scholar¬ 
ship,  perhaps  he  ought  to  refrain 
from  calling  attention  to  it. 

IBM  and  Rolm  have  a  great 
deal  to  offer  to  one  another  and 
to  our  customers.  Together,  we 
are  building  an  information  han¬ 
dling  capability  that  otherwise 
would  not  be  possible  for  us.  Our 
employees  and  customers  under¬ 
stand  this.  You  have  just  begun 
to  see  the  fruits  of  this  associa¬ 
tion. 

James  C.  Reilly 
Director 

Communications  Operations 

IBM 

Letters  may  be  edited  for 
space  and  clarity. 


AT&T  unveils  computers 

continued  from  page  2 


peer-to-peer  protocol  to  work  in 
3B4000  environments.  It  allows 
the  3B4000  to  communicate  with 
other  LU  6.2  programs  on  other  3B 
computers  or  non-AT&T  computers 
within  an  IBM  Systems  Network 
Architecture  environment. 

The  TCP/IP  interface  software 
supports  Unix  System  V  features 
and  provides  a  means  for  cluster¬ 
ing  AT&T  computers  and  communi¬ 
cating  with  other  manufacturers’ 
equipment,  AT&T  said. 

In  addition,  Binary  Synchronous 
Communications/RJE  emulation 
software  provides  the  minicomput¬ 
er  with  support  for  IBM’s  BSC  pro¬ 
tocol.  The  interface  costs  $5,000 
for  the  3B4000’s  master  processor 
and  $7,000  for  each  adjunct  pro¬ 
cessor. 

In  addition,  the  minicomputer 


supports  AT&T  Document  Ex¬ 
change,  an  electronic  mail  system 
that  translates  documents  and  mail 
messages  into  formats  required  by 
other  systems,  such  as  IBM’s  DIS- 
OSS  and  Professional  Office  Sys¬ 
tem,  Wang  Laboratories,  Inc.’s  OIS 
and  VS,  and  Digital  Equipment 
Corp.’s  All-In-1. 

AT&T  also  unveiled  the  32-bit 
6386  Workgroup  System,  a  micro¬ 
computer  available  in  desktop  and 
floor-standing  models,  which  sup¬ 
port  20  and  32  simultaneous  users, 
respectively.  According  to  AT&T, 
the  6386  is  capable  of  “supporting 
Unix  System  V  applications  con¬ 
currently  with  up  to  eight  MS-DOS 
applications.” 

Both  models  are  compatible  with 
Starlan,  IBM’s  PC  Network  and  To¬ 
ken-Ring  Network,  and  Novell, 


Inc.’s  NetWare  network  operating 
system.  Prices  for  the  two  vary 
with  configuration  from  $4,899  to 
$10,395. 

The  new  release  of  ISN  unveiled 
last  week,  Release  4.1,  enhances 
network  management  and  billing 
capabilities  and  supports  asyn¬ 
chronous  and  fiber  interfaces  to 
3B2  and  3B4000  computers.  The 
ISN’s  network  management  soft¬ 
ware,  StarKeeper,  now  stores  and 
reports  traffic  and  performance 
measurements.  It  also  offers  real¬ 
time  fault  reporting,  alarms  and 
call-detail  reporting.  Release  4.1 
will  be  available  in  the  first  quar¬ 
ter  of  1988  at  upgrade  prices  rang¬ 
ing  from  $6,375  to-$13,125. 

Version  2.0  of  Starlan,  also  re¬ 
leased,  provides  an  improved  inter¬ 
face  to  IBM’s  Network  Basic  I/O 
System,  automatic  parameter  set¬ 
ting  at  installation  for  optimizing 
server  operation,  improved  menus 


Novell 

unwraps  server 

continued  from  page  2 
ports  48  network  adapters  and  al¬ 
lows  users  to  link  the  local  net  into 
one  remote  network. 

Both  NetWare  products  run  on 
nondedicated  servers,  such  as  IBM 
Personal  Computer  XTs,  ATs  and 
compatibles. 

Neither  requires  a  key  card,  as 
have  other  versions  of  NetWare. 
Level  I  is  available  this  month  and 
Level  II  is  slated  for  delivery  in  the 
first  quarter  of  1988. 

In  the  announcement  with  Exce- 
lan,  Novell  said  it  will  jointly  mar¬ 
ket  Excelan’s  TCP/IP  Workstation 
for  NetWare.  This  is  the  second 
TCP/IP  offering  introduced  by  No¬ 
vell;  the  company  also  has  an 
agreement  with  Micom-Interlan, 
Inc.  for  a  gateway  product  based 
on  the  Department  of  Defense’s 
TCP/IP  networking  protocols. 

Unlike  the  gateway  approach  of 
the  Micom-Interlan  product,  Exce¬ 
lan’s  TCP/IP  implementation  re¬ 
sides  on  individual  network  work¬ 
stations.  As  a  result,  these 
workstations  have  concurrent  ac¬ 
cess  to  TCP/IP  and  NetWare  envi¬ 
ronments. 

The  $995  hardware  and  soft¬ 
ware  package  will  be  available  in 
December  and  includes  Excelan’s 
EXOS  205T  Intelligent  Ethernet 
Controller,  TCP/IP  network  soft¬ 
ware,  TCP/IP  applications  and  the 
NetWare  driver  kit  developed  by 
Excelan. 

Apple  connectivity 

Novell’s  Craig  Burton  said  Exce¬ 
lan  could  help  Novell  provide  net¬ 
work  links  to  personal  computers 
from  Apple  Computer,  Inc.  Novell 
announced  a  year  ago  that  it  would 
support  TCP/IP  and  Apple  comput¬ 
ers.  While  it  has  delivered  on  TCP/ 
IP,  Novell  has  yet  to  introduce  net¬ 
work  connections  for  the  Macin¬ 
tosh. 

Looking  to  support  Apple  com¬ 
puters  itself,  Excelan  acquired  Ki¬ 
netics,  Inc.  early  this  summer.  Ki¬ 
netics  supplies  high-end  network¬ 
ing  products  for  Apple  computers. 
“That’s  a  key  technology  we’re  in¬ 
terested  in,”  Burton  said.D 


and  a  new  server  command-line  pa¬ 
rameter  to  support  connections 
such  as  the  System  25  Remote  PC 
Service.  A  50-copy  license  costs 
$2,995. 

Enhancements  to  AT&T  Mail  in¬ 
clude  a  set  of  software  products 
called  Private  Message  Exchange 
(PMX),  providing  different  types 
of  private  messaging  networks 
within  the  worldwide  E-mail  ser¬ 
vice.  PMX/PC  creates  a  personal 
computer-based  departmental  mail 
system.  PMX/Term  is  a  Unix-based 
program  for  standard  data  termi¬ 
nal  users.  PMX/Starmail  gives 
Starlan  users  an  E-mail  system 
linking  to  other  AT&T  Mail  ser¬ 
vices. 

AT&T  also  said  it  would  intro¬ 
duce  an  X.400  interface  for  the 
mail  service  at  Telecom  ’87  in  Octo¬ 
ber  in  Geneva,  Switzerland.  Prices 
range  from  $495  to  $4,000,  depend¬ 
ing  on  the  processor.  □ 
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COMMUNICATIONS 

MARKETPLACE 


FROM  THE  COMPANY  THAT 
TAKES  THE  RISK  OUT  OF  RUYING 
RECONDITIONED  EQUIPMENT. 
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ImTTtttt 

NOW- 
SAVE  WITH 
CONFIDENCE 

■  FULL  SIX  MONTH  WARRANTY 

on  all  Telesource  component  parts.  Plus 
complete  systems  configured  to  your 
specifications. 

■  FINEST  QUALITY  PRODUCTS 

All  SL-1  and  ROLM  models.  Fully  re¬ 
conditioned  and  tested.  New  products 
also  available. 

■  NEXT  DAY  SHIPMENT 

of  all  materials  from  our  complete 
inventory— when  time  is  of  the  essence. 

■  QUALITY  SHIPPING  AND 
PACKAGING  MATERIALS 

to  insure  that  our  products  are  delivered 
to  you  in  perfect  condition. 

■  OUTSTANDING  CUSTOMER  SERVICE 

Join  the  hundreds  of  SL-1  and  ROLM 
users  already  receiving  professional 
service,  prompt  delivery  and  outstanding 
value... 

ONIY  FROM 

STclcsourcc 

(313)  335-3000 

1450  HIGHW00D  EAST  BLVD.  •  PONTIAC,  Ml  •  48055 


AT&T 

Cellular 

Mobile 

Phones 

$899.00  PLUS  TAX 

INCLUDES  FREE  STANDARD 
INSTALLATION  IN  MASS. 

•  Delivered  UPS 

anywhere  in  the  U.S. 

•  Installed  by  local 

authorized  installer. 

•  Full  2-year  warranty. 

Call  Arista 
Communications 
Today! 

(617)875-4888 

•  Foreign  cars/sports  cars  may 

require  additional  charge. 


1 


TURN  YOUR  PC/XT/AT  INTO 
MULTI-USER,  ON-LINE  SYSTEM 


INFOHOST 

Multi-user  On-line  System  Software 
(Reviewed  by  PC  Week  on  5/19/87) 

You  can  now  place  a  database  of  goods  and 
services  on-line  using  your  own  PC,  so  your 
customers  can  dial  in  over  phone  lines  to  ac¬ 
cess  information,  leave  messages,  and  make 
purchases  via  modem  InfoHost,  which  can 
support  as  many  as  eight  simultaneous  mo¬ 
dem  interfaces,  features  a  customizable  rela¬ 
tional  database  that  can  be  adapted  to  the 
needs  of  your  business 

A-Comm  Electronics,  Inc. 

377  Rte  17  So,  Hasbrouck  Hts,  NJ  07604 
(201)288-7885 _ TLX:  4948376 


CALL  OUR  DEMO  201-288-7792 

(Modem  Settings  8  I  N) 


Your  ad  for 

Bids  And  Proposals 

Business  Opportunities 

Communications 

Marketplace 

Consulting  Services 

Real  Estate 

Publications 

Seminars  And  Conferences 

Can  be  here  for  $148.75  • 
Contact:  Joan  Bayon  Pinsky 

1-800-343-6474  x263 
(or  in  MA  617-879-0700) 


TELECOMMUNICATIONS 

DIVISION 


TFM7/V77FM 


compute#  coppopat/on 

4025  BRONZE  WAY,  DALLAS,  TEXAS  75237 


THE  BEST  FOR  LESS 


TRAINING 


SECONDARY  MARKET  VENDOR 
--J  AT&T 

•  DIMENSION®  \ 

•  HORIZON®  \ 

•  SYSTEM  75®  \ 

•  COMKEY  416®  \ 

COMPLETE  SYSTEMS  &  PARTS  INVENTORY 
ALL  EQUIPMENT  REFURBISHED  LIKE  NEW 
GUARANTEED  FOR  AT&T  INSTALL  &  MAINTENANCE 

WE  REPAIR  DIMENSION  AND  HORIZON  CIRCUIT  PACKS 


800-527-6438 


(IN  TEXAS  214-330-7243) 
MEMBER:  NATD 

•  REGISTERED  TRADEMARK  OF  AT&T 


T1  &  X.25 

courses  now 
available! 

Transform  your  PC  into  a 
personal  instructor  with 


lELEtUtOr 


TELECOMMUNICATIONS  TRAINING  SERJES 
CALL  FOR  FREE  BROCHURE 

800-S42-2242 
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EMPLOYMENT  TODAY 


NETWORK  WORLD 

A  number  of  Special  Sections,  Product  Focuses  and  Service  Focuses  are  scheduled  to  run  in  NETWORK  WORLD 
during  1987.  Each  of  these  features  will  focus  on  one  aspect  of  the  computer  industry  and  give  our  advertisers  a 
chance  to  reach  a  more  select  audience.  These  are  some  of  the  topics  the  features  will  cover: 

Special  Section 

*  September  7  -  IBM  Special 

*  November  1 6  -  Factory  Communications 

*  December  7  -  The  Communication  Budget 

*  December  21  - 1987  User  Excellence  Awards 

Product  Focus 

*  September  1 4  -  Packet  Switches 

*  October  5  -  Gateways  &  Bridges 

*  November  2  -  Communications  Processors 

Service  Focus 

*  September  21  -  T-1  Services 

*  November  23  -  Int’l  Communications  Services 

Special  Show  Coverage  &  Bonus  Distribution 

*  September  21  -  TCA  Preview  Issue 

*  September  28  -  TCA  Show  Issue 

*  October  5  -  TCA  Wrap-up  Issue 

*  October  1 2  -  CMA  Preview  Issue 

*  October  19  -  CMA  Show  Issue 

*  October  26  -  CMA  Wrap-up  Issue 

*  November  2  -  COMDEX  Fall  Show  Issue 

*  November  9  -  COMDEX  Wrap-up  Issue 

*  November  16  -  SETA  Show  Issue 

*  November  23  -  SETA  Wrap-up  Issue 

*  November  23  -  Localnet  Preview  Issue 

*  November  30  -  Localnet  Show  Issue 

*  November  30  -  Unicom  Show  Issue 

*  December  7  -  Localnet  Wrap-up  Issue 

*  December  7  -  DEXPO  West  Show  Issue 

NETWORK  WORLD  publishes  every  Monday  with  an  ad  deadline  of  10  days  prior  to  each  issue  date.  The  Sep¬ 
tember  21st  issue  will  be  closing  September  1 1th.  You  may  send  in  copy  to  be  pubset  or  camera-ready  material 
(velox  or  negative)  via  the  mail.  We  provide  telecopier  service  and  will  also  take  ads  over  the  phone. 

Our  mailing  address  is 

NETWORK  WORLD 

Classified  Advertising,  PO  Box  9171, 

375  Cochituate  Road,  Framingham,  MA  01701-9171 

Or  call  for  more  information  at:  1-800-343-6474 
or,  in  Massachusetts,  (617)  879-0700 
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Precision  Products  Division 


Senior  Network 
Software 

Programmer/Analyst 


At  Northrop  Precision  Products  Division,  our 
professionals  are  utilizing  the  most  sophisticated 
resources  to  enhance  the  design  and  manufacture 
of  advanced  guidance  and  navigation  systems.You 
can  work  in  our  state-of-the-art  Business  Data 
Processing  environment  and  enjoy  an  outstanding 
challenge  as  a  Senior  Network  Software  Pro¬ 
grammer/Analyst. 

This  position  shall  carry  responsibility  for  the 
proper  use  and  operability  of  NCP  in  an  SNA 
environment,  as  well  as  other  software  which  may 
reside  in  communication  controllers  in  the 
Business  Data  Processing  network. 

Requires  a  thorough  knowledge  of  NCP  coding  and 
operation,  VTAM  and  CICS  and  a  working  knowl¬ 
edge  of  VM  and  VSE.  Must  have  experience  in  the 
use  of  at  least  an  IBM  3705  with  IBM  3725  preferred. 
Must  be  able  to  operate  data  analyzers  and  be 
experienced  in  the  use  of  network  monitoring 
software  used  as  NCCF,  NPDA,  NLDM,  and  NPM  or 
Netmaster. 

In  exchange  for  your  specialized  background, 
Northrop  offers  competitive  wages  and  company 
benefits,  including  company  savings  plan,  medical 
and  dental  coverage,  and  a  vision  care  plan.  For 
immediate  consideration,  please  send  your  resume 
with  salary  history  in  strict  confidence  to:  Human 
Resources,  Dept.  NW,  Northrop  Precision  Pro¬ 
ducts  Division,  100  Morse  Street,  Norwood,  MA 
02062. 

Northrop  is  an  Equal  Opportunity  Employer,  M/F/H/V. 


NORTHROP 

Precision  Products  Division 

Electronics  Systems  Group 


COMPANY  FEE-PAID  AGENCY 
$28K-$57K 

Programmer/Analyst  to  Project  Leaders.  If 
you  are  a  systems  professional  with  back- 

8 rounds  in  at  least  two;  CICS,  DB2,  IMS 
BDC,  IDMS,  COBOL,  FOCUS,  VSAM,  AS¬ 
SEMBLER,  Data  Modeling,  DEC/VAX,  VMS, 
Data  Comm/DB  -  either  on  the  applications  or 
technical  side,  we  have  openings  throughout 
New  England  in  multiple  industries.  Our  clients 
offer  excellent  benefits,  relocation  and  achal- 
lenging  professional  atmosphere.  Please  send 
a  copy  of  your  resume  in  confidence  to: 

Sandy  Whiner 

CAREER  TECHNOLOGIES  ASSOC. 

37  Jerome  Ave 
Bloomfield,  CN  06002. 


CONTRACT  PROGRAMMERS 

Seeking  qualified  professionals  with  experi¬ 
ence  in  any  of  the  following: 


IMS  DB/DC 
CICS 
IDMS 
TOTAL 
MANTIS 

S/34/36/38-RPG  I,  II,  III 

Contract  and  full-time  opportunities  are  imme¬ 
diate  and  located  in  Pittsburgh  and  other  Mid- 
Atlantic  locations.  We  provide  earnings  un¬ 
matched  by  our  local  competition.  Call  or  send 
resume  to: 

Diversified  Technical  Corp. 

P.O.Box  14817 
Pittsburgh  PA  1 5234 
(412)344-2266 


OVERSEAS 

JOBS! 

TAX  FREE  INCOME 

Our  clients  are  hiring  NOW  for: 

PROGRAMMERS/ANALYSTS 

•  IMS/CICS/ADABAS/IDMS 

•  RPG  II,  lll/ORACLE/PCS 

SYSTEMS  PROGRAMMERS 

•  PRIMOS/VMS/AOS/MVS 

SOFTWARE  ENGINEERS 

•  CADCAM/UNIX-C 

TECHNICIANS 

•  IBM  MF/HP/DEC-VAX 

MANY  OTHER  FIELDS 


Sunday  9:00-3:00 
Weekdays  8:30-5:30 

(213)  382-9999 


OVERSEAS  CAREERS 
OF  CALIFORNIA  AGENCY 

3701  Wilshire  Blvd. 

Dept.  222CW 
Los  Angeles.  CA  90010 

Advance  fee  required-refundable. 
100%  GUARANTEE  AVAILABLE 
Licensed  and  bonded 
as  an  employment  agency. 

GUARANTEED  RESULTS!! 


Telecommunications  Sales  & 
Marketing  Professionals: 

Put  Yourself  In  Our  Place 


FIRST. 


Being  an  innovative  professional  is 
one  thing.  Being  part  of  an  industry 
pacesetter  is  another.  We  invite  you  to 
do  both.  Come  join  the  Telecommuni¬ 
cations  Division  of  Avantek,  where 
ideas  and  contributions  are  encour¬ 
aged,  not  stifled. 

We’re  a  leading  supplier  of  sophisti¬ 
cated  telecommunications  equipment 
to  both  common  carriers  and  busi¬ 
nesses.  Our  numerous  technological 
achievements  include  being  the  first 
company  to  ship  advanced  DS-3  radio 
transmission  systems.  Our  record 
sales  and  unparalleled  growth  rate 
only  add  to  our  reputation  as  an  indus¬ 
try  pacesetter.  So  come,  put  yourself 
in  our  place,  and  maximize  your 
talents  and  potential. 

Area  Sales  Manager 

Based  in  the  San  Francisco  Bay  Area, 
you  will  report  to  a  Product  Line  Mana¬ 
ger  and  be  responsible  for  presenta¬ 
tions,  standard  quotes,  program 
management,  applications  engineer¬ 
ing,  contracts  and  order  administration. 
Requires  BSEE  or  equivalent  plus  5 
years’  experience  in  transmission 
equipment  sales.  Dept.  727NW. 

Market  Segment 
Manager 

Based  in  the  San  Francisco  Bay  Area, 
you  will  identify  market  opportunities, 
develop  programs  on  a  segment-by- 
segment  basis  to  penetrate  specific 
commercial  vertical  markets  for  tele¬ 
communications  transmission  prod¬ 
ucts.  A  degree  in  business 
administration  or  equivalent  (MBA 
preferred)  and  5  years’  marketing  or 
sales  experience  in  telecommunica¬ 
tions  products  required.  Dept.  721  NW. 

Product  Manager 

Based  in  the  San  Francisco  Bay  Area, 
you  will  manage  engineering,  mar¬ 


keting  and  sales  activities  for  state-of- 
the-art  digital  microwave  radio  and 
multiplex  systems.  This  is  a  newly  cre¬ 
ated  and  visible  position  for  an  aggres¬ 
sive,  highly  team-oriented  individual 
with  an  engineering  degree  or  equiva¬ 
lent  and  5+  years’  engineering  and 
marketing  experience  in  a  manage¬ 
ment  capacity.  Dept.  722NW. 

Sr.  Field  Sales  Engineers 

These  positions  involve  microwave 
and  lightwave  digital  transmission 
product  sales  in  one  of  the  following 
domestic  territories:  Northeast;  South¬ 
east;  Mid-Atlantic;  Midwest;  and  West 
Coast.  You  will  be  responsible  for 
bookings  and  forecasting,  contribute  to 
our  ongoing  commitment  towards 
improving  product  price  and  product 
performance  for  our  customers,  and  be 
backed  by  one  of  the  best  engineering 
support  groups  in  the  business.  BSEE 
or  equivalent  and  3-5  years’  telecom¬ 
munications  sales  experience 
required.  Background  in  private  user 
market  segment  a  definite  plus.  Dept. 
713NW. 

Call  Our  24-Hour 
Toll-Free  Number  Now 

1-(800)  221-3333, 

Ext.  AVANTEK 

For  immediate  consideration,  please 
call  the  number  above.  Put  yourself  in 
our  place,  and  we’ll  put  you  first  with 
exceptional  benefits  including  stock 
purchase,  profit  sharing,  and  personal 
computer  purchase  plans.  If  unable  to 
call,  please  forward  your  resume  indi¬ 
cating  department  code  of  interest  (Sr. 
Field  Sales  candidates  also  indicate 
region  of  interest)  to:  Human 
Resources,  Avantek,  Inc.,  Telecommu¬ 
nications  Division,  48761  Kato  Road, 
Fremont,  CA  94538-7313.  An  equal 
opportunity  employer. 


0AVANTEK 


TCA 

Special  TCA  Show  Issue  -  September  28th 

Closes:  September  1 8th 

Bonus  Show  &  Hotel  Distribution 

Call  for  further  information  on  advertising  in  this  Special  Issue. 

NETWORK  WORLD 

Classified  Advertising,  375  Cochituate  Road, 

P.O.  Box  9171,  Framingham,  MA  01701-9171 

1-800-343-6474  (In  Mass)  617-879-0700 
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Expert  system  monitors  nets 

continued  from  page  1 


here,  designed  its  Network  Prob¬ 
lem  Determination  Expert  System 
(NPDES)  to  simplify  network  man¬ 
agement.  The  system  has  helped 
reduce  network  and  operations 
staff  from  62  to  36  in  two  years. 

NPDES  can  pinpoint  problems  in 
software  and  operational  mistakes 
made  by  end  users,  and  it  can  get 
status  information  about  specific 
devices  in  the  network  by  interact¬ 
ing  with  VTAM  on  one  of  the  com¬ 
pany’s  two  IBM  host  computers. 

“This  system  goes  through  the 
network  and  checks  the  status  of 
users’  terminal  and  control  units, 
all  paths  and  all  applications,” 
said  Charlie  Snell,  director  of  com¬ 
munications  and  computing  at  Har¬ 
ris. 

NPDES  runs  on  an  IBM  Personal 
Computer  AT-compatible  outfitted 
with  a  Digital  Communications  As¬ 
sociates,  Inc.  Irma  board  that  en¬ 
ables  the  microcomputer  to  com¬ 
municate  with  the  mainframe  as  a 
terminal. 

The  program  is  based  on  an  ex¬ 
pert  system  shell  called  Insight  2  + 
from  Level  Five  Research  Corp.  of 
Indialantic,  Fla.  The  Insight  2  + 
package  provides  the  inference  en¬ 
gine  for  the  expert  system,  helping 
pinpoint  network  problems  by  fol¬ 
lowing  rules  —  a  series  of  “if, 
then”  types  of  statements  —  input 
by  Harris  technicians. 

The  rules  were  written  after  the 
so-called  knowledge  acquisition 
stage  of  the  system’s  design.  “We 
sat  down  with  our  network  experts 
and  asked  them  to  tell  us  what 
they  would  do  when  given  a  cer¬ 
tain  piece  of  information,  what  ad¬ 
ditional  information  they  would 
ask  for.  We  went  through  the 
whole  problem  solving  phase,” 
Snell  said.  “After  picking  their 
brains,  we  wrote  their  responses 


into  the  rules.” 

The  system  currently  has  200 
rules  and  helps  solve  about  90%  of 
the  queries  it  receives  by  recom¬ 
mending  action  to  the  operator.  It 
identifies  hardware  failures,  how¬ 
ever,  without  recommending  ac¬ 
tion. 

A  future  version  of  NPDES  will 
be  able  to  issue  its  own  commands 
to  VTAM  to  correct  the  problem 
without  intervention  from  an  oper¬ 
ator.  Snell  estimated  that  NPDES 
should  begin  to  make  modifications 
in  the  network  in  three  months. 

NPDES  frees  experienced  tech¬ 
nicians  from  the  day-to-day  grind 
of  solving  low-level  problems  on 
the  6,000-terminal  network  and 
makes  the  desk  more  approachable 
to  the  inexperienced  user. 

“We  wanted  to  staff  the  help 
desk  with  people  who  have  good 
interpersonal  skills  because  we 
found  our  employees  responded 
better  to  a  friendly  voice  and  cour¬ 
teous  treatment  than  they  did  to  a 
technician  —  who  may  imply  just 
by  tone  of  voice  that  a  question  is 
stupid,”  Snell  said. 

Harris  actually  developed 
NPDES  for  microcomputer  use  af¬ 
ter  developing  an  early  version 
that  ran  on  an  IBM  3084  main¬ 
frame  under  the  IBM  Expert  Sys¬ 
tem  Environment  package. 

The  IBM  package  proved  that 
the  concept  was  feasible,  but  it 
also  proved  too  expensive  and  in¬ 
flexible  because  of  extensive  oper¬ 
ating  system  modifications  re¬ 
quired  to  implement  the  system. 

While  NPDES  monitors  the  com¬ 
puter  side  of  Harris’  SNA  network, 
monitoring  of  transmission  facili¬ 
ties  is  controlled  by  another  Har¬ 
ris-developed  tool  called  the  Alarm 
Interface  Reporting  System  (AIRS). 
Eventually,  the  company  hopes  to 


link  the  capabilities  of  NPDES  and 
AIRS  through  IBM’s  NetView  PC, 
the  interface  to  NetView,  IBM’s 
mainframe-resident  network  man¬ 
agement  product. 

Harris  developed  AIRS  to  allow 
single-site  monitoring  of  its  micro- 
wave  and  fiber-optic  transmission 
equipment,  another  step  in  the 
company’s  effort  to  “automate  the 
computer  center  as  much  as  possi¬ 
ble,”  Snell  said.  “This  offers  a  pos¬ 
sibility  to  have  a  complete  view  of 
the  network  in  one  spot.” 

AIRS  consists  of  an  IBM-compat¬ 
ible  Harris  personal  computer  out¬ 
fitted  with  a  Harris-developed  Line 
Control  Monitor  (LCM)  board.  The 
LCM  is  wired  to  the  alarm  systems 
of  microwave  and  fiber-optic 
equipment.  “The  center  constantly 
dials  around  to  remote  locations  to 
pull  in  summary  status  and  set  off 
an  audible  and  visual  alarm  to  op¬ 
erators  if  anything  is  wrong,”  Snell 
said. 

“At  this  point,  it  works  on  our 
personal  computer,  but  we  plan  to 
rework  the  system  with  the  Net- 
View  PC  and  tie  it  into  NetView  — 
giving  us  a  central  monitoring  site 
for  the  whole  net,”  he  continued. 

“We’ve  always  had  people  who 
monitored  lines  and  the  physical 
attributes  of  the  network,  and 
we’ve  always  had  our  SNA  ex¬ 
perts,  who  are  primarily  software- 
oriented,”  said  Snell.  “Now,  we 
want  to  bring  those  two  areas  of 
technology  together,  and  we’re  go¬ 
ing  to  try  to  use  IBM’s  NetView  to 
do  that.” 

Ultimately,  the  company  intends 
to  tie  the  voice  network  into  the 
center  as  well. 

“We’re  awaiting  the  products 
from  our  Digital  Telephone  Sys¬ 
tems  Division  to  interface  our 
PBXs  with  NetView,  so  I  can’t  real¬ 
ly  say  how  far  away  we  are  from 
pulling  the  voice  net  into  the  cen¬ 
tral  monitoring  site,”  he  said.El 


CALENDAR 

Sept.  9-10,  Washington,  D.C.  — 
First  Annual  Capital  Microcom¬ 
puter  Users  Forum.  Contact:  Na¬ 
tional  Trade  Productions,  Inc., 
Suite  400,  2111  Eisenhower  Ave., 
Alexandria,  Va.  22314. 

Sept.  15-17,  Chicago  —  Funda¬ 
mentals  of  Telecommunications. 

Also,  Oct.  26-28,  Phoenix;  Dec.  1-3, 
Chicago.  Contact:  ABC  TeleTrain- 
ing,  P.O.  Box  537,  Geneva,  Ill. 
60134. 

Sept.  16-17,  McLean,  Va.  —  The 
Management  Challenge  1987. 

Contact:  Telecommunications  Man¬ 
agers  Association  of  the  Capital 
Area,  c/o  Bob  Caine,  Leo  A.  Daly, 
1201  Connecticut  Ave.  N.W., 
Washington,  D.C.  20036. 

Sept.  21-22,  Brussels,  Belgium 
—  IBM  and  DEC:  A  Global  Per¬ 
spective.  Contact:  International 
Data  Corp.,  Attn.  Diane  Szretter,  5 
Speen  St.,  Framingham,  Mass. 
01701. 

Sept.  22-24,  Dallas  —  Ninth  An¬ 
nual  Satellite  Communications 
Users  Conference.  Contact:  SCUC 
’87,  Satellite  Communications  Mag¬ 
azine,  Suite  650,  6300  S.  Syracuse 
Way,  Englewood,  Colo.  80111. 

Sept.  28-30,  Chicago  —  Nation¬ 
al  Communications  Forum  ’87. 

Contact:  National  Communications 
Forum,  Suite  4808,  505  N.  Lake 
Shore  Drive,  Chicago,  Ill.  60611. 

Sept.  28-Oct.  3,  San  Diego  — 
25th  TCA  Annual  Conference. 

Contact:  TCA  Annual  Conference, 
Tele-Communications  Association, 
1515  W.  Cameron  Ave.,  B-140, 
West  Covina,  Calif.  91790. 

Oct.  5-6,  San  Francisco  —  The 
Fourth  Annual  Third-Party  Main¬ 
tenance  Conference.  Contact:  Cus¬ 
tomer  Service,  Frost  &  Sullivan, 
Inc.,  106  Fulton  St.,  New  York, 
N.Y.  10038. 

Oct.  12-15,  Washington,  D.C.  — 
Telephone  Technology  and  Prac¬ 
tice.  Contact:  ABC  TeleTraining, 
P.O.  Box  537,  Geneva,  Ill.  60134. 

Oct.  14-15,  Newport,  R.I.  —  The 
Newport  Conference  on  Fiber-Op¬ 
tics  Markets.  Contact:  Newport 
Conference  on  Fiber-Optics  Mar¬ 
kets,  KMI  Corp.,  America’s  Cup 
Ave.  at  31  Bridge  St.,  Newport,  R.I. 
02840. 

Oct.  18-21,  Systems  Integra¬ 
tion:  The  Business  Challenge. 

Contact:  Marcia  Farrington,  Inter¬ 
national  Data  Corp.,  5  Speen  St., 
Framingham,  Mass.  01701. 

Oct.  26-28,  New  York  —  The 
VAX  Business  User  Forum.  Con¬ 
tact:  Dorothy  Ferriter,  IDG  Confer¬ 
ence  Management  Group,  P.O.  Box 
9171,  Framingham,  Mass.  01701. 

Oct.  27-28,  New  York  —  Unix 
Expo.  Contact:  National  Exposi¬ 
tions  Company,  Inc.,  Suite  12A,  49 
W.  38th  St.,  New  York,  N.Y.  10018. 


Network  World  Sales  Offices 

• 

BOSTON 

WASHINGTON,  D.C. 

CHICAGO 

Donna  Pomponi,  District  Manager 

375  Cochituate  Rd.,  Box  9171 

Framingham,  MA  01701-9171 
(617)  879-0700 

Bill  Burke,  District  Manager 

2133  Defense  Highway,  Suite  205 

Crofton,  MD  21114 
(301)  721-4763 

Fran  Jonikaitis,  District  Manager 

2600  South  River  Rd.,  Suite  304 

Des  Plaines,  IL  60018 
(312)  827-4433 

NEW  YORK 

SAN  FRANCISCO 

LOS  ANGELES 

Paul  Bonington,  District  Manager 

Paramus  Plaza  1,  140  Route,  17  North 
Paramus,  NJ  07652 
(201)  967-1350 

Chris  Clyne,  Western  Regional  Manager 

3350  West  Bayshore  Rd.,  Suite  201 

Palo  Alto,  CA  94303 
(415)  328-4618 

David  Pronenko,  District  Manager 

18004  Sky  Park  Cir.,  Suite  100 

Irvine,  CA  92714 
(714)  250-3006 

NEW  JERSEY/PHILADELPHIA 

ATLANTA 

CLASSIFIED  ADVERTISING 
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AT&T  discount 
plan  bows 

continued  from  page  1 
that  other  providers  have  benefit¬ 
ed  as  a  result.  AT&T’s  competitors 
in  the  T-l  market  include  MCI 
Communications  Corp.,  US  Sprint 
Communications  Co.,  National 
Telecommunications  Network 
(NTN)  and  a  raft  of  regional  fiber¬ 
optic  carriers. 

“The  availability  of  volume  dis¬ 
counts  from  other  vendors  has 
caused  AT&T  substantial  competi¬ 
tive  losses,”  AT&T’s  filing  stated. 
“At  least  three  major  nationwide 
vendors  and  14  regional  vendors 
are  competing  aggressively  with 
AT&T”  in  the  T-l  market,  it  added. 

“Within  the  last  year,  AT&T  lost 
at  least  seven  national  accounts  to 
MCI,  US  Sprint,  NTN  and  Litel 
[Telecommunications  Corp.]  be¬ 
cause  our  T-l  rates  were  not  com¬ 
petitive,”  said  Charles  Yates, 
AT&T  vice-president  of  market 
planning,  in  comments  filed  with 
the  FCC.  “AT&T  expects  to  lose 
$50  million  in  T-l  revenue  if  we 
don’t  provide  a  volume  pricing  op¬ 
tion,”  Yates  said. 

The  price  discounts  will  apply  to 
customers’  total  volume  T-l  traf¬ 
fic.  Discounts  will  apply  only  to 
the  long-distance  or  interoffice 
channel  of  the  T-l  circuit  and  not 
the  local  connections  provided  by 
local  exchange  carriers. 

Currently,  the  price  for  T-l  ser¬ 
vice  consists  of  a  $2,600  fixed 
monthly  charge  and  a  $15.50  per 
mile  charge.  Under  the  discount 
plan,  the  fixed  and  per  mile 


charges  will  decline  as  the  length 
of  commitment  and  volume  of  use 
increase. 

Customers  opting  for  the  volume 
discount  plan  will  be  charged  an 
additional  “per  plan”  monthly  ser¬ 
vice  charge,  which  varies  with  the 
length  of  contract  and  volume  of 
use.  The  per  plan  charge  ranges 
from  $3,000  per  month  at  the  low¬ 
est  volume  and  term  to  a  maximum 
of  $110,000  at  the  highest. 

For  example,  a  customer  that 
commits  to  using  $50, 000-worth  of 
T-l  service  per  month  for  one  year 
under  the  discount  plan  would  pay 


A  customer  spending  $1 
million  per  month  for  five 
years  under  the  discount 
plan  would  receive  a  33% 
discount.  That  user  would 
pay  a  $100,000  per  plan 
fee,  a  $1,500  fixed  charge 
and  a  $9.50  per  mile  charge. 


a  $3,000  per  plan  fee,  a  fixed 
monthly  charge  of  $2,300  and 
$14.90  per  mile.  Without  the  dis¬ 
count  plan,  the  same  customer 
would  pay  a  $2,600  fixed  fee  and 
$15.50  per  mile.  The  volume  dis¬ 
count  in  this  case  is  less  than  1%. 
A  customer  spending  $  1  million  per 
month  for  five  years  under  the  dis¬ 
count  plan  would  receive  a  33% 
discount.  That  user  would  pay  a 
$100,000  per  plan  fee,  a  $1,500 
fixed  charge  and  a  $9.50  per  mile 
charge. 

“The  only  reason  AT&T  is 
cracking  on  T-l  prices  is  because  of 


the  oversupply  of  fiber-optic  trans¬ 
mission  capacity  and  the  competi¬ 
tive  threat  from  the  regional  fiber¬ 
optic  carriers,”  said  Joaquin 
Gonzalez,  vice-president  of  Enter¬ 
prise  Network  Strategies  at  Gart¬ 
ner  Group,  Inc.  in  Stamford,  Conn. 

“AT&T  realizes  the  need  to  price 
its  T-l  service  somewhere  in  the 
same  cosmos  as  the  fiber  carriers. 
AT&T’s  T-l  rates  are  much  higher 
than  the  competition,  and  the  new 
discount  plan  will  narrow  that  dif¬ 
ferential,”  Gonzalez  said. 

William  Rich,  a  telecommunica¬ 
tions  analyst  with  Northern  Busi¬ 
ness  Information,  Inc.  in  New 
York,  echoed  Gonzalez’  comments. 
“AT&T’s  new  volume  discount 
plan  is  designed  to  lock  the  cus¬ 
tomer  into  AT&T’s  service  for  sev¬ 
eral  years,  to  the  detriment  of 
AT&T’s  competitors,”  Rich  said. 

“AT&T  has  become  more  cre¬ 
ative  and  flexible  in  its  pricing, 
and  this  is  indicative  of  the  dog 
fight  among  carriers  for  large  busi¬ 
ness  customers.  AT&T  has  shown 
us  that  it  isn’t  just  going  to  roll 
over  and  play  dead,”  Rich  said. 

AT&T  currently  has  2,503  T-l 
circuits  and  738,656  circuit  miles 
in  use,  which  generate  $214  mil¬ 
lion  annually  in  revenue.  AT&T  an¬ 
ticipates  that,  due  to  increased  de¬ 
mand  generated  by  the  pricing 
option,  the  number  of  T-l  circuits 
will  expand  to  3,156,  and  the  num¬ 
ber  of  circuit  miles  will  grow  to 
989,713. 

The  carrier  estimated  that  reve¬ 
nue  will  increase  by  $47  million  to 
a  total  of  $261  million  in  1988,  ac¬ 
cording  to  the  filing.  □ 


US  Sprint  to  sell 
microwave  net 

continued  from  page  4 
handle  billing  chores. 

Since  its  formation  last  year,  US 
Sprint  has  grappled  with  merging 
the  different  billing  systems  used 
by  GTE  and  United  Telecom. 

“We  were  just  overwhelmed  by 
trying  to  combine  the  billing  sys¬ 
tems,  which  is  itself  a  gigantic 
task,  and  at  the  same  time  trying 
to  support  2.5  million  new  custom¬ 
ers  on  the  systems,”  Furtney  said. 
“The  process  took  a  good  deal  long¬ 
er  than  we  anticipated.” 

US  Sprint  has  received  the  most 
customer  complaints  about  the  de¬ 
lays  in  getting  payments  and  mis- 
dialed  calls  credited  to  accounts, 
Furtney  noted.  “We  now  have  the 
credit  backlog  down  to  a  point  at 
which  customers  should  receive 
credits  they  are  owed  in  this 
month’s  or  next  month’s  bill,”  he 
said. 

Jeff  Close,  a  senior  consultant 
with  the  Ann  Arbor,  Mich. -based 
DMW  Group,  Inc.,  said,  “US  Sprint 
probably  will  have  the  bulk  of  its 
billing  in  place  on  time,  but  I’m 
sure  some  problems  will  arise. 
Nonetheless,  the  company  is  rea¬ 
sonably  good  at  keeping  promises 
—  I  don’t  expect  them  to  make  a 
mess  of  this.” 

Furtney  acknowledged  that  the 
billing  system  “isn’t  perfect”  and 
that  some  customers  may  still  have 
problems,  but  he  said  US  Sprint’s 
track  record  for  billing  will  be 
“even  better”  by  the  end  of  the 
year.  □ 


AT&T  studies  new  services 


continued  from  page  1 

scriptions  and  Questionnaire,”  but 
declined  to  elaborate  on  its  plans. 
The  carrier  also  declined  to  com¬ 
ment  on  how  many  users  received 
the  18-page  booklet,  which  was 
distributed  in  late  July. 

The  two  switched  digital  ser¬ 
vices  under  consideration,  Accunet 
Switched  64  Restricted  and  Ac¬ 
cunet  Switched  384,  represent  an 
evolutionary  step  from  the  Ac¬ 
cunet  Switched  56  service  offered 
today  to  the  circuit-switched  digi¬ 
tal  capability  of  the  Integrated  Ser¬ 
vices  Digital  Network,  the  survey 
said.  Both  services  require  use  of 
transmission  facilities  configured 
to  support  the  ISDN  Primary  Rate 
Interface  standard.  The  Primary 
Rate  Interface  segments  the  1.54M 
bit/sec  capacity  of  T-l  transmis¬ 
sion  facilities  into  23  64K  bit/ sec 
traffic  bearing  B  channels  and  a 
24th  D  signal  channel  of  the  same 
speed. 

The  D  channel  provides  a  com¬ 
mon  channel  for  signaling,  leaving 
the  full  64K  bit/sec  capacity  of  the 
B  channels  for  transportation  of 
voice,  data  or  other  information 
(see  graphic  on  page  1). 

The  survey  said  Accunet 
Switched  64  Restricted  would  be 
the  first  service  to  support  the  64K 
bit/sec  ISDN  B  channel  standard 
transmission  rate. 

To  access  the  service,  customers 
will  require  an  Accunet  T1.5  cir¬ 
cuit  conditioned  to  support  the 


ISDN  Primary  Rate  Interface.  Use 
of  the  D  signaling  channel  within 
the  Primary  Rate  Interface  would 
enable  64K  bit/sec  digital  circuits 
to  be  established  on  a  call-by-call 
basis,  providing  the  switched  con¬ 
cept  behind  the  service. 

“This  requires  a  commitment  to 
ISDN  and  a  substantial  investment 
in  premises  equipment  and  soft¬ 
ware,  including  an  ISDN-compati¬ 
ble  digital  PBX,”  the  questionnaire 
said. 

The  service,  which  AT&T  said 
will  be  fully  compatible  with  Ac¬ 
cunet  Switched  56,  “can  utilize 
ISDN  capabilities  such  as  call-by¬ 
call  service  selection,  caller  identi¬ 
fication  and  User-to-User  Informa¬ 
tion  (Message  Associated),”  accor¬ 
ding  to  the  survey.  The  service  will 
share  the  existing  node-to-node 
digital  network  currently  used  for 
Accunet  Switched  56  service. 

The  survey  said  the  service 
would  be  ideal  for  bandwidth- 
greedy  applications  such  as  bulk 
data  transport,  computer-aided  de¬ 
sign  and  manufacturing,  enhanced 
teleconferencing,  secure  voice  and 
other  applications. 

Accunet  Switched  384  will  be 
made  possible  by  amalgamating  six 
contiguous  64K  bit/sec  ISDN  B 
channels  within  a  T-l  pipe. 

Service  access  will  require  use 
of  an  Accunet  T1.5  circuit  config¬ 
ured  to  support  the  ISDN  Primary 
Rate  Interface. 


Although  the  access  circuit  is 
dedicated,  customers  will  be  able 
to  establish  384K  bit/sec  links  on  a 
call-by-call  basis  using  ISDN  D 
channel  signaling  to  capture  six  B 
channels. 

The  other  B  channels  within  the 
T-l  pipe  can  be  used  to  support 
other  applications,  as  can  the  B 
channels  used  to  support  the  384K 
bit/sec  link  once  the  temporary  cir¬ 
cuit  is  torn  down. 

Intended  applications  for  the 
service  include  bulk  data  transfer 
and  high-quality  video  transmis¬ 
sion,  among  others. 

The  survey  said  transmission 
will  take  place  in  real  time  so  there 
will  be  no  need  to  reserve  net  ca¬ 
pacity.  Both  proposed  Accunet  ser¬ 
vices  will  be  billed  on  a  usage-sen¬ 
sitive  basis. 

The  third  service,  Accunet  T1.5 
with  Clear  Channel  Capability, 
will  provide  customers  with  great¬ 
er  bandwidth  within  individual  T- 
1  channels  —  64K  bit/sec  vs.  the 
56K  bit/sec  currently  supported. 

This  will  be  made  possible  by  re¬ 
moving  the  Is  density  require¬ 
ment,  an  AT&T  requirement  im¬ 
posed  to  ensure  that  digital 
transmissions  include  enough  bina¬ 
ry  Is  to  keep  the  network  on  track. 
Long  strings  of  binary  0s  can  crip¬ 
ple  a  T-l  or  lower  speed  digital 
link. 

Use  of  Accunet  T1.5  with  64 
Clear  Channel  Capability,  “may  re¬ 
quire  the  modification  of  certain  T- 
1  network  interface  equipment  and 
software  on  the  customer’s  prem¬ 


ises,  such  as  T-l  multiplexers,”  the 
survey  said. 

AT&T  would  not  detail  what 
modifications  might  be  required, 
saying  only  that  they  may  entail 
introduction  of  Binary  8  Zero  Sub¬ 
stitution  encoding,  a  new  tech¬ 
nique  AT&T  uses  to  prepare 
strings  of  data  for  transmission 
across  the  network. 

Besides  increased  capacity,  the 
new  service  would  be  fully  compat¬ 
ible  with  European  standards,  in¬ 
cluding  those  for  voice  compres¬ 
sion,  the  questionnaire  said. 

The  last  of  the  four  possible  ser¬ 
vices,  dubbed  64KBPS  Dataphone 
Digital  Service  with  Clear  Channel 
Capability,  will  support  a  64K  bit- 
/sec  channel  for  use  with  data  an¬ 
d/or  voice  and  compressed  voice, 
according  to  the  survey.  The  high¬ 
est  speed  DDS  offered  today  is  56K 
bit/sec.  The  64K  bit/sec  service 
would  offer  higher  throughput  and 
compatibility  with  European  stan¬ 
dard  transmission  rates. 

AT&T  said  the  service  would  be 
as  reliable  as  existing  DDS,  provid¬ 
ing  an  average  performance  of  at 
least  99.5%  error-free  seconds  at 
all  transmission  speeds. 

The  64K  bit/sec  clear  channel 
DDS  circuits  could  also  be  used  as 
tributary  circuits  into  a  network  of 
Accunet  T1.5  with  64  Clear  Chan¬ 
nel  Capability  facilities. 

AT&T  notes  that  modification  of 
current  56K  bit/sec  channel  ser¬ 
vice  units  and  data  service  units 
would  be  necessary  to  accommo¬ 
date  this  service.  □ 


Only  US  Sprint’s  Daylight  Savings  Time  Sale  saves  your  company  an  extra  10%  between  8  a.m.  and 


5  p.m.  for  the  next  10  months. 

AT&T  would  never  dream  of  doing  this. 

It’s  called  Daylight  Savings  Time.  And  it’s  a  unique  sale  that  can  save  you  an  additional  10%  off  all 
daytime  interstate  calls.  For  the  next  10  full  months* 

An  additional  10%  off.  During  the  most  valuable  part  of  your  business  day. 

Even  better  savings  from  the  people  who  already  offer  you  the  best  overall  prices  among  major 
long  distance  companies. 

And  that  could  easily  save  you  thousands  of  dollars  on  new  products  and  services  like  Died  1  service, 
our  new  FONCARDSM  and  WATS  lines. 

Best  of  all,  you’ll  be  saving  with  the  company  that’s  building  the  first  and  only  nationwide  100%  digital 
fiber  optic  network  to  give  you  the  best  sounding  long  distance  available. 

But  the  offer  ends  September  30th.  So  don’t  lose  a  day.  Call  US  Sprint™  right  now. 

1-800-527-6972. 
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